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PREFACE 



This stndj was undertaken for two 
primary purposes: first, to determine 
what it costs to sell clothing in stores 
operating as independent units, and 
second, to find, if possible, the prin- 
ciples governing these costs and the 
methods by which they may be con- 
trolled. 

A previous study made by the Bu- 
reau of the retail cost of distributing 
clothing showed that it was necessary 
to classify stores by years^ by size and 
by location. Accordingly, such a 
classification is provided for in this 
analysis. But here the study is pushed 
further. It answers the question: 
What are the conditions which con- 
trol the amounts of selling expense f 
and it measures the degree to which 
the control is exerted under different 
conditions of store operation. 

The study was begun on the basis 
of certain hyi)otheses which, on an a 
priori basis, seemed to summarize the 
conditions controlling selling expense. 
These hypotheses were tested statisti- 
cally on the basis of store records for 
different years and for stores of dif- 
ferent size and location. Briefly, the 
analysis has led to the conclusion that 



the relations of selling expense to sales 
and to total operating expense are 
governed by conditions which, to a 
iBLTge degree, are subject to effective 
merchandising control ; that they vary 
according to clearly defined princi- 
ples; and that these principles can 
be stated and the conditions of ex- 
pense distribution under them meas- 
ured. In a word, the analysis has led 
to the belief that there are certain 
master or controlling facts behind in- 
dividual facts, as they show them- 
selves in modem business^ and that 
these may be revealed through statis- 
tical analysis of mass information. 
There is a science of business. Its 
principles can be stated so that those 
who are interested can, if they will, 
act in the light of them rather than 
in the grip of blind routine. 

In the preparation of this study, 
the value of the services of the entire 
staff of the Bureau is cheerfully ac- 
knowledged. Special mention, how- 
ever, should be made of the part 
which has been taken by Miss Blanche 
Altman, assistant to the Director, and 
by Miss Irmgard J. Qrabbe, the Di- 
rector's secretary. 

Northwestern UniTersitj School of Coxnineree, 

Bureau of Business Beseareh, 

HoEAOX SxoRiST, Dwector 
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The Bureau of Business Research 
secured the data for this study from 
the books of the members of the Na- 
tional Association of Retail Clothiers 
by means of questionnaires. 

After completing its study of Cosis, 
Merchandising Practices, Advertising 
and Sales in the Retail Distribution 
of Clothing, the Bureau felt that it 
would be unfortunate if the material 
on selling expense and expense ratios 
were left in its files unanalyzed. Ac- 
cordingly, after consulting with the 
trade as to the conditions which seem 
to determine the amounts of selling ex- 
pense under different conditions of 
store operation, certain tentative 
hypotheses were set up for the pur- 
pose of determining numerically the 
amounts of selling expense for stores 
imder the conditions established, and 
of discovering, if possible, means by 
which they might be reduced. The 
hypotheses which proved to be of no 
significance were abandoned. The 
others have been fully tested out, and 
it is these with which the volume 
deals^ 

The plan of the study is as fol- 
lows: It includes an analysis, first, 
of total selling expense in relation to 
sales and to total operating expense ; 
second, of the amounts of wages and 
salaries in relation to sales and to 
selling expense ; third, of the amounts 
spent for advertising in relation to 
sales and to selling expense; fourth, 
of other selling expense in relation to 
sales and to total selling expense; 
fifth, of ratios of store operation for 
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stores classified according to the rela- 
tive rates of profits per $100 of net 
sales for the year 1919. 

In each of these major sections, 
with the exception of the part relat- 
ing to profits, an analysis is made of 
data for stores from year to year; 
for stores classified according to the 
amounts of stock carried, as indi- 
cated by the amounts of inventory 
or average stock in relation to sales; 
for stores classified according to the 
amounts sold per full-time sales-per- 
son and to the methods by which 
salesmen were paid in 1919 ; for stores 
classified according to the rental pay- 
ments per 100 square feet of floor 
space, and the amounts invested in 
fixtures in relation to sales and to 
square feet of fioor space ; and, finally, 
for stores classified according to the 
amounts spent for advertising in re- 
lation to sales. The Table of Con- 
tents outlines more fully the plan of 
the entire discussion. 

In order accurately to measure the 
amounts of selling expense and of its 
components, two types of units are 
used: First, those in which the dif- 
ferent elements of expense are ex- 
pressed in terms of sales, of total ex- 
pense, or of selling expense, as the 
case may be, and second, those in 
which conditions other than sales, 
selling expense, or total expense are 
reduced to a common basis. These 
measures, as they are used in the text 
discussion and as computed, are 
shown in the Summary. The pur- 
pose of expressing the amounts in 
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various f o.rnm i^ to reduce, jas. neltrly 
as possil^i:^cr4i^*r^2^.xa)bditions 
of store operation to a unit basis. 

It has not been thought necessary, 
in view of the use of simple and com- 
posite units, to print the frequencies 
with which the different amounts of 
expense occur. The classification is 
det€dled and the units of comparison 
are adjusted so as to make this largely, 
if not wholly, unnecessary. Moreover, 
to have printed the frequencies would 
have unduly extended the treatment. 

The analysis has been made with 
two points of view in mind : First, to 
determine standards or norms of ex- 
pense distribution and second, to 
establish the conditions controlling 
the amounts of expense and to meas- 
ure the extent to which they may be 
reduced. 



The analysis is necessarily detailed, 
but no excuse needs to be offered 
for this in view of the purpose which 
the Bureau had in making the study. 
The features which distinguish it 
from those in similar fields are the 
number of instances included, the 
scope of the treatment, and the 
method followed. The study was 
undertaken seriously, with no 
thought other than of subjecting to 
a scientific analysis the data available 
and of presenting the facts in a man- 
ner most helpful to those who are in- 
terested in this field of distribution. 
It is believed that the volume contains 
information on the basis of which 
merchants may control their operar 
tions, test the reasonableness of their 
expenses, and thereby actually reduce 
them. 



II. SUMMARY 
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It is difficult to summarize a study 
of this character within brief com- 
pass. The retail stores which are 
studied differ in size and location, in 
the amounts of their expenses, and in 
other important respects. In order to 
take account of these differences, the 
tabulation and analysis are neces- 
sarily detailed and, in some instances, 
involved. 

Two types of facts have been deter- 
mined: First, the actual expense 
norms or standards for stores under 
different conditions of operation, and 
second, the tendencies for the amounts 
to increase or decrease from year to 
year, with the size and location of 
the stores, and with varying condi- 
tions of operation. Simply to have 
enumerated the amounts of expense 
for the stores as classified would have 
required an extensive summary and 
would have resulted in useless dupli- 
cation. Moreover, to have specified 
aU the expense tendencies would have 
required more space than could be 
given to this phase of the study. 
Accordingly, all that is attempted in 
the Summary is to indicate the more 
important amounts of expenditure 
and to enumerate in a general way a 
few of the expense tendencies which 
have been determined. While the 
Summary is complete within itself, it 
ought not to be consKf^ed as a sub- 
stitute for the detailed discussion. 
By the use of the Index, those who are 
interested may readily turn to the 
amounts of expenditure for stores 
classified in different ways and, by 
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following the text in connection with 
the tables, determine the limitations 
and conditions which govern the ex- 
pense tendencies. 

1. — ^UNTFS OF MEASUREMENT USED IK 
THE TABLE AND TEXT. 

In order accurately to express the 
amounts of expenditure for selling 
expense and its components a variety 
of units has been used. These units 
are set out in the table on page 4 
under two headings: First, in the 
form of statements, as used in the 
text and tables, and second, as for- 
mulse showing the method by which 
they are computed. The common 
bases of comparison are two: total 
net sales and selling expense. With 
these, however, are combined certain 
other measures, described in the table, 
the purpose being to reduce to a unit 
basis different conditions of opera- 
tion. To illustrate : Total selling ex- 
pense and its components are ex- 
pressed in terms of $100 total net 
sales. This is equivalent, of course, 
to expressing them as percentages of 
sales. In order, however, to provide 
for the conditions under which sales 
are made, a more complex measure is 
used which will reduce the sales to a 
unit basis in terms of the amount sold 
per sales-person. Expressed in this 
form, the unit of expense becomes: 
Selling expense per $100 total net 
sales per $1,000 sold per full-time 
sales-person. In this manner only is 
it possible to reduce to a uniform 
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basis stores of different size with <Uf - 
• • • • *•* '•• •* ' t *. " 

ferent noQite]^' of- 'sdes-b^mer. «iid 
with varioiiB amounts sold per person. 



If merchants will study the ex- 
pense ratios which have been de- 
veloped and compare them with sim- 
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This unit is used only as an illustra- 
tion. But the same principles apply 
to all the units and a similar explana- 
tion justifies their use. 



ilar ones in their own businesses, they 
cannot help but profit by the results 
of this study. An analogy will serve 
to make the point plain. If one were 



placed in a foreign conntry with no 
knowledge of the unit of value, it 
would be impossible for him to com- 
prehend the prices of the most com- 
mon articles of consumption without 
first expressing them in terms of his 
own price-unit and then converting 
them into the price-unit of the for- 
eign country. That is, some standard 
must be used. Until recently, retail 
establishments have had no standards 
by which they could measure their 
own operating expenses and their 
merchandising practices. One pur- 
pose of this volume in the field oif sell- 
ing expense is to supply such stand- 
ards. 



2. — ^AMOUNTS OF SELUNO EXPENSE AND 
ITS COMPONENTS, WAGES AND 8AI/- 
ABIE8, ADVERTISING, AND OTHEB 
SELLING EXPENSE, FOB STORES 
CLASSIFIED BT YEARS, BY SIZE, AND 
BY LOCATION. 

In the following summary of sell- 
ing expense and its components, the 
amounts are expressed in terms of 
sales, total expense, and selling ex- 
pense, use being made of the simple 
and complex units which, are de- 
scribed above. The tables and charts 
refer only to the conditions named 
therein. It is impossible briefly to 
set out all of the conditions which 
determine the amounts of selling ex- 
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pense and its components, and the 
reader is urged not to be contented 
with reading only the Summary, but 
to consult the detailed treatment 
under the respective headings. 

In the body of the text, different 
groups of stores are used, the pur- 
pose being to utilize all the informa- 
tion which is available for the com- 
bined and the individual years. In 
the Summary, however, in most 
cases, the tables show data for the 
three years 1919, 1918, and 1914, 
combined. In some instances it is 
possible to use but one year and in 
such cases both the tables and the dis- 
cussion indicate this fact. 

In the present section and in Tables 
A, B, and C, the amounts of selling 
expense are expressed in terms of 
sales. Subsequent discussion relates 
these amounts to total and to selling 
expense. 

A. — Amounts of Selling Expenses per 
$100 Total Net Sales, for Stores 
Classified by Size and by Loca- 
tion. 

The analysis of selling expense and 
its components is based upon the 
records of 154 stores for the years 
1919, 1918, and 1914. In 1914 seUing 
expense constituted $11.48 per $100 
total net sales. In 1918 it was $10.94 ; 
in 1919, $10.44. In 1914, $7.52 of 
the $11.48 was spent for wages and 
salaries, $2.61 for advertising, and 
$1.35 for other selling expenses. In 
1918 these amounts were $7.37, $2.22, 
and $1.35. In 1919 they were, re- 
spectively, $6.98, $2.22, and $1.24. 
For the combined years, out of a 



total selling expense of $10.82, $7.22 
went to wages and salaries paid to 
salesmen, $2.30 to advertising, and 
$1.30 to other selling expenses. Table 
A shows the amounts of total selling 
expense and its components for stores 
classified by size, for the years 1919, 
1918, and 1914. 

Table A shows that the amounts of 
selling expense and of its components 
in terms of sales in each of the years 
increase as the stores increase in size. 
Moreover, this condition obtains for 
the combined years as is shown in 
Table B. In these years, total selling 
expense for the stores with annual 
sales under $40,000 is $8.49. For 
those with sales of $40,000 to $80,000, 
it is $9.34; for those with sales of 
$80,0a0 to $180,000, it is $10.89 ; and 
for those with sales of $180,000 and 
over, $12.05. The amounts of total 
selling expense and its constituent 
parts are shown in Table B. 

For the combined years the total 
selling expense per $100 total net 
sales is larger for the stores in the 
large cities — ^those with population of 
40,000 and over — ^than for those in 
the small cities — ^those with popula- 
tion under 40,000. The average for 
the stores in the first group is $12.17 
and for those in the second group, 
$9.40. Moreover, for all stores, each 
element of expense is larger for the 
stores in the large, than for those in 
the small cities. When the stores are 
classified by size, total selling expense 
for each group is larger for the stores 
in the large than for those in the 
small cities. This condition generally 
obtains for each element of expense. 
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The amounts for the stores in the 
two city-groups are given in Table B. 
In Table C the amounts of selling 
expense and of its components for 
stores classified by size are shown per 
$100 total net sales expressed in dif- 
ferent units. The table gives the 
number of stores to which the figures 
apply, the years which are involved, 
and the table numbers in the text in 
which the detail, under more elab- 
orate classifications, may be found. It 
is unnecessary to indicate the 
amounts, although for summary pur- 
poses it may be well to indicate their 
direction of change. Section I of the 
table shows that the amounts of sell- 
ing expense, of wages and salaries, of 



advertising, and of other selling ex- 
pense increase as the stores increase in 
size. To this general rule there are 
no exceptions. 

B. — Amounts of SeUvng Expensegi per 
$100 Total Net Sales per Stock 
Turnover, for Stores Classified 
hy Size. 

Section II of Table C shows the 
amounts of selling expense, wages and 
salaries, and advertising per $100 
total net sales per stock turnover. As 
the stores increase in size these 
amounts increase. The result of ex- 
pressing them on a per-tum basis is 
to modify the rate at which the ex- 
penses increase for stores of increas- 



TABLE C 



(la «M<«| 



•MjM 



«!•!■■ 







s&s: 



iiMMT ta 
fW ■«• v%. 



MO 



•••& 



t.M 






■•» 



••It 



4JH 



••n 



•jm 



••It 



•.at 



•!•»» 



T.a« 



■•n 



•.at 



o.vt 



•.u 



o.at 



• ft*. 



a ft*. 



ing size. The data refer to t&e year 
1919 alone and include the records of 
282 stores. Generally speaking, the 
larger the store, the faster is the rate 
at which stock is turned. Accord- 
ingly, when the amounts for stores of 
a given size are divided by the stock 
turnover rates, the general effect is 
to modify or to reduce the high sell- 
ing expenses associated with large 
stores. 

C. — Amounts of Selling Expenses per 
$100 Total Net Sales for the 
Amount Sold per $1 of Inven- 
tory, for Stores Classified by 
Size. 

Section III of Table C shows for 
the combined years the amounts of 
selling expense, of wages and salaries, 
and of advertising per $100 of sales 
for the amount sold for each $1 of 
inventory. The details are supplied 
for 149 stores, classified by size. As 
the stores increase in size, each ele- 
ment, as well as the total selling ex- 
pense, decreases. This condition 



holds for each of the years also. The 
larger the store, generally speaking, 
the smaller the inventory per $100 of 
sales. Accordingly, when the different 
expense items are reduced to a basis 
of sales for each dollar of inventory, 
the amounts decrease. 

D. — Amounts of Selling Expenses per 
$100 of Total Net Sales per 
$lflOO Sold per FulUTime Sales- 
person, for Stores Classified by 
Size. 

Section IV of Table C shows for the 
combined years 1914, 1918, and 1919, 
the amounts of selling expense and 
of its components per $100 of sales 
for each $1,000 sold per full-time 
sales-person. The records of 146 
stores classified by size are included 
for this period. As the stores in- 
crease in size, each expense and the 
total decrease. This condition holds 
also for each of the years. Moreover, 
from year to year, from 1914 to 1918 
to 1919, each expense element when 
measured in this unit decreased. 
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E. — Amounts of SelliTig Expen8e9 per 
$100 Total Net Sales for the 
Amount Sold per Square Foot of 
Floor Space, for Stores Classified 
by Size. 

In Table C, Section Y, the amounts 
of total selling expense and wages and 
salaries are shown for 1919, when ex- 
pressed per $100 total net sales for the 
amount sold iper square foot of floor 
space. The records of 303 stores, 
classified by size, are used to deter- 
mine these averages. As the stores 



increase in size, the amounts show no 
regular tendency to increase or to 
decrease. 

F, — Amounts of Selling Expense per 
$100 of Total Expense for Stores 
Classified by Years, by Size, and 
by Location. 

Chart I shows graphically for the 
combined and the indiyidual years, 
1914, 1918, and 1919, the relations 
which selling expense bears to total 
operating expense. For the years 
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pense and its components, and the 
reader is urged not to be contented 
with reading only the Sommary, but 
to consult the detailed treatment 
tinder the respective headings. 

In the body of the text, different 
groups of stores are used, the pur- 
pose being to utilize all the informa- 
tion which is available for the com- 
bined and the individual years. In 
the Summary, however, in most 
casei^ the tables show data for the 
three years 1919, 1918, and 1914, 
combined. In some instances it is 
possible to use but one year and in 
such cases both the tables and the dis- 
cussion indicate this fact. 

In the present section and in Tables 
A, B, and C, the amounts of selling 
expense are expressed in terms of 
sales. Subsequent discussion relates 
these amounts to total and to selling 
expense. 

A. — Amounts of Selling Expenses per 
$100 Total Net Sales, far Stores 
Classified by Size and by Loca- 
tion. 

The analysis of selling expense and 
its components is based upon the 
records of 154 stores for the years 
1919, 1918, and 1914. In 1914 selling 
expense constituted $11.48 per $100 
total net sales. In 1918 it was $10.94 ; 
in 1919, $10.44. In 1914, $7.52 of 
the $11.48 was spent for wages and 
salaries, $2.61 for advertising, and 
$1.35 for other selling expenses. In 
1918 these amounts were $7.37, $2.22, 
and $1.35. In 1919 they were, re- 
spectively, $6.98, $2.22, and $1.24. 
For the combined years, out of a 



total selling expense of $10.82, $7.22 
went to wages and salaries paid to 
salesmen, $2.30 to advertising, and 
$1.30 to other selling expenses. Table 
A shows the amounts of total selling 
expense and its components for stores 
classified by size, for the years 1919, 
1918, and 1914. 

Table A shows that the amounts of 
selling expense and of its components 
in terms of sales in each of the years 
increase as the stores increase in size. 
Moreover, this condition obtains for 
the combined years as is shown in 
Table B. In these years^ total selling 
expense for the stores with annual 
sales under $40,000 is $8.49. For 
those with sales of $40,000 to $80,000, 
it is $9.34; for those with sales of 
$80,0a0 to $180,000, it is $10.89 ; and 
for those with sales of $180,000 and 
over, $12.05. The amounts of total 
selling expense and its constituent 
parts are shown in Table B. 

For the combined years the total 
selling expense per $100 total net 
sales is larger for the stores in the 
large cities — ^those with population of 
40,000 and over — ^than for those in 
the small cities — ^those with popula- 
tion under 40,000. The average for 
the stores in the first group is $12.17 
and for those in the second group, 
$9.40. Moreover, for all stores, each 
element of expense is larger for the 
stores in the large, than for those in 
the small cities. When the stores are 
classified by size, total selling expense 
for each group is larger for the stores 
in the large than for those in the 
small cities. This condition generally 
obtains for each element of expense. 
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The amonnte for the stores in the 
two city-groups are given in Table B. 
In Table C the amounts of selling 
expense and of its components for 
stores classified by size are shown per 
$100 total net sales expressed in dif- 
ferent units. The table gives the 
number of stores to which the figures 
apply, the years which are involved, 
and the table numbers in the text in 
which the detail, under more elab- 
orate classifications, may be found. It 
is unnecessary to indicate the 
amounts, although for summary pur- 
poses it may be well to indicate their 
direction of change. Section I of the 
table shows that the amounts of sell- 
ing expense, of wages and salaries, of 



advertising, and of other selling ex- 
pense increase as the stores increase in 
size. To this general rule there are 
no exceptions. 

B. — Amounts of Sellvng Expenses per 
$100 Total Net Sales per Stock 
Turnover, for Stores Classified 
hy Size. 

Section II of Table C shows the 
amounts of selling expense, wages and 
salaries, and advertising per $100 
total net sales per stock turnover. As 
the stores increase in size these 
amounts increase. The result of ex- 
pressing them on a per-tum basis is 
to modify the rate at which the ex- 
penses increase for stores of increas- 



TABLE C 



(la MO**) 



Ht •100 mC SMai SM 



xn 







OM «r 



•IM of ««t«l Vtt 
ilM Mr tOM 
ftv •«. M. 



•MJM 



•rjM 



•i«<N 



•e.if 



•e.4t 



•o^ 



•«e 

•M M tM 

•W W^IM 

•iMft 



•••& 



T.M 

V.M 



t.n 



«WM 



■•M 
■.M 



0.1 

••1 



«.f« 



e.u 



e.M 



eoi 



••n 
••vt 



o.« 



••14 

o.ia 



0.M 
0.M 



0. 



c«u« 



ing size. The data refer to tie year 
1919 alone and include the records of 
282 stores. Generally speaking, the 
larger the store, the faster is the rate 
at which stock is turned. Accord- 
ingly, when the amounts for stores of 
a given size are divided by the stock 
turnover rates, the general effect is 
to modify or to reduce the high sell- 
ing expenses associated with large 
stores. 

C. — Amounts of Selling Expenses per 
$100 Total Net Sales for the 
Amount Sold per $1 of Inven- 
tory, for Stores Classified by 
Size, 

Section III of Table G shows for 
the combined years the amounts of 
selling expense, of wages and salaries, 
and of advertising per $100 of sales 
for the amount sold for each $1 of 
inventory. The details are supplied 
for 149 stores, classified by size. As 
the stores increase in size, each ele- 
ment, as well as the total selling ex- 
pense, decreases. This condition 



holds for each of the years also. The 
larger the store, generally speaking, 
the smaller the inventory per $100 of 
sales. Accordingly, when the different 
expense items are reduced to a basis 
of sales for each dollar of inventory, 
the amounts decrease. 

D. — Amounts of Selling Expenses per 
$100 of Total Net Sales per 
$lftOO Sold per FulUTime Sales- 
Person, for Stores Classified by 
Size, 

Section IV of Table C shows for the 
combined years 1914, 1918, and 1919, 
the amounts of selling expense and 
of its components per $100 of sales 
for each $1,000 sold per full-time 
sales-person. The records of 146 
stores classified by size are included 
for this period. As the stores in- 
crease in size, each expense and the 
total decrease. This condition holds 
also for each of the years. Moreover, 
from year to year, from 1914 to 1918 
to 1919, each expense element when 
measured in this unit decreased. 
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E. — Amounts of Selling Expenses per 
$100 Toial Net Sales for the 
Amount Sold per Square Foot of 
Floor 8p<ice, for Stores Classified 
by Size. 

In Table C, Section V, the amounts 
of total selling expense and wages and 
salaries are shown for 1919, when ex- 
pressed per $100 total net sales for the 
amount sold per square foot of floor 
space. The records of 303 stores, 
classified by size, are used to deter- 
mine these averages. As the stores 



increase in size, the amounts show no 
regular tendency to increase or to 
decrease. 

F. — Am^mnts of Selling Expense per 
$100 of Total Expense for Stores 
Classified by Years, by Size, and 
by Location. 

Chart I shows graphically for the 
combined and the individual years, 
1914, 1918, and 1919, the relations 
which selling expense bears to total 
operating expense. For the years 
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combined, out of every $100 of total 
operating expense, selling expense 
constitutes $50.09. In 1914 the cor- 
responding amount was $48.86; in 
1918, $49.63; and in 1919, $51.06. 
That is, from year to year, selling 
expense in relation to total operating 
expense increased. 

Chart II shows graphically the 
amounts of selling expense per $100 



of total expense for stores classified 
by size. The average amount for the 
stores with sales under $40,000 is 
$41.13 ; for those with sales of $40,000 
to $80,000, it is $46.10 ; for those with 
sales of $80,000 to $180,000, $51.49 ; 
and for those with sales of $180,000 
and over, $52.67. That is, the 
amounts increase as the stores in- 
crease in size. 
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CHART III 

GRAPHIC BEPKESENTATION OF THE AMOUNTS WHICH SELUNQ AND OTHER EXPENSE 

CONSTITUTB OF EACH $100 OF TOTAL OPERATING EXPENSE, FOR STORES OF 

DIFFERENT SIZE AND LOCATION, 1919, 1918, AND 1914, COMBINED 



Mt BUM . Ci^. ^ 

(la 000*i) (IB 000*t) 



ID 110 



•to 

, I 



ISO 



140 



|K> MP 



170 
I 



IW 190 1100 



rvuam 40 




iMmf^) 



40 fe oTsr 




a.ot 



48;oi 



fvi&af»4c 



•«o < 




4p k ovup 




58.6t 



60.10 



40 



•40 'lolBO S 



40 fe ever 




B»90 



leo totuo 




46.4t 



a.» 



•MO 



/hbOot 40 



40 ft ov«r 




ISO 1100 



SeUlng 



CZI 



OthM* 



11 



Chart III shows graphically, for 
the three years 1914, 1918, and 1919, 
combined, the amounts of selling ex- 
pense per $100 of total operating ex- 
pense for 154 stores, classified by size 
and further by the size of the city in 
which located. For stores within a 
given size-group, the amounts of 
selling expense per $100 of total oper- 
ating expense, in every case but one, 
are larger for those in small, than for 
those in large cities. For all the 
stores, irrespective of size, the average 
amount is larger for the stores in the 
large than for those in the small 
cities. This seeming contradiction is 
due to the fact that selling expense 
in relation to total operating expense 
is higher in large than in small stores 
and that in the groups used, there is 
relatively a larger percentage of large 
stores in the large than in the small 
cities. 

Table D, Section I, shows the 
amounts of selling expense per $100 
total operating expense. These 
amounts for the 154 stores for the 

TABLE D 
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three years combined increase as 
stores increase in size. This condition 
holds also for each of the years 1914, 
1918, and 1919. From year to year, 
the amounts of selling expense per 
$100 total operating expense increased 
from $48.86 to $51.06, as shown in 
Chart I. The average amount for the 
three years is $50.09. 

O. — Amounts of Selling Expense per 
$100 Total Expense per Siock 
Turnover, for Stores Classified 
by Size. 

Section II of Table D shows for 
269 stores for 1919, classified by size, 
the average amounts of selling ex- 
pense per $100 total operating ex- 
pense per stock turnover. As the 
stores increase in size, these amounts 
increase for stores with sales less than 
$180,000. For the group of stores 
with sales of $180,000 and over, the 
average is considerably smaller than 
for any of the other groups. This is 
due primarily to the greater rapidity 
with which these stores in this year 
turned their stock. 

H.— Amounts of Selling Expense per 
$W0 Total Expense per $1,000 
Sold for Each FvlUTime Sales- 
Person, for Stores Classified by 
Size. 

Section III of Table D shows the 
amounts of selling expense per $100 
total expense, expressed in terms of 
$1,000 worth of goods sold for a full- 
time sales-person. The records of 146 
stores for the combined years, clas- 
sified by size, are available for study 
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from this point of view. As the stores 
increase in size, the expenditures ex- 
pressed in this unit decrease from a 
maximum of $4.00 to a minimum of 
$2.63. Similar decreases hold for each 
of the three years. 

/. — Amounts of Wages and Salaries, 
of Advertising, and of Other 
Selling Expense per $100 of 
Total Selling Expense, for 
Stores Classified by Years, by 
Size, and by Location. 

Chart lY shovrs graphically for the 
combined and the individual years 



1914, 1918, and 1919, the relations 
which wages and salaries, advertising, 
and other selling expense bear to 
total selling expense. For the com- 
bined years, essentially two-thirds of 
selling expense is attributable to 
wages and salaries paid to salesmen. 
Moreover, this proportion remains 
essentially constant for each of the 
different years. Approximately one- 
fifth of all the selling expenses goes 
for advertising. Between 1914 and 

1918, the proportion for this purpose 
decreased and between 1918 and 

1919, increased. For the combined 



CHART IV 
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years, other selling expenses roughly 
constitute one-eighth of the total. 

Chart V shows graphically for 154 
stores classified by size, for the com- 
bined years 1914, 1918, and 1919, the 
relative proportion of total selling ex- 
pense attributable to wages and sal- 
aries, to advertising, and to other 
selling expense. As the stores in- 



crease in size, the proportions for 
wages and salaries decrease. The pro- 
portions expended for advertising 
and for other selling purposes in- 
crease. 

Chart VI shows graphically the 
amounts of wages and salaries, adver- 
tising, and other selling expense per 
$100 of total selling expense for the 



CHART V 

QRAPHIG REPRESENTATION OF THE AMOUNTS WHICH WAGES AND SALARIES, ADVER- 
TISING, AND OTHER SELLING EXPENSE CONSTITUTE OF EACH $100 OF TOTAL 
SELUNG EXPENSE, FOR STORES OF DIFFERENT SIZE, 1919, 1918, 
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CHART VI 



GREtAPHIO BSSPBESENTATION OF THE AMOUNTS WHICH WAGES AND 8AT4ARTES, ADYEBh 

TESINOy AND OTHSB SELLING EXPENSE CONSTITUTE OF BACH $100 OF TOTAL 

SELLING EXPENSE, FOR STORES OF DIFFERENT SIZE AND LOCATION, 

1919, 1918, AND 1914, COlfBINED 
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TABLE E 
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three years, 1914, 1918, and 1919, 
combined, for 154 stores classified by 
size and further by the size of the 
city in which they are located. The 
proportions of total selling expense 
attributable to wages and salaries for 
all groups of stores, except one, when 
classified by size, are less in stores in 
the small than in those in large cities. 
The proportions of total selling ex- 
pense which are attributable to adver- 
tising are higher for the stores in 
the large cities for each size-group 
except one. The same condition 
characterizes the miscellaneous sell- 
ing expense. For all of the stores in 
the small cities, roughly 71 per cent, 
of the selling expense is paid out in 
the form of wages and salaries, 19 per 
cent, in the form of advertising, and 
10 per cent, as other selling expense. 
In stores in the large cities, the cor- 
responding percentages are 63, 23, 
and 14. 
In Table E, Section I, the amounts 



of wages and salaries, advertising, 
and other selling expenses per $100 
of selling expense are shown, for the 
combined years, for 154 stores, clas- 
sified by size. As the stores increase 
in size, wages and salaries decrease, 
while advertising and other selling 
expense increase. Moreover, this 
condition obtains for each of the 
years. 

J. — Amounts of Wages and Salaries 
a/nd of Advertising per $1€0 
Selling Expense per Stock Turn- 
over, for Stores Classified by 
Size. 

In Section II of Table B the 
amounts of wages and salaries and of 
advertising per $100 of selling ex- 
pense per stock turnover for 1919 are 
shown for 269 stores, classified by size. 
The amounts of both expenses de- 
crease as stores increase in size. The 
direction of change in the amounts of 
wages and salaries, when expressed 
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in this form, agrees with that shown 
for wages and salaries when measured 
in terms of selling expense alone. The 
direction of change for advertising, 
expressed in this unit, is inverse to 
that shown for the amounts in terms 
of selling expense alone. 

K — Amounts of Wages wnd Salaries 
and of Adveriising per $100 of 
Selling Expense per $lflOO Sold 
per FvU-time Sales-person, for 
Stores Classified by Size. 

Table E, Section III, shows the 
amounts of wages and salaries and of 



three years holds for each year treated 
separately. 

3. — ^AMOUNTS OF SELLING EXPENSE AND 
ITS COMPONENTS, WAGES AND SAL- 
ARIES AND ADVERTISING, IN RELA- 
TION TO THE AMOUNTS OP STOCK 
CARRIED. 

The method of classifying the 
stores, the expenses of which are 
summarized in this section, is accord- 
ing to the amounts of inventory 
which they had per $100 of total net 
sales. In view of the fact that each 
of the elements of expense is a func- 
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advertising, expressed per $100 of 
selling expense for each $1,000 sold 
per full-time sales-person, for stores 
classified by size. That is, the amounts 
are reduced to a unit basis of selling 
expense and of salesmen's sales. Ex- 
pressed in this form, both amounts 
decrease as stores increase in size. 
The data refer to the three years 
1914, 1918, and 1919, combined. The 
direction of change shown for the 



tion of the size of the stores, a single 
group, viz,, stores with sales of $40,- 
000 to $80,000, is selected for pur- 
poses of summary. 

A. — Amounts of Selling Expenses per 
$100 Total Net Sales, for Storea 
Classified by Amounts of In- 
ventory per $100 Total Net Sales. 

For a group of stores with annual 
sales of $40,000 to $80,000, as shown 
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in Table F, Section I, the amounts of 
selling expense, of wages and salaries, 
and of advertising, based upon three 
years' experience, increase as the in- 
ventories per $100 total net sales in- 
crease. For other size-groups clas- 
sified by inventories in relation to 
sales, the amounts of total selling ex- 
pense for the combined years increase. 
The amounts of wages and salaries 
and of advertising, however, are un- 
certain as to direction of change. 
When the stores are classified, irre- 
spective of size, but according to the 
amounts of inventories in relation to 
their sales, each element of expense, 
and also the total, decreases with in- 
creasing inventories. Moreover, the 
conditions for the three years gener- 
ally hold for each of the individual 
years. 

£. — Amounts of Selling Expenses per 
$100 Total Net Sales per Stack 
Turnover, for Stores Classified 
by Amounts of Inventory per 
$100 Total Net Sales. 

Table F, Section II, shows for 106 
^stores, having sales of $40,000 to 
:$80,000 in 1919, the amounts of sell- 
ing expense, wages and salaries, and 
advertising, measured in terms of 
$100 sales per stock-turnover. The 
stores are classified by the amounts of 
inventory per $100 total net sales. 
As the inventories increase in size, 
the different expenses also increase. 
That is, they are relatively low in the 
stores with low inventories. This con- 
dition also holds for stores in other 
size-groups and for all stores, irre- 
spective of size. 



C. — Amounts of Selling Expenses per 
$100 Total Net Sales for the 
Amount Sold per $1 of Inven- 
tory, for Stores Classified by 
Amounts of Inventory per $100 
Total Net Sales. 

Table F, Section III, shows for a 
group of stores for the three years 
combined, the amounts of selling ex- 
pense, wages and salaries, and adver- 
tising for stores having sales of $40,- 
000 to $80,000, classified by the 
amounts of their inventories per $100 
total net sales. As the size of the in- 
ventories expressed in this form in- 
creases, the amounts of each of the 
expenditures increase. Moreover, this 
condition holds for the stores in the 
other size-groups and for all stores, 
irrespective of size. It also holds in 
each of the different years. From 
year to year, each of the different ele- 
ments of expense, expressed in this 
form, decreased. 

D. — Amounts of Selling Expense per 
$100 Total Expense, for Stores 
Classified by Amounts of Inven^ 
tory per $100 Total Net Sales. 

Table G, Section I, shows the 
amounts of selling expense per $100 
of total expense for a group of stores 
with sales from $40,000 to $80,000, 
for the three years 1914, 1918, and 
1919, combined, classified by the 
amounts of inventory per $100 total 
net sales. As the size of the inven- 
tories increases, the amounts of sell- 
ing expense decrease, if the group of 
stores having inventories less than 
$20 per $100 total net sales is omitted. 
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A similar condition holds for the 
stores in each of the other size-groups, 
as well as for stores classified by in- 
ventory, but without relation to size, 
^loreover, the condition established 
in this table holds for each of the 
three years 1914, 1918, and 1919. 

E. — Amounts of Wage$ and Salaries 
and of Advertising per $100 
Selling Expense, for Stores 
Classified by Amounts of Inven^ 
tory per $100 Total Net Sales. 

In Table G, Section II, the amounts 
of wages and salaries and advertising 
are shown per $100 selling expense 
for a group of stores, for the three 
years 1914, 1918, and 1919, combined, 
classified by the amounts of inven- 



tories per $100 total net sales. As the 
amounts of inventory in relation to 
sales increase, wages and salaries in- 
crease, while advertising expenditures 
do not show a uniform tendency either 
to increase or to decrease. For other 
groups of stores, classified by size, 
the direction of change in the amounts 
of wages and salaries and of advertis- 
ing is uncertain. For all the stores, 
irrespective of size, the amounts of 
wages and salaries increase, while the 
amounts of advertising tend neither 
to increase nor to decrease as the in- 
ventories in terms of sales increase. 
In each of the different years for both 
elements of expense, the nature of the 
change with increasing inventories is 
uncertain. 
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F. — AmounU of Wages and Salaries 
and of Advertising per $100 of 
Selling Expense per Siock Turn- 
over, for Stores Classified by 
Amounts of Inventory per $100 
Total Net Sales. 

In Table O, Section III, the 
amounts of wages and salaries and of 
advertising per $100 selling expense 
are shown for 106 stores in 1919, clas- 



4. — ^AMOUNTS OF SELLING EXPENSE AND 
ITS COMPONENTS, WAGES AND 
SALARIES, ADVERTISING, AND OTHER 
SELLING EXPENSE, IN RELATION TO 
THE AMOUNTS SOLD PER FULL- 
TIME SALES-PERSON. 

Throughout this part of the Sum- 
mary, a single group of stores having 
sales between $40,000 and $80,000, 
classified by the amounts sold per 
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sified by the amounts of inventories 
per $100 total net sales. As the inven- 
tories in relation to sales increase, 
both wages and salaries and advertis- 
ing, as proportionate parts of selling 
expense, when reduced to a stock 
turnover basis, increase. This condi- 
tion holds for the stores in each of 
the other size-groups, as well as for 
all stores, when classified according 
to inventory in relation to sales, but 
irrespective of size. Data are avail- 
able in this form for 1919 only. 



full-time sales-person, is used. The 
different parts of selling expense and 
the total are expressed in simple and 
composite units, the purpose being to 
reduce the varying conditions in 
these stores to a unit basis. 

A. — Amounts of Selling Expenses per 
$100 of Total Net Sales, for 
Stores Classified by Amounts 
Said per FulUtime Sales-person, 

For a group of stores for the com- 
bined years 1914, 1918, and 1919, 
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with annual sales of $40,000 to $80,- 
000, as shown in Table H, Section I, 
the amounts of selling expense, of 
wages and salaries, and of advertising 
expenditures per $100 total net sales 
decrease as the amounts sold per full- 
time sales-person increase. Moreover, 
this condition holds for the stores in 
each of the different size-groups. 
When the stores are classified by loca- 
tion the amounts of total selling ex- 
pense and of wages and salaries de- 
crease as the amounts sold per full- 
time salesrperson increase. The direc- 
tion of change for advertising is un- 
certain. 

B. — Amounts of Selling Expenses per 
$100 Toial Net Sales per Stock 
Turnover, for Stores Classified 
hy Amounts Sold Per FtM4ime 
Sales-person, 

Table H, Section II, shows for a 
group of stores for 1919, having sales 
of $40,000 to $80,000, the amounts of 
selling expense, of wages and salaries, 
and of advertising per $100 of total 
net sales per stock turnover, for stores 
classified by the amounts sold per 
full-time sales-person. As the amounts 
sold per full-time sales-person in- 
crease, the total selling expense and 
its components, wages and salaries 
and advertising, expressed in this 
unit, decrease. Moreover, this con- 
dition holds for the stores in each of 
the other size-groups, treated in the 
text, as well as for the stores classified 
without respect to size, but accord- 
ing to the sales per sales-person. 
When the stores are classified by loca- 
tion, the amounts of selling expense 



and of wages and salaries decrease. 
The amounts of advertising are un- 
certain as to direction of change. 
How nearly these conditions hold 
when the stores are classified more 
elaborately will be seen by consulting 
the parts of the text having to do 
with these topics. 

C — Amounts of Selling Expenses per 
$100 Total Net Sales for Each 
$1,000 Sold per FuH-time Sales- 
person, for Stores Classified hy 
Amounts Sold per Fvll-time 
Sales-person 

In Table H, Section III, the 
amounts of total selling expense, of 
wages and salaries, and of advertising 
per $100 of total net sales for each 
$1,000 sold per full-time sales-person 
are shown for a group of stores with 
sales of $40,000 to $80,000, for the 
three years combined, when the stores 
are classified by the amounts sold per 
full-time sales-person. When the 
amounts are expressed in this unit, 
the total, as well as the component 
parts, wages and salaries and adver- 
tising, decreases as the sales per full- 
time sales-person increase. This con- 
dition also holds for the stores in each 
of the different size-groups and for 
the total stores, when classified in this 
form, but irrespective of size. More- 
over, in each of the different years, 
each element of selling expense, meas- 
ured in this unit, decreases as the 
sales per full-time sales-person in- 
crease. When the stores are classified 
by location into two city-groups, the 
amounts of each element of expense 
and the total also decrease as the sales 
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per full-time sales-person increase. 
The significance of such decreases 
with increased activities of salesmen 
is brought out more fully in the 
text. It is, however, of interest at 
this point to suggest the savings in 
the different elements of expense 
which accompany the increased activ- 
ities of salesmen. To increase the 
amounts of goods sold per salesman 
is one of the many ways in which 
operating expenses in relation to 
sales may be reduced. 
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D.— Amounts of Selling Expense per 
$100 Total Expense, for Stores 
Classified by Amounts Sold per 
FulUttme Sales-person. 

Table I, Section I, shows the 
amounts of selling expense per $100 
total expense for a group of stores for 
the three years 1914, 1918, and 1919, 
combined, which had sales between 
$40,000 and $80,000 per year. The 
average amounts are shown for these 
stores when classified by the amounts 



sold per full-time sales-person. As 
such amounts increase, selling ex- 
penses, as proportionate parts of total 
expense, decrease. The same condi- 
tion holds for the stores in the other 
size-groups, treated in the text, and 
also for all the stores when they are 
classified in this form, but without 
respect to size. In each of the differ- 
ent years, 1914, 1918, and 1919, 
moreover, the amounts of selling ex- 
pense as proportionate parts of total 
expense decrease with increasing sales 
per full-time sales-person. 

E. — Amounts of Selling Expense per 
$100 Total Expense per Stock 
Turnover, for Stores Classified by 
Amounts Sold per FtUl-time 
Sales-person. 

Section II of Table I shows the 
amounts of selling expense per $100 
of total operating expense reduced to 
a per turn basis. The stores included 
are those having sales of $40,000 to 
$80,000, and the basis of classification 
is the amount sold per full-time sales- 
person. As the amounts increase, 
selling expense expressed in this man- 
ner decreases. This condition holds 
for the stores in the other size-groups 
and also for the stores as a whole, 
classified in this form, but irrespective 
of size. 

F. — Am^mnts of Selling Expense per 
$100 Total Expense per $1,000 
Sold for Each Full-Time Sales- 
person, for Stores Classified by 
Amounts Sold per FuU-tim^ 
Sales-person. 

Table I, Section III, shows the 
amounts of selling expense for $100 
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total expense for each $1,000 sold per 
full-time sales-person. The details 
apply to a group of stores having 
sales of $40,000 to $80,000, when clas- 
sified according to the amounts sold 
per full-time sales-person. As these 
amounts increase, selling expenses ex- 
pressed in this form decrease. The 
table refers to a single size-group for 
the three years combined. In each 
of the other size-groups and for all 
the stores in the combined and in the 
individual years, however, the same 
condition holds. Moreover, from 
years to year, the amounts decreased. 
Certain modifications of these conclu- 
sions must be made for stores, when 
they are classified not only by size, 
but also by location. These are 
pointed out in the body of the text. 



O, — Amounts of Wages and Salaries 
and of Advertising per $100 
Selling Expense, for Stores Clas- 
sified by Amounts Sold per FuU- 
time Sides-person. 

Table J, Section I, shows for the 
combined years 1914, 1918, and 1919, 
the amounts of wages and sala- 
ries and of advertising per $100 of 
selling expense for a group of stores 
with sales of $40,000 to $80,000. The 
basis of classifying the stores is the 
amount sold per full-time sales-per- 
son. As the sales per sales-person in- 
crease, the amounts of wages and sal- 
aries decrease and the amounts of 
advertising increase. For the stores 
in the other size-groups, the same con- 
dition obtains for wages and salaries. 
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while the direction of change is un- 
certain for the amounts of advertis- 
ing. When all the stores are classified 
in the form shown in the table, the 
amounts of wages and salaries de- 
crease, and the amounts of advertis- 
ing increase. These generalizations 
are based upon the averages for three 
years. In a general way, however, 
the condition shown in the table for 
the combined years also holds in the 
different years. When the stores are 
classified by location, it is impossible 
to generalize as to the direction of 
change in the amounts. The reader is 
advised to consult the text treatment 
of this matter both for the actual 
amounts and for the nature of the 
change with increasing amounts sold 
per full-time sales-person. 

JJ. — Amounts of Wages and Salaries 
and Advertising per $100 Selling 
Expense per Stock Turnover, for 
Stores Classified by Amounts 
Sold per FuU-time Sales-person, 

Table J, Section II, shows for the 
year 1919 the amounts of wages and 
salaries and of advertising per $100 
selling expense per stock turnover for 
a group of stores which had sales from 
$40,000 to $80,000. The averages 
apply to stores classified according to 
the sales per full-time sales-person. 
As such sales increase, wages and sal- 
aries expressed in this unit decrease, 
while the direction of change for ad- 
vertising expenditures is uncertain. 
For each of the other size-groups, as 
well as for all of the stores, the same 
conditions obtain. It is well, in this 
connection, to consult the detailed 



text treatment for the amounts as well 
as the nature of the change under dif- 
ferent conditions of store operation. 

/. — Amounts of Wages and Salaries 
and Advertising per $100 Selling 
Expense for Each $1,000 Said 
per FuU'time Sales-person, for 
Stores Classified by the Amounts 
Sold per Full-time Sales-person. 

In Table J, Section III, the 
amounts of wages and salaries and 
advertising are shown per $100 of sell- 
ing expense for $1,000 sold per full- 
time sales-person. By expressing the 
amounts in this form, the different 
conditions of store operation are re- 
duced to a unit basis. For the groups 
of stores under consideration, as the 
amounts sold per full-time sales-per- 
son increase, the expenditures for 
wages and salaries and for advertis- 
ing decrease. Moreover, this condition 
holds for the stores in the other size- 
groups as well as for the stores as a 
whole, when classified by the amounts 
sold per person. The condition shown 
in the table for the combined years 
also holds in each of the individual 
years. From year to year, the 
amounts of both expenditures de- 
creased. For the direction of change 
in the amounts for the stores when 
classified by location, the reader is 
referred to the text treatment. 

5. — ^AMOUNTS OF SELLING EXPENSE AND 
ITS COMPONENTS, WAGES AND SAL- 
ABIES AND ADVERTISING, IN BELA- 
TION TO EXPENDITURES FOB BENT. 

The method of classifying the 
stores, the expenditures of which are 
here summarized is according to the 
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expenditures for rent per 100 square 
feet of floor space in 1919. In view of 
the fact that the different elements of 
expense are controlled in part by store 
location and by the amount of floor 
space utilized, it is thought worth- 
while to summarize briefly the part of 
the discussion which relates to this 
topic. While it is impossible ade- 
quately to deal with this subject in a 
summary, certain general conclusions 
of the treatment may be summarized 
for a single group of stores. For this 
purpose, 113 stores having sales of 
$40,000 to $80,000 in 1919 are used. 

A, — Amounts of Selling Expensed per 
$100 of Total Net Sales, for 
Stores Classified by Amounts of 
Bent Paid per 100 Square Feet 
of Floor Space. 



In Table E, Section I, the amounts 
of total selling expense and of wages 
and salaries per $100 total net sales 
are shown for 113 stores having sales 
of $40,000 to $80,000 when the same 
are classified by the rental expendi- 
tures per 100 square feet of floor space. 
As the rents, expressed in this form, 
increase, total selling expense and 
wages and salaries in relation to sales 
increase. Moreover, this condition, so 
far as the total selling expense is con- 
cerned, also holds for the stores in 
the other size-groups. The direction 
of change for wages and salaries for 
the other groups is uncertain. For all 
the stores, irrespective of size, the 
amounts of wages and salaries tend to 
increase, while those of total selling 
expense are uncertain as to direction 
of change. When the stores are clas- 
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fiified by location, and by rental pay- 
ments per 100 square feet of floor 
space, the amounts of total selling 
expense and of wages and salaries in- 
crease as rental payments per 100 
square feet of floor space increase. 

B. — Amounts of Selling Expenses per 
$100 Total Net Sales, for the 
Amount Sold per Square Foot of 
Floor Space for Stores Classified 
by Amounts of Rent Paid per 100 
Square Feet of Floor Space. 

Table E, Section II, shows for 113 
stores in 1919 the amounts of selling 
expense and of wages and salaries per 
$100 total net sales for the amount 
sold per square foot of floor space. 
By expressing the expenditures in this 
form, the different elements of store 
operation named in the table are re- 
duced to a unit basis. The stores are 
classified according to the rentals per 
square foot of floor space. As the 
amounts expended for this purpose 
increase, both selling expense and 
wages and salaries decrease. Such a 
condition holds also for the stores in 
the other size-groups and for all the 
stores, irrespective of size, when clas- 
sified in this form. 

C. — Amounts of Wages and Salaries 
per $100 Selling Expense, for 
Stares Classified by Amounts of 
Rent Paid per 100 Square Feet 
of Floor Space. 

In Table K, Section III, the 
amounts of wages and salaries per 
$100 selling expense are shown for a 
group of stores, having sales of $40,- 
000 to $80,000 in 1919, when they are 



classified by the rental payments per 
100 square feet of floor space. As the 
rental payments increase, wages and 
salaries decrease. Moreover, this con- 
dition obtains for the stores in each 
of the other size-groups and for all 
stores classified in this form but with- 
out respect to size. 

D. — Amounts of Wages and Salaries 
per $100 Selling Expense for the 
Amount Sold per Square Foot of 
Floor Space, for Stores Classified 
by Amounts of Rent Paid per 
100 Square Feet of Floor Space. 

In Section IV, of Table K, the 
amounts of wages and salaries per 
$100 selling expense for the amounts 
sold per square foot of floor space 
are shown for 1919 for 113 stores 
classified by rental payments per 100 
square feet of floor space. For pur- 
poses of summary, the stores having 
sales of $40,000 to $80,000 are used. 
One result of increasing rental pay- 
ments is a saving in the amount of 
floor space utilized. Accordingly, 
when wages and salaries are ex- 
pressed in relation to selling expense 
and the amount sold per square foot 
of floor space, they decrease as the 
rentals paid per 100 square feet of 
floor space increase. For other groups 
of stores, a similar condition obtains. 

6. — AMOUNTS OP SELLING EXPENSE AND 
ITS COMPONENTS, WAGES AND SAL- 
ARIES AND ADVERTISING, IN RELA- 
TION TO THE AMOUNTS OP PIXTURE 
INVESTMENTS PER $100 OP TOTAL 
NET SALES. 

One section of the text is devoted to 
an analysis of the amounts of selling 
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expense in stores with different fix- 
ture investments in relation to sales. 
It is the purpose of the summary and 
of Table L to indicate in brief the 
amounts of the different elements of 
expenditures for stores classified by 
the relation of their fixture account 
to sales, and to indicate the tendency, 
if any, for these amounts to increase 
or to decrease under different condi- 
tions of store operation. 

A, — Amounts of Selling Expenses per 
$100 of Total Net Sales, for 
Stores Classified by Amounts In- 
vested in Fixtures per $100 of 
Total Net Sales. 

Table L, Section I, shows for the 
three years combined the amounts of 
selling expense, wages and salaries, 
and advertising per $100 total net 
sales for a group of stores with sales 



of $40,000 to $80,000, classified by 
the amount invested in fixtures per 
$100 of total net sales. As the 
amounts invested in this form in- 
crease, total selling expense, wages 
and salaries, and advertising expen- 
ditures likewise increase. For the 
stores in each of the other size-groups 
and for all the stores, classified irre- 
spective of size, a similar condition 
obtains. Moreover, increases in each 
of the different elements of expense 
are encountered in each of the years 
for stores classified in this form. 

B. — Am^ounts of Selling Expense per 
$100 Total Expense, for Stores 
Classified iy Amounts Invested 
in Fixtures per $100 Total Net 
Sales. 

Table L, Section II, shows the 
amounts of selling expense per $100 
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total operating expense for a group of 
stores during the three years 1914, 
1918, and 1919, combined, which had 
sales of $40,000 to $80,000, when the 
stores are classified by the amounts 
invested in fixtures per $100 total net 
sales. As these amounts increase, 
selling expense as a proportionate 
part of total operating expense in- 
creases. For the stores in the other 
size-groups, and for the stores when 
classified in this form but irrespective 
of size, however, the direction of 
change in the amounts is uncertain. 
Moreover, in each of the individual 
years there seems to be no unmistak- 
able tendency for the amounts to in- 
crease or to decrease. 

C. — Amounts of Wages and Salaries 
a^d of Advertising per $100 
Selling Expense, for Stores Clas- 
sified iy Amounts Invested in 
Fixtures per $100 Total Net 
Sales. 

In Section III of Table L, the 
amounts of wages and salaries and 
of advertising per $100 of selling ex- 
pense for a group of stores for the 
three years 1914, 1918, and 1919, 
combined, are shown when the stores 
are classified by the amount of fixture 
investment per $100 total. net sales. 
As the amounts of fixture investment 
per $100 total net sales increase, there 
seems to be no certain tendency for 
wages and salaries and advertising 
either to increase or to decrease. It is 
to be noted that this condition is 
true also for the stores in each of the 
other size-groups. 



7. — ^AMOUNTS OF SELLING EXPENSE AND 
ITS OOMPONENTB, WAGES AND SAL- 
ARIES AND ADVERTISING, IN RELA- 
TION TO INVESTMENTS IN FIXTURES 
PER 100 SQUARE FEET OF FLOOR 
SPACE. 

Two methods of classifying the 
stores in relation to investments in 
fixtures are used. In Table L the 
amounts are stated in relation to sales 
while in Table M they are given in 
terms of floor space. 

A, — Amounts of Selling Expenses per 
$100 Total Net Sales, for Stores 
Classified by Amounts Invested 
in Fixtures per 100 Square Feet 
of Floor Space. 

Table M, Section I, shows for 1919 
the amounts of total selling expense 
and wages and salaries per $100 total 
net sales for 113 stores, classified by 
the amounts invested in fixtures per 
100 square feet of floor space. As the 
amounts so invested increase, both 
selling expense and wages and salaries 
per $100 total net sales increase. 
This condition, moreover, holds for 
the stores in other size-groups and for 
all the stores, irrespective of size, 
when they are classified by the fix- 
ture investment in relation to floor 
space. 

B. — Amounts of Selling Expenses per 
$100 Total Net Sales for the 
Amount Sold per Square Foot of 
Floor Space, far Stores Classified 
by Amounts Invested in Fixtures 
per 100 Square Feet of Floor 
Space. 

Table M, Section II, shows the 
amounts of selling expense and of 
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wages and salaries per $100 total net 
sales for the amount sold per square 
foot of floor space. The amounts re- 
fer to 113 stores with sales of $40,000 
to $80,000 in 1919, classified by the 
fixture investment per 100 sqnare feet 
of floor space. As the investments 
measured in this way increase, there 
seems to be a general tendency for 
the amounts of selling expense to in- 
crease. Such a condition holds also 
for the stores in the other size-groups 
and for all the stores, irrespective of 
size, when classified in this manner. 
The direction of change in the 
amounts of wages and salaries for the 
group of stores included in the table 
is uncertain. For other groups and 
for the total, the general tendency is 
for the amounts to decrease as the 
fixture investments increase. Certain 



exceptions to this tendency, however, 
occur, and it is impossible to sum- 
marize them in a brief statement. 

C. — Amounts of Wages and Salaries 
per $100 of Setting Expense, for 
Stores Classified by Amounts In- 
vested in Fixtures per 100 Square 
Feet of Floor Space. 

Table M, Section III, shows the 
amounts of wages and salaries per 
$100 of selling expense in 1919 for 
113 stores with sales of $40,000 to 
$80,000, when the same are classified 
by the amount of fixture investments 
per 100 square feet of floor space. As 
the investments measured in this 
manner increase, wages and salaries 
per $100 selling expense also increase. 
That is, under the conditions named, 
wages and salaries constitute an in- 
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creasingly larger proportion of the 
total selling expense. How nearly 
this condition obtains for stores in 
the other size-groups and for the total, 
irrespective of size, may be seen by 
consulting the text treatment and the 
tables concerned. 

P. — Amounts of Wages and Salaries 
per $100 SelUng Expense for the 
Amount Sold per Square Foot of 
Floor Space, for Stores Classified 
by Am/nints Invested in Fixtures 
per 100 Square Feet of Floor 
Space. 

Table M, Section IV, shows the 
amounts of wages and salaries per 
$100 of selling expense reduced to a 
unit basis for the amount sold per 
square foot of floor space. The stores 
are those having sales of $40,000 to 
$80,000. They are classified accord- 
ing to their fixture investments in re- 
lation to fioor space. As these invest- 
ments increase, wages and salaries, 
measured in this form, decrease, if 
the stores having investments of $120 
and over per 100 square feet of fioor 
space are excepted. For the stores in 
the other size-groups, the amounts of 
wages and salaries under the condi- 
tions established in the table also tend 
to decrease. 

8. — AMOUNTS OP SELLING EXPENSE 
AND ITS COMPONENTS, WAGES AND 
SALARIES AND ADVERTISING, IN RE- 
LATION TO EXPENDITURES FOR AD- 
VERTISING PER $100 TOTAL NET 
SALES. 

In Table N the amounts of expenses, 
expressed in terms of sales, of total 



expense, and of selling expense, are 
shown in simple and complex units 
for stores with sales of $40,000 to 
$80,000, and with different expendi- 
tures for advertising in relation to 
sales. The purpose of the text treat- 
ment of this topic is to determine, if 
possible, the effect which different 
amounts of advertising have upon 
selling expense. It is impossible 
briefiy to summarize all the conclu- 
sions in the text or to duplicate all 
the different ratios. Reference should 
be made to the text treatment under 
various classifications of stores. 

A. — Am/mnts of Selling Expenses per 
$100 Total Net Sales, far Stores 
Classified by Amounts of Adver- 
tising Expenditure per $100 
Total Net Sales. 

Table N, Section I, shows for 1919 
the amounts of selling expense and of 
wages and salaries per $100 of total 
net sales for 106 stores, classified by 
the amounts of advertising in relation 
to sales. As the amounts increase, 
selling expense and wages and sal- 
aries also increase. For purposes of 
summary, a group of stores with sales 
of $40,000 to $80,000 has been 
selected. To have ignored store size 
in this connection, in view of the fact 
that the amounts of advertising per 
$100 total net sales increase with store 
size, would have made such a compar- 
ison meaningless. Similar increases 
bold for the stores in each of the 
other size-groups. When the stores 
are classified by location, it is difficult 
to generalize as to the direction of 
change or briefiy to indicate the 
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actual expenditures. The reader is 
advised to consult the text for a more 
elaborate treatment of the subject 
and the conclusions to which it has 
led. 

B. — Amounts of Selling Expenses per 
$100 Total Net Sales per Stock 
Turnover, for Stores Classified 
by Amounts of Advertising Ex- 
penditure per $100 Total Net 
Sales. 

In Section II of Table N the 
amounts of selling expense and of 
wages and salaries per stock turnover 
are shown for 106 stores in 1919, 
having sales of $40,000 to $80,000, 
when the same are classified by the 
amounts expended for advertising per 
$100 total net sales. As these amounts 
increase, the total selling expense and 
the wages and salaries also increase. 
Similar increases characterize the 
stores in the other size-groups. The 



expenditures are reduced to a unit 
turnover basis, thus making more 
directly comparable the operating 
conditions of the different stores. 

C. — Am^mnts of Selling Expense per 
$100 Total Expense, for Stores 
Classified iy Amounts of Adver- 
tising Expenditure per $100 
Total Nei Sales. 

In Section III of Table N the 
amounts of selling expense per $100 
total operating expense are shown for 
106 stores in 1919, with sales of $40,- 
000 to $80,000, classified by the 
amounts of advertising per $100 total 
net sales. As these amounts increase, 
selling expense becomes a proportion- 
ately larger percentage of total oper- 
ating expense. For other groups of 
stores, when classified by size, and for 
the total stores, note that the direc- 
tion of change in these amounts is 
uncertain. 
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D. — Amounts of Selling Expense per 
$100 Total Expense per Stock 
Ttirnover, for Stores Classified 
hy Amounts of Advertising Ex- 
penditure per $100 of Total Net 
Sales. 

In Table N, Section IV, the amounts 
of selling expense per $100 total 
operating expense, ^hen reduced to 
a stock turnover basis are shown for 
106 stores in 1919, with sales of $40,- 
000 to $80,000, when the same are 
classified by the amount of advertis- 
ing per $100 total net sales. As the 
amounts spent for this purpose in- 
crease, the expenditures for selling 
also increase. For the stores in the 
other size-groups, the direction of 
change is uncertain in some respects. 
The nature of the differences may be 
seen by consulting the tables in the 
text proper. For the amounts for 
stores classified by location, the reader 
is also advised to consult the text. 

E. — Amounts of Wages wnd Salaries 
per $100 Selling Expense, for 
Stores Classified hy Anhounts of 
Advertising Expenditure por 
$100 Total Net Sales. 

In Section V of Table N, the 
amounts of wages and salaries per 
$100 selling expense are shown for 
106 stores having sales of $40,000 to 
$80,000 in 1919, when they are clas- 
sified by the amounts expended for 
advertising per $100 total net sales. 
As the amounts expended for this 
purpose increase, wages and salaries 
become proportionately smaller parts 
of selling expense. This condition, 



moreover, holds for the stores in eaeh 
of the different size-groups and also 
for the stores as a whole, irrespective 
of size, classified according to adver- 
tising expenditures per $100 total net 
sales. 

F, — Am^ounts of Wages and Salaries 
per $100 Selling Expense per 
Stock Turnover, for Stores Clas- 
sified by Amounts of Advertising 
Expenditure per $100 Total Net 
Sales. 

Table N, Section VI, shows the 
amounts of wages and salaries per 
$100 selling expense reduced to a per- 
stock turnover basis. The averages 
refer to 106 stores in 1919, having 
sales of $40,000 to $80,000 and clas- 
sified by the expenditures for adver- 
tising in relation to sales. As the 
amounts spent for this purpose in- 
crease, wages and salaries, measured 
in this unit, decrease. This condition 
holds for the stores in each of the 
other size-groups and for all of the 
stores classified in this manner but 
irrespective of size. 

9. — ^AMOUNTS OF SELLING EXPENSE AND 
ITS COMPONENTS, WAGES AND SAL- 
ABIES AND ADVEBTISING, FOR STORES 
CLASSIFIED BY EXPENDirURES FOR 
ADVERTISING, BY METHODS OF PAY- 
ING SALESMEN, AND BY RELATIVE 
RATES OF PROFIT PER $100 TOTAL 
NET SALES. 

In the body of the text special at- 
tention is given to the effect which 
expenditures for advertising per $100 
total net sales in 1914 and 1918 had 
upon sales and selling expense in sub- 
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sequent years. The details resulting 
from this analysis are contained in 
Tables 112 to 114, inclusive. While 
it is impossible to summarize them 
briefly, it is concluded that the expen- 
ditures for advertising offer a means 
by which selling expenses may be re- 
duced. Obviously, there are limita- 
tions beyond which this is not true, 
and it is not claimed that the analysis 
shows conclusively a causal connec- 
tion between the two factors. It is 
interesting to find, however, that, 
generally speaking, the larger the ex- 
penditures for advertising in relation 
to sales, the greater is the reduction 
in expenses in relation to sales. 

In Tables 67 to 74 and 176 to 183, 
inclusive, of the text, stores are clas- 
sified according to the method by 
which salesmen are compensated. 
The purpose of these tables is to de- 
termine the relationship, if any, be- 
tween the amounts of selling expense 
and the methods by which salesmen 
are compensated. Oenerally speak- 
ing, two conclusions result from this 
analysis: First, when all the evidence 
is considered, stores which pay their 
salesmen a bonus show higher total 
selling expense and wages and sal- 
aries than do those which pay no 
bonus. Second, stores in which 
salesmen are paid on a salary and 



commission basis have, on the whole, 
lower total selling expense and wages 
and salaries than do those which use 
straight salaries alone. The reader 
is advised to considt the tables and 
the discussion relating to them for a 
fuller statement of the evidence to 
the above effect. 

In the final section of the text, 
stores are classified according to the 
relative rates of profit per $100 total 
net sales which they had in 1919. For 
the stores classified in this form, the 
amounts of selling expense, of total 
operating expense, of gross margin^ 
and of cost of merchandise sold have 
been determined. Oenerally speak- 
ing, the conclusion which is reached is 
as follows: The greater the relative 
rate of profit, the smaller the cost of 
merchandise sold, the total operating 
expense and the selling expense, and 
the larger the gross margin. 

In the introductory paragraph a 
plea is made for the reader not to 
content himself with a hasty perusal 
of the Summary. Care has been taken 
throughout the entire analysis faith- 
fully to present the facts as shown by 
store records and the Bureau is 
anxious that the case, as presented 
in full, should be understood by those 
who are interested in the results. 
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III. SELLING EXPENSE AND EXPENSE RATIOS IN CLOTHINa 

STORES 



The questionnaire used by the 
Bureau of Business Research in co- 
operation with the National Associa- 
tion of Retail Clothiers in the study 
of Cosis, Merctiandising Practices, 
Advertising and Sales in the Retail 
Distribution of Clothing* provided 
for expenses to be reported under 
four headings: rent, wages and sal- 
aries, advertising, and general ex- 
pense. These different elements of 
expense have been fully analyzed in 
the Bureau's study referred to above. 
It is unnecessary here to describe 
either the method employed or the 
results obtained. 

Partly as a necessary step in the 
analysis of expenditures under the 
above headings and partly as an edit- 
ing process preliminary to analysis, 
the expenses reported were dis- 
tributed according to a classification 
in which selling expense plays an im- 
portant part. It is with the analysis 
of expenditures classified in this form 
that this study deals. 

''Selling expense," as used herein, 
includes the wages and salaries of 
salesmen and such part — ^as nearly 
as could be determined — of the sal- 
aries of proprietors who gave part 
of their time to selling, as should 
properly be so charged. It also in- 
cludes expenditures for bushelling, 
for wrappings and containers, for de- 
livery expense, and all expenditures 
for advertising, including the salaries 

♦ Prentice-HaU, Inc., New York City. 



of employees such as window trim- 
mers and advertising men. 

Such portions of selling expense as 
are separately discussed below are 
fully defined. For present purposes, 
the above definition will sufiSce to in- 
dicate what is meant by ''selling ex- 



pense. 
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1. — SELLING EXPENSE FOB CLOTHINQ 
OTOBES CLASSIFIED BY YEABS, BY 
SIZE, AND BY LOCATION. 

For each of the years 1919, 1918, 
and 1914, the records of 154 stores 
are available for study, while for 1919 
alone, use is made of the records of 
303 stores. The experience of this 
larger group is treated separately, in- 
asmuch as it is desirable in the 
analysis to have as complete a 
sampling of stores as possible. 

The method of presenting the data 
is similar to that followed in the 
Bureau's study of Costs, Merchandis- 
ing Practices, Advertising and Sales 
in the Retail Distribution of Clothing, 
expense items being expressed in 
units of sales, total expense, or other- 
wise as the case may be. 

A. — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net Sales 
and per $100 of Total Expense, 
1919, 1918, and 1914. 

The average amounts of selling ex- 
pense in terms of sales for the 154 
stores under consideration for the 
years 1919, 1918, and 1914 are set 



34 



TABLE 1 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 
OP TOTAL NET SALES, FOB 154 IDENTICAL STORES, 1919, 1918, AND 1914 
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8,188,087 
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out in Table 1. In 1914, $11.48 out 
of every $100 of total net sales was 
exi>ended for selling purposes. In 

1918, the amount was $10.94, and in 

1919, $10.44. That is, between 1914 
and 1918, and 1914 and 1919, selling 
expense in terms of total net sales de- 
creased, the percentage of change be- 
tween 1914 and 1918 being 4.7, and 
between 1914 and 1919, 9.1. 

These amounts and percentages of 
change characterize identical stores. 
During the period in question, both 



Average #10*88 

the sales and selling expense of the 
stores increased. Sales, however, in- 
creased more rapidly than selling 
expense with the result that selling 
expense in terms of sales decreased. 
These relationships are shown in 
Table 2. 

It is also of interest for the 154 
stores to compare the relations of the 
selling expense to the total expense 
of doing business. In 1914 the pro- 
portion of total expense attributable 
to selling, as defined above, was $48.86. 



TABLE 2 

AVSBAGB AMOUNT AND PEB CENT. INCREASE OB DECREASE OF TOTAL NET SALES AND 

SELLING EXPENSE PEB STORE, AND AVERAGE AMOUNT OF SELLING 

EXPENSE PEB $100 OF TOTAL NET SALES, FOB 154 IDENTICAL 

STOBES, 1919, 1918, AND 1914 
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By 1918 this amount had increased 
to $49.63, and by 1919 to $51.06. 
Stated in another way, essentially 
$50 out of every $100 of total expense 
is attributable to selling. 

Table 3 shows that the average 
total expense of these stores increased 
between 1914 and 1918 by 49.6 per 
cent, and between 1914 and 1919 by 
97.1 per cent. At the same time, their 
selling expense increased between 
1914 and 1918 by 51.9 per cent, and 
between 1914 and 1919 by 106.0 per 
cent. When selling expense is ex- 



the stores are classified by size. Table 
4 shows the relation between selling 
expense and total net sales, and Table 
5, the relation between selling ex- 
pense and total expense for the 154 
stores classified by size. The amounts 
of selling expense per $100 of total 
net sales decreased between 1914 and 
1918, and between 1918 and 1919 for 
each group of stores; the decrease 
being most noticeable for stores with 
sales less than $40,000 and for those 
with sales between $40,000 and 
$80,000. 



TABLE 3 

AVEftAfiB AMOTTNT AND FEB CENT. INCBEASB OB DECREASE OF TOTAL EOP&NBB AND 

OF SBLLINO EXPENSE PER STORE, AND AMOUNT OF SELLING EXPENSE 

PER $100 OF TOTAL EXPENSE, FOR 154 mENTlCAL STORES, 

1919, 1918, AND 1914 




pressed as a proportion of total ex- 
pense, it is found that there was an 
increase of 1.6 per cent, between 1914 
and 1918 and of 4.5 per cent, between 
1914 and 1919. 

B. — Yearly AnwunU of Selling Ex- 
pense per $100 of Total Net 
Sales and Per $100 of Total Ex- 
pense, for Stores in 1919, 1918, 
and 1914, Classified hy Size. 

What is true for the 154 stores 
treated as a total is also true when 



The direction of change from year 
to year in the relation of selling ex- 
pense to total expense, when the stores 
are classified by size, is not so evident. 
For the stores with annual sales less 
than $80,000, the amounts decreased 
between 1914 and 1918, and 1918 and 
1919, while for those with sales of 
$80,000 and over there is an uncer- 
tainty as to direction, the average 
amount in 1918 being lower than the 
amount in either 1914 or 1919, for the 
group with sales of $80,000 to $180,- 
000, and higher than the amounts for 
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TABLE 4 

*OTAL NET SAUSS, &ELIASQ EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 
OF TOTAL NET SALES, FOB 154 IDENTICAL STORES CLASSIFIED 

BY SIZE, 1919, 1918, AND 1914 
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these years for the stores with sales 
of $180,000 and over. 
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Yearly Amounts of Selling Ex- 
pense per $100 of Total Net Sales 
and per $100 of Total Expense, 
for Stores in 1919, 1918, and 



1914, Classified by Size of City in 
Which Located,* 

It is of interest to compare the 
relations of selling expense to sales 
and to total expense, from year to 

* Population figured are for 1920. 
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TABLE 5 

TOTAL EXPENSE, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PEB $100 OF 

TOTAL EXPENSE, FOB 154 IDENTICAL STOBES CLASSIFIED 
BY SIZE, 1919, 1918, AND 1914 
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year, for all the stores, when they are 
classified by the size of the city in 
which they are located. Such com- 
parisons are shown in Tables 6 to 9, 
inclusive. 
One hundred and fifteen of the 154 



stores are located in cities. with popu- 
lation of less than 40,000. Between 
1914 and 1918 the sales of these stores 
increased by 49.4 per cent, and be- 
tween 1914 and 1919, by 109.4 per 
cent. Corresponding to these in- 
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creases in sales, were increases of 
40.8 per cent and 85.4 per cent., re- 
spectively, in selling expense. When 
the amonnts of selling expense are 
expressed in terms of total net sales, 
they are fonnd to have decreased be- 
tween 1914 and 1918 by 5.8 per cent, 
and between 1914 and 1919 by 11.5 
per cent. 

The percentages of increase in sales 
were noticeably larger between 1914 
and 1918, and between 1918 and 1919 
for the 39 stores located in cities with 
population of 40,000 and over than 
for those in the small cities. The per- 
centages of increase in selling ex- 
pense, however, were also larger, the 
result being that the percentages of 
decrease in selling expense per $100 
of total net sales were smaller for the 
stores in the large cities than for 
those in the small cities for both 1918 
and 1919 when compared with 1914. 



Relatively, therefore, the advantage 
in the increase in sales accruing to 
the stores in the large, over those 
located in the small cities, is more 
than compensated for by the increase 
in selling expense. 

When selling expense is ^expressed 
in relation to total expense for these 
same stores, as in Table 7, a somewhat 
different story is told. For the 115 
stores in the small cities the percent- 
age of increase in the amount of sell- 
ing expense, as between 1914 and 
1918, was almost precisely the same 
as that in total expense, while be- 
tween 1914 and 1919 it exceeded that 
in total operating expense. When 
the amounts of selling expense are 
expressed in relation to total expense, 
the result is that between 1914 and 
1918 the amount decreased by 0.1 per 
cent, and between 1914 and 1919 in- 
creased by 3.6 per cent. 
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Similar, but larger, percentages of 
increase in total and in selling ex- 
penses were experienced for the 39 
stores located in the large cities. Be- 
tween 1914 and 1918, the total oper- 
ating expense increased 57.0 per cent, 
and the total selling expense, 61.3 per 
cent. Between 1914 and 1919 the 
same expenses increased, respectively, 
112.7 and 123.2 per cent. The result 



cities, when expressed in terms of 
sales, decreasing more, and when ex- 
pressed in terms of total expense, in- 
creasing less than the amounts for the 
stores in the large cities. 

The relations of the amounts of 
selling expense to total net sales and 
to total operating expense, respec- 
tively, for the 154 stores classified by 
the size of the city in which they are 
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RELATION OF SEUiINO EXPENSE TO TOTAL EXPENSE, FOR 154 mENTICAL STORES 

CLASSIFIED BY SIZE OF CITY, 1919, 1918, AND 1914 
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of these increases is that selling ex- 
pense, measured in terms of total 
operating expense, increased 2.8 per 
cent, between 1914 and 1918, and 4.9 
per cent, between 1914 and 1919. 

When Tables 6 and 7 are compared, 
it is of interest to observe for both 
groups of stores that the amounts of 
selling expense in terms of sales 
relatively decreased, and in terms of 
total expense relatively increased, the 
amounts for the stores in the small 



located, are graphically shown for 
each of the years in Tables 8 and 9. 
In Table 8 the amounts are expressed 
in terms of total net sales. While for 
the three years combined, the average 
amount of selling expense for each 
$100 of sales is $10.82 for the entire 
group of stores, the amount is $9.40 
for the stores in the small cities, and 
$12.17 for those in the large cities. 
That is, the amount for the stores in 
the small cities is 86.9 per cent, while 
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that for the stores located in the large 
cities is 112.5 per cent, of the average 
for the entire group. From 1914 to 
1919 the amounts for the stores in 
both city-groups decreased, the extent 
of the change being relatively larger 



increased from 1914 to 1918, and 1914 
to 1919. The changes, however, are 
small, the amounts for the stores dif- 
ferently located very closely approxi- 
mating the average for the entire 
group. 



TABLE 8 

TOTAL NBT SALES, SBLLINO EXPENSE, AND AMOUNT OF SELLING EXPENSE FEB $100 
OF TOTAL NET SALES, FOB 154 n>ENTICAL 8T0BES CLASSIFIED 

BY SIZE OF cmr, 1919, 1918, and 1914 
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for the stores in cities with popula- 
tion under 40,000. It is to be noted 
that, absolutely, the differences are 
almost identical. 

When selling expense is expressed 
in terms of total operating expense, 
the amounts for stores in the two 
city-groups, with one slight exception, 



D, — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net 
Sales and per $100 of Total Ex- 
pense, for Stores Classified by 
Size and by Size of City in 
Which Located,"^ 1919, 1918, and 
1914, 
* Population figures are for 1920. 
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TABLE 9 

TOTAL EXPENSE, 8ELUN0 EXPENSE, AND AMOUNT OF SELLING EiXPENSE 
OF TOTAL EXPENSE, FOB 154 IDENTICAL STOBES GLASSIFIBD 
BY SIZE OF aTY, 1919, 1918, AND 1914 
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Two groups of Stores are available 
for the study of the relation of selling 
expense to sales for stores of different 
size. The first — 303 stores— covers 
the year 1919 alone ; the second — 154 
stores— applies to each of the years 
1919, 1918, and 1914. In 1919, based 
upon the records of 303 stores, with 
total sales of $36,193,718 and selling 
expense of $3,595,401, the ratio of 
selling expense to sales is $9.93. In 
other words, it costs $9.93 in selling 
expense, as defined, to sell $100 worth 
of goods. This amount, however, 



varies noticeably for stores of difFer- 
ent size. For tlie 45 stores with an- 
nual sales of less than $40,000 the 
amount is $6.46 and for the 43 stores 
with sales of $180,000 and over, it is 
$11.45. These amounts, respectively, 
apply to stores with the smallest and 
the largest annual sales. An inspec- 
tion of the total section of Table 10 
reveals the unmistakable tendency for 
the ratios of selling expense to total 
net sales to increase as the stores in- 
crease in size. This table, however, 
refers solely to 1919. When another 
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group of stores is considered for the 
same year, as in Table 12, a like con- 
dition is observed. The amount of 
selling expense per $100 of total net 
sales for this group as a total is some- 
what larger, but the direction of 



and size. The total sections of these 
tables show the amounts of selling 
expense per $100 of total net sales, 
first for the three years 1919, 1918, 
and 1914, combined, and second, for 
the respective years. For the com- 



TABLE 10 

TOTAL NET SALES, SELUNG EXPENSE, AND AMOUNT OF SELLINO EXPENSE PES $10Q 
OF TOTAL NET SALES, FOR STORES CLASSIFIED BY SIZE OF CITY AND STORE, 1919 
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change in the amounts from store- 
gronp to store-group nevertheless fol- 
lows closely that observed for the 303 
stores. 

In Tables 11 to 14, inclusive^ 154 
stores are classified by years, location, 



bined years, the average amount of 
selling expense is $10.82. For the 
smallest stores it is $8.49 and for the 
largest, $12.05, the amounts increas- 
ing as t^ stores increase in size. 
Such a condition is observed also for 
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TABLE U 
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OF TOTAL NET SALES, FOR 154 IDENTICAL STORES CLASSIFIED BT SIZB 
OF aTY AND STORE, 1919, 1918, AND 1914, COMBIN]^ 
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each of the years when treated sepa- 
rately. 

In 1919, the average amonnt was 
$10.44, in 1918, $10.94, and in 1914, 
$11.48. That is, from year to year, 
the amonnts decreased as is shown 
graphically in Table 1. Moreover, 
the amounts decreased from year to 
year for each group of stores. 

Attention should be called to the 
fact that store identity is not main- 
tained throughout the various years 
in any of the sales-groups. The rate 



at which sales increase for the respec- 
tive stores varies so that from year to 
year each group does not necessarily 
contain the same stores nor the same 
number of stores. 

An analysis of the relation of sell- 
ing expense to total expense may also 
be made for the 154 stores, classified 
by size. This is done in Tables 15 to 
18, inclusive. It is thought to be suf- 
ficient to compare identical stores for 
this purpose. 

Based upon the three-year experi- 
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TABLE 12 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PES $100 

OF TOTAL NET SALES, FOB 154 STORES CLASSIFIED BY 
SIZE OP CITT AND STORE, 1919 
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ence of 154 identical stores, the aver- 
age amount of selling expense per 
$100 of total expense is $50.09. In 
1919 it was $51.06, in 1918, $49.63, 
and in 1914, $48.86. That is, the 
amounts of selling expense per $100 
of total expense increased between 
1914 and 1918, and 1918 and 1919. 
When the stores are considered with 
respect to size for the combined and 
for each of the years, the amonnts in- 
crease as the stores increase in size. 
For the three years combined, the 



amount for the stores with annual 
sales under $40,000 is $41.13, while 
for those with annual sales of $180,- 
000 and over it is $52.67. Relatively, 
the amount for the small stores is 
82.1 per cent., and for the la^e stores, 
105.2 per cent, of the average for all 
the stores. Between these limits, the 
amounts increase as the stores in- 
crease in size. 

In 1919, the average amount of sell- 
ing expense per $100 of total expense 
was $51.06. For the stores having 
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TABLE 13 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE 

OF TOTAL NET SALES, FOR 154 STORES CLASSIFIBD BT 
SIZE OF CITY AND STORE, 1918 
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annual sales tinder $40,000 it was 
$38.06 and for those having annual 
sales of $180,000 and over, $52.33. 
Similar differences for stores of dif- 
ferent size hold for the other years. 
The graphic parts of the total sections 
of Tables 17 and 18 reveal these facts 
for 1918 and 1914. 

In the discussion of the relation of 
selling expense to sales and total ex- 
pense for stores of different size, no 
distinction was made for stores ac- 
cording to location. A classification 



providing for this is made in Tables 
10 to 18, inclusive, two city-groups 
being distinguished : cities with popu- 
lation of less than 40,000 and cities 
with population of 40,000 and over. 

The records of 303 stores for 1919 
are available for the analysis of the 
relation of selling expense to total net 
sales for stores classified by both size 
and location. Details are contained in 
Table 10. For the 225 stores located 
in the small cities, selling expense 
constitutes $8.29 per $100 of total 
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TABLE 14 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OP SELLING EXPENSE PER $100 

OP TOTAL NET SALES, FOR 154 STORES CLASSIFIED BY 
SIZE OP CITY AND STORE, 1914 
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net sales, while for the 78 stores 
located in large cities it constitutes 
$11.56. That is, the average amount 
for the first group is 83.5 per cent., 
and for the second group, 116.4 per 
cent, of the average for all of the 
stores. For the 154 stores which are 
compared from year to year, the aver- 
age amount for 1919 for the 115 stores 
in the small cities is $8.96 and for the 
39 stores in the large cities, $11.80. 
The amounts of selling expense per 
$100 of total net sales are not only 



larger for the stores in the large, than 
for those in the small cities, when the 
stores are treated as a total, but also 
when those of a given size but with 
different location are compared. 

For both groups of stores differ- 
ently located, the amounts of selling 
expense per $100 of total net sales 
increase as the stores increase in size. 
For the 225 stores in the small cities 
the difference between the amounts of 
selling expense per $100 of total net 
sales for the small and the large 
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fltoreB is 62.5 per cent. Omitting the 
single store in the large eity-gronp, 
which has a selling expense of $13.08 
per $100 of total net sales, the same 
tendency for the amounts to increase 
as the stores increase in size, noted 
for the stores located in small cities, 
holds for those located in the large 
cities. The nnmber of stores located 
in the large cities, however, is rela- 
tively small and serves as an uncer- 
tain basis for generalization. 



The year-to-year comparison of the 
relation of selling expense to total net 
sales for the 154 identical stores, dis- 
tributed according to location, is in- 
teresting. For each of the years, with 
a single exception, the amounts in- 
crease as the stores increase in size. 
The trend is so unmistakably evident 
as to warrant the conclusion that 
selling expense in terms of sales is 
higher in the large, than it is in the 
small stores. 
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A siinilar coinx)arison of the rela* 
tion of selling expense to total ex- 
pense may be made for the 154 stores 
differently located. For the combined 
years, the average amount of selling 
expense per $100 of total expense for 
the 345 store-years, for stores in the 
small cities, as shown in Table 15, is 
$48.98, and for the 117 store-years, 
for the stores in the large cities, 
$50.94. That is, the amount for stores 
in the small cities is 97.8 per cent.. 



and for the stores in the large cities, 
101.7 per cent, of the average for all 
stores, irrespective of location. When 
stores of the same size, but with dif- 
ferent location, are compared, an in- 
verse condition obtains. The amounts 
are generally larger for the stores in 
the small than for those in the large 
cities. The size of the averages for 
the two city-groups is explained by 
the proportions of stores of different 
size which are included. Within each 
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TABLE 17 

TOTAL EXPENSE, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE FEB $100 OF 

TOTAL EXPENSE, FOR 154 STORES CLASSIFIED BY SIZE OF 

CITY AND STORE, 1918 
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city-gronpy the amomits increase as 
the stores increase in sise, the average 
amount being $41.31 for the small 
stores, and $53.39 for the large stores 
in the small cities. Similar differ- 
ences obtain for the stores located in 
the large cities. In this comparison 
the stores are combined for the years 
1919, 1918, and 1914. 

In Tables 16 to 18, inclusive, facts 
similar to those given immediately 



above are shown for the years 1919, 
1918, and 1914, separately. The aver- 
age amount of selling expense per 
$100 of total expense is larger for 
each of the years in the large cities 
than for those in the small cities. But 
when stores of the same size, but with 
different location, are compared an 
inverse condition obtains. It is this 
latter comparison which is the more 
significant. Within both groups of 
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TABLE 18 

TOTAL EXPENSE, SELUNO EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 OF 

TOTAL EXPENSE, FOB 154 STORES CLASSIFIED BY SIZE OF 

CITY AND STORE, 1914 
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cities the amounts increase as the 
stores increase in size. To this gen- 
eral rule there are no exceptions, the 
regularity of the increase, however, 
being more noticeable in some than in 
other years. The graphic parts of 



these tables throw into relief the 
changes from store-group to store- 
group, the lengths of the bars being 
proportional to the amounts which 
they represent. 
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E. — Summary. 

From a consideration of Tables 1 
to 18, inclusive, certain definite re- 
lationships between selling expense 
and sales, and selling expense and 
total expense, have been discovered. 

(1). The amounts of selling expense 
per $100 of total net sales de- 
creased between 1914 and 
1918, and 1918 and 1919, not- 
withstanding the fact that the 
average amounts of total net 
sales and of selling expense 
per store increased between 
these years. 

(2). The average amount of selling 
expense per $100 of total ex- 
pense increased between 1914 
and 1918, and 1918 and 1919, 
notwithstanding the fact that 
both total expense and selling 
expense per store increased be- 
tween these years. 

(3). The amounts of selling expense 
per $100 of total net sales de- 
creased between 1914 and 
1918, and 1918 and 1919, not 
only for all stores, but like- 
wise for stores classified ac- 
cording to size. 

(4). The amounts of selling expense 
per $100 of total expense 
which, as indicated above, in- 
creased between 1914 and 1918, 
and 1918 and 1919 for the 
stores treated as a whole, de- 
creased for the stores with an- 
nual sales of less than $40,000 
and of $40,000 to $80,000. 
They are uncertain as to direc- 



tion from year to year for 
stores with annual sales in ex- 
cess of these amounts. 

(5). The amounts of selling expense 
per $100 of total net sales are 
lower for each year and for all 
years for stores located in 
small cities than for those lo- 
cated in large cities. 

(6) . The amounts of selling expense 
per $100 of total exi)ense are 
lower for each year and for the 
combined years for the stores 
in the small cities than for 
those in the large cities, when 
the stores are treated as a 
total. When stores of the same 
size, but with different loca- 
tions are compared, an inverse 
condition obtains. 

(7). The amounts of selling expense 
I)er $100 of total net sales in- 
crease as stores increase in 
size. This condition obtains for 
stores treated as a whole and as 
classified by city location, not 
only for the combined, but also 
for the individual years, 1919, 
1918, and 1914. 

(8). The amounts of selling expense 
per $100 of total expense in- 
crease as the stores increase in 
size. This condition obtains 
for the combined and for the 
individual years 1919, 1918, 
and 1914, not only for the 
stores as a whole, but also when 
they are classified by the size 
of the city in which they are 
located. 
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. ^TSABIiY AMOUNTS OF 6ELLIN0 EX- 

FBN8B IN BEXiATION TO THE 
AMOUNTS OF STOCK CABBIED, FOB 
8T0BES CLASSIFIED BT YEABS, BY 
SIZE, AND BY BATES OF STOCK TUBN- 
OVEB. 

The disenssion of store inventories 
1 the fifth volume of the Bureau's 
tudy of Costs, Merchandising Prac- 
ices. Advertising and Sales in the 
letail Distribution of Clothing 
bowed that inventories in terms of 
ales decreased between 1914 and 
918, and 1918 and 1919.» The 
mount per $100 of total net sales for 
23 stores m 1914 was $43.70. For 
he same stores in 1918 it was $41.44, 
;nd in 1919, $32.72. Similar de- 
reases for 149 stores are shown be- 
ow in Table 20. In 1914 the average 
onount was $43.44, in 1918, $40.53, 
md in 1919, $32.84. For the two 
proups of stores the amounts are 
(trikingly the same and the direction 
>f change from year to year identical. 

Moreover, a comparison for a vary- 
ng and an identical number of stores 
from year to year showed that inven- 
tories in terms of sales decrease as 
stores increase in size, the regularity 
)f the tendency being apparent not 
)nly when the stores are classified in 
^de, but also when they are placed 
n narrow sales-groups. These 
changes from year to year, and from 
rtore-group to store-group may be 
laid to have been established beyond 
loubt for the stores concerned and 
they are thought to be true for all 
Jtore8.t 

• Vol v, p. 418. 

t Ibid., VoL V, p. 420. 



In seeking to discover the relations 
of selling expense to sales and to total 
expense, and to determine, if possible, 
the way in which selling expense may 
be reduced, a complete analysis has 
been made of selling expense when 
the stores are classified by the relative 
amounts of inventory carried. More- 
over, the analysis is extended to 
stores when they are classified by size 
and by rates of stock turnover. It 
was hoped, from a detailed analysis of 
the store records available, that it 
would be possible to determine quan- 
titatively the effect of size of inven- 
tory on selling expense. In this re- 
spect the conclusions reached are not 
wholly n^^tive. 

A, — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net Sales 
and per $100 of Total Expense, 
1919, 1918, and 1914. 

For the three years 1919, 1918, and 
1914, the records of 149 stores are 
available for study. The selling ex- 
penses for the stores classified by 
amounts of inventory per $100 of 
total net sales are expressed first, in 
terms of net sales, and second, in 
terms of total expense. 

For the combined years, 'the stores 
having on the average an inventory of 
less than $20 per $100 of total net 
sales had a selling expense per $100 
of total net sales of $8.40 ; the stores 
having on the average an inventory 
between $20 and $40 per $100 of total 
net sales had a selling expense, simi- 
larly expressed, of $11.66. From this 
figure as a maximum^ the amounts of 
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selling expense per $100 of total net 
sales decrease as the size of the in- 
ventories increase. It will be noted 
that the direction of the change in 
the amounts from inventory-group to 
inventory-group is certain only for 
those stores having inventories in ex- 
cess of $20 per $100 of total net sales. 
This is true not only for the com- 
bined years, but also for the years 
separately. 

A casual inspection of Table 19 
might lead to the belief that the oc- 
casion for the low selling expense per 
$100 of total net sales is the amount 
of inventory carried. This, however, 
is not necessarily the case. The dis- 
cussion on pages 42 to 44 showed that 
the amounts of selling expense per 
$100 of total net sales increase as 
stores increase in size. Further, the 
discussion in Volume V* of the 
Bureau's report on Cosis, MercJum- 
dising Practices, Advertising and 
Sales in the Retail Distribution of 
Clothing, and in Tables 28 to 31, in- 
clusive, following, show that the size 
of inventories per $100 of total net 
sales decreases as the stores increase 
in size. That is, the stores which have 
high selling expense have relatively 
low inventories in terms of sales. Ac- 
cordingly, the amounts of selling ex- 
pense in terms of sales decrease as 
the size of the inventories, similarly 
expressed, increases. This condition, 
however, may be due not so much to 
the size of the inventories as to the 
size of the stores that reported the 
sales. 

The importance of the size of the 

• Page 420. 



stores, as such, may be eliminated 
from consideration and the effect of 
the size of the inventory noted by ex- 
pressing the selling expense per $1C>0 
of total net sales in terms of the 
amount sold per $1 of inventonr.t 
This is done in column 6 of Table 19, 
and is graphically shown by the cor- 
responding bars. 

What do these figures reveal ? The 
average selling expense per $100 of 
total net sales for the amount sold per 
$1 of inventory is $4.09. For the 
stores having inventories of less than 
$20 per $100 of total net sales the cor- 
responding cost is $1.47. Selling ex- 
penses, so expressed, increase without 
an exception as the amounts of in- 
ventory in terms of sales increase. It 
should be kept in mind that in these 
figures the size of the store, as a con- 
trolling factor in determining selling 
expense, has been eliminated since in 
each case the selling expense per $100 
of total net sales applies to the 
amounts sold per $1 of inventory. 
The uncertain trend of the amounts of 
selling expense per $100 of total net 
sales, reflected in Table 19 for the 
stores with low inventories, has been 
removed and regularity secured as to 
the direction of change for stores with 
different amounts of inventory. 

The above discussion which relates 
to the three years combined applies 
also to the individual years. With- 
out an exception the selling expenses 
per $100 of total net sales for the 
amount sold per $1 of inventory in- 
crease in each of the years as the size 

f The method by which this unit is com- 
puted is explained on page 4, item 17. 
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iMOUNT OF SELUNO EXPENSE PER $1UU OF TOTAL- NET 8ALE8 FOR THE AM0X7NT SOLD 

PER $1 OF INVENTORY, FOR 149 IDENTICAL STORES CLASSIFUS) BY AMOUNT 

OP INVENTORY PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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of the inventory measured in sales in- 
creases. 

A moment's consideration should be 
given to the averages for the three 
separate years. It will be recalled 
that inventories in terms of sales were 
relatively low in 1919. For the 149 
stores in this year, the amount of sell- 
ing expense per $100 of total net sales 
was $10.52, or $0.46 less than in 1918 
and $1.04 less than in 1914. When 
the amounts of selling exx)ense per 
$100 of total net sales are shown for 
the amount sold per $1 of inventory. 



the difference in the conditions be- 
tween the various years is increased, 
the selling expense in 1919 being ap- 
proximately $1 less than in 1918 and 
$1.58 less than in 1914. This differ- 
ence is attributable, not so much to 
the sales as such as it is to the low 
inventories in relation to sales in 1919. 
The amounts of selling expense per 
$100 of total net sales for stores in 
the combined years and for the years 
separately are averages. If the dis- 
tribution of the amounts of selling 
expense per $100 of total net sales is 
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Studied, it is found that 76 per cent, 
of the stores in the combined years 
had selling expenses per $100 of total 
net sales less than $12 and 55 per 
cent, between $6 and $12. 

In farther proof that the amounts 
of selling expense per $100 of total 
net sales decrease as the size of the 
inventory in terms of sales increases, 
it may be noted for the combined 
years, as is shown in Table 20, that 
the average amount of inventory so 
expressed for stores with selling ex- 



pense under $6 per $100 of total net 
sales is $45.45. For the stores having 
selling expenses between $6 and $12 
per $100 of total net sales it is $37.04, 
and for those with selling expenses of 
$12 and over per $100 of total net 
sales it is $35.99. For each of the 
three years, similar decreases in the 
amounts of inventory -per $100 of 
total net sales characterize the stores 
with increasing selling expense. 
These relations are shown in Table 20. 
In the foregoing discussion of 149 
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TABLE 21 



^NTAIi EXPENSE, SELLINO EXPBK8B, AKD AMOUNT OF gELUNO EXPENSE PEE $100 OF 
TOTAL EXPENSE, FOB 149 IDENTICAL STORES CLASSIFIED BT AMOUNT (HP 
INVENTOET PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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stores for three years, comparisons 
have been made of the selling expense 
first, in terms of total net sales, and 
second, in terms of net sales for the 
amount sold per $1 of inventory. The 
conclusions which have been reached 
are first, that selling expense per $100 



ATarfiga $50.88 

of total net sales decreased between 
1914 and 1918, and 1918 and 1919. 
Second, that for stores with inven- 
tories in excess of $20 per $100 of 
total net sales, the amounts of selling 
expense in terms of sales decrease as 
the size of the inventories in terms 
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of sales increases. This tendency, 
however, as has been shown, is due 
to the store size and not to the size 
of inventory. Third, that the amounts 
of selling expense per $100 of total 
net sales for the amount sold for each 
$1 of inventory uniformly increase 
for the combined and for each of the 
years as the amounts of inventory 
per $100 of total net sales increase. 
Fourth, that the selling expense per 
$100 of total net sales per amount sold 
per $1 of inventory was noticeably 
less in 1919 than in either of the other 
years, largely because of the relatively 
small inventories for the stores in this 
year. The general conclusion from 
the above discussion seems to be that 
irrespective of store size, stores which 
have large inventories have relatively 
high selling expense, and to suggest 
the practical conclusion that for all 
stores one way of keeping down sell- 
ing expense is to reduce the size of the 
inventory in relation to sales. 

Another method of comparing the 
amounts of selling expense for stores 
from year to year and for stores with 
different-sized inventories is to ex- 
press them in terms of total expense. 
This is done in Table 21. For the 
combined years, the average selling 
expense per $100 of total expense is 
$50.22. For 1919 the amount was 
$51.22, for 1918, $49.73, and for 1914, 
$48.97. That is, the amounts in- 
creased between 1914 and 1918, and 
1918 and 1919. During these years 
both the total operating expense and 
the selling expense increased. For 
the 154 stores shown in Table 3, page 
36, the total operating expense per 



store increased between 1914 and 1918 
by 49.6 per cent, and between 1914 
and 1919 by 97.1 per^cent. The cor- 
responding increases in the amounts 
of selling expense per store were, re- 
spectively, 51.9 per cent, and 106.0 
per cent. Similar increases from 
year to year hold for the 149 stores 
as shown in Table 20. But selling ex- 
pense increased more rapidly than 
did total expense, with the result that 
from year to year selling expense in- 
creased when expressed in terms of 
total expense. 

When the stores for the combined 
years and for the years separately are 
classified by the amounts of inventory 
per $100 of total net sales, as in Table 
21, the amounts of selling expense per 
$100 of total expense on the whole de- 
crease as the amounts of inventory 
per $100 of total net sales increase. 
That is, there is an inverse relation- 
ship between the two factors. But 
this is more apparent than real. The 
same line of reasoning which is used 
above* to account for this margin 
applies here. It should be remem- 
bered that the stores with small in- 
ventories per $100 of total net sales 
are generally larger than those with 
large inventories so expressed, and 
that both selling expense and total 
operating expense per $100 of total 
net sales increase as stores increase in 
size. By consulting Tables 10 to 14, 
inclusive, pages 43 to 47, this condi- 
tion for selling expense may be ob- 
served for stores with different loca- 
tion. The movement of total operat- 
ing expense for stores of different 

*Page 54. 
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TABLE 22 

TOTAL NET BALES, SELLINO EXPENSE, AND AMOUNT OF SETLUNO EXPENSE PEB $100 

OF TOTAL NET SALES, FOB 149 IDENTICAL STORES CLASSIFIED BY SIZE 

AND BY AMOUNT OF INVENTORY PEB $100 OF TOTAL NET 

SALES, 1919, 1918, AND 1914, COMBINED 





p^ $100 of 

fctftl 
Itet Sale* 


goatbar 

of 
Stpre- 
7a«ro 


Total 
■at Salaa 


TBtal 
Selling 
ficpensf 


fr 


iii4«i* ^zTMnaa imi* $100 o' 




fotai Vat balee 




ClassiriM 

Ibtal 
S«t SalM 


AflKniBt 


Par Cent. 




(in OOOU) 


Qraphlo 1 

' Aettul 
9 90 40 60 80 100 120 




Total 
(Avorago) 


447 


$4S»8M,9T2 


$4,745,829 


$10.88 




100.0 


Total 
(Averftct) 


Undar $20 
$20 to $40 


14 

168 


8* 059, 485 
26, 478, 436 


172,900 
3,088,085 


8.40 
11.66 


77,8 
107.2 




$40 to 460 


177 


11,263,282 


1,128,967 


10.02 




92.1 




$60 h over 


68 


3,798,828 


955,877 


9.37 


- \ 


86.1 




Total 
(Average) 


127 


3,532,911 


298,231 


8.44 


77«6 


Qtad«r $40 


Utader $20 
$20 to $40 


1 
18 


28,933 
560,460 


948 
64,036 


3.28 

9.C4 


90.1 
88.6 




$40 to $60 


52 


1,412,525 


112,294 


7.95 




79.1 




$60* ov«r 


56 


1,530,993 


130,953 


8.55 


• 
• 
• 


78.6 




total 
(Avarage) 


165 


9,360,348 


877,524 


9.37 


86.1 


$40 to |B0 


Utader $20 
$20 to $40 


6 
52 


402,009 
9,089,049 


29,622 
283,795 


7.37 
9.21 


67.7 
84.7 




$40 to $60 


82 


4,458,869 


428,579 


9.61 




e8«s 




$60* om 


25 


1,416,421 


135,528 


9.57 


I 
• 

• 
• 

• 
1 • 

i 


88.0 




Total 
(Average) 


112 


13,121,494 


1,445,029 


11.01 


101.2 


|8Q to HBO 


Qodar $20 
$20 to $40 


5 

60 


555,107 
7,076,841 


53,399 
802,575 


9.62 
11.34 


88.4 
104.8 




$40 to $60 


40 


4f 638, 191 


499,659 


10.77 


• 
1 ■ 


99.0 




$60 * ovmr 


7 


861,415 


89,396 


10.50 


• 

• 

1 

i 
• 
• 

• 
I 


96.9 




Total 


4S 


17,585,219 


2,125,045 


12.08 


111.0 


^U90 ft ov«r 


VoOar $20 
$20 to $40 


2 
38 


1,073,376 
15,758,086 


88,931 
1,947,679 


8.29 
12.36 


76.8 
119.8 




$40 to $60 


8 


753,767 


88,435 


11.79 


1 


1073 




$60 * ovw 


• 


• 


- 


M 


t 
t 


p. 



Ilvaracp $10,8^ 



59 



size is comprehensiyely treated in 
Volume III * of the Bureau ^s report 
on Costs Merchandising Practices, 
Advertising and Sales in the BetaU 
Distribution of Clothing. Table 21 
should be interpreted with these facts 
in mind. As shown on page 57, the 
amounts of selling expense per $100 
of total net sales decrease as the size 
of inventories in terms of sales in* 
creases. But the amounts of selling 
expense per $100 of total net sales per 
amount sold per $1 of inventory in- 
crease. A direct relationship would 
also be secured, as in Table 19, were 
the amounts of selling expense per 
$100 of total expense determined for 
each $1 of inventory sold. 

It seems unnecessary to express the 
amounts in this form or to repeat the 
discussion on this point and the con- 
clusions to which it has led. It will 
be sufficient briefly to summarize the 
relation of selling expense to total ex- 
pense as follows: First, the amounts 
increased from 1914 to 1918, and 
from 1918 to 1919. Second, the 
amounts decrease as the amounts of 
inventory per $100 of total expense 
increase. Third, the amounts per 
amount sold x)er $1 of inventory in- 
crease as the size of the inventory per 
$100 of total net sales increases. 

B. — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net 
Sales and per $100 of Total Ex- 
pense, for Stores Classified by 
Size, 1919, 1918, wnd 1914. 

In further consideration of the rela- 
tion of selling expense to sales and to 

* Pages 244 to 252, inclnaiTe. 



total expense for stores with inven- 
tories of difFerent size per $100 of 
total net sales, it has been thought of 
interest to classify the stores with re- 
spect to size. This is done in detail 
in Tables 22 to 35, inclusive. 

The method of presenting the data 
is as follows: First, to classify the 
stores by size and by amount of in- 
ventory per $100 of total net sales 
for the combined and for the indi- 
vidual years, and to show the amounts 
of selling expense per $100 of total 
net sales for the stores so treated. 
Second, to show the amounts of in- 
ventory per $100 of total net sales for 
the stores of different size classified 
by amounts of selling expense per 
$100 of total net sales. Third, for the 
same group of stores, to express the 
amounts of selling expense in terms 
of $100 of total expense for the stores 
classified by size and by amounts of 
inventory per $100 of total net sales. 

In Tables 18 to 35, inclusive, the 
same 149 stores which were consid- 
ered above are classified by years and 
by size. For the combined years 
1919, 1918, and 1914, the average 
amounts of selling expense per $100 
of total net sales increase as the stores 
increase in size. For those with an- 
nual sales under $40,000, it is $8.44; 
for those with annual sales of $40,000 
to $80,000 it is $9.37 ; for those with 
annual sales of $80,000 to $180,000 it 
is $11.01 ; and for those with sales of 
$180,000 and over, it is $12.08. These 
amounts closely correspond to those 
for the 154 identical stores shown in 
Table 11, page 44. 

On the other hand, when the 
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TABLE 23 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OP SELLINO EXPENSE PES 
OF TOTAL NET SALES, FOB 149 STORES CLASSIFIED BT SIZE AND BY 
AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 1919^ 
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TABLE 24 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PEB 
OF TOTAL NET SALES, FOB 149 STORES CLASSIFIED BY SIZE AND BT 
AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 1918 
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TABLE 25 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PES $100 

OF TOTAL NET SALES, FOB 149 STORES CLASSIFIED BT SIZE AND BT 

AMOUNT OF INVENTOET PER $100 OF TOTAL NET SALES, 1914 



Clatairi«d 

Total 
Wt Sftlaa 
(In 000 *•) 



Votal 
U'varage) 



140 



no tefeo 



IBO to tlM 



fiao k ovor 



of 

Inventory 
par SlOO of 

Total 
Kat Sales 



«»tal 
J^jeragal^ 



ttadar t20 
180 to $40 
#40 to |60 
feo ft over 



Total 
(Average) 



Ttader |eo 
ISO to $40 
$40 to $60 
$60 ft over 



Tstal 
(Average) 



tibder t&O 
$20 to $40 
$40 to $60 
$60 ft over 



Total 
(Average) 



Otadar $eo 
$B0 to $40 
$40 to $60 
$60 ft over 



Total 
(Average) 



tAadar $80 
$90 to $40 
$40 to $60 
$60 ft over 



Ktaiber 

of 
Stores 



149 $8,973,664 $1,037,508 $11.56 



71 



50 



93 



Total 
■ot Sales 



390,658 
3,949,321 
3,245,901 
1,465,484 



1,847,402 



Total 
Selling 
Expense 



28,933 
982,878 
786,840 
748,751 



2,777,177 



121,084 

893,474 

1,353,809 

408,810 



9,654,275 



170,641 
1,071,159 
1,104,552 

307,923 



1,694,810 



1,694,810 



35,072 
501,126 
355,540 
145,770 



167,592 9.07 



311,723 11.22 



Selllas Expense per $100 of 
Total Vet Sales 



Anount 



322,178 12.14 



236,015 13.93 



236,015 13.93 



Per Cent. 



Oraphlo 
8p 4p 6p 80 lOp IgQ 140 



Actual 



Awngt $U.M 



100.0 



78,5 



97.1 





89.0 


« 

1 

1 


1 103.0 
91.9 


« 


■ ids.o 




96.8 
IB 119«4 




96.4 




97,1 




I 

!■■ 120,3 




> m 

!■■ 120.6 




I 

i 
\ 

* 



63 



amounts of fielling expense per $100 
of total net sales are expressed in 
terms of sales per $1 of inventory, as 
in Table 26, they are essentially con- 
stant for the stores with annual sales 
less than $180,000, and noticeably 
less for the group having annual sales 
of $180,000 and over. This, however, 
is due not so much to the size of the 
store, as noted above, as it is to the 
size of the inventory. The large 



stores are precisely those with low in- 
ventories per $100 of total net sales. 
When selling expense is expressed in 
terms of sales per $1 of inventory, 
the advantage accruing to large stores 
because of small inventory is at onc« 
evident We are not so much con- 
cerned here, however, with the selling 
expense per $100 of total net sales for 
stores of different size as we are with 
the amounts for stores of essentially 



TABLE 26 

AMOUNT OF SESLLINO EXPENSE PER $100 OF TOTAL NET SALES FOB THE AMOUNT 8QLD 

FEB $1 OF INVENTOBT, FOB STORES CLASSIFIED BY SIZE AND BY AMOUNT OF 

INVENTORY FEB $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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the same aze, but with different 
amounts of inventoiy in relation to 
sales. If the comparisons are re- 
stricted to selling expense in terms of 
sales alone, for the stores of the same 
size, but with varjring inventories, it 
is difScult to see any unmistakable 
tendency for the selling expense 
either to increase or decrease. This 



is noticeably true for the stores with 
sales under $40,000. For the stores 
with annual sales of $40,000 to $80,- 
000, however, the amounts seem to in- 
crease with the size of the inventory 
for the stores having inventories less 
than $60 per $100 of total net sales. 
On the other hand, an inverse condi- 
tion characterizes the stores with an- 



TABLE 27 

TOTAIi MET SALES, SELLING EXPENSE, AND AMOUNT OF SELLINO EXPENSE PER $100 
OF TOTAL NET SALES, FOB STORES CLASSIFIED BY SIZE AND BT AMOUNT 
OF AVERAGE STOCK PER $100 OF TOTAL 19ET SALES, 1919 
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nual sales of $80,000 to $180,000. For 
the largest stores — ^those with annual 
sales of $180,000 and over — the in- 
stances are insu£3eient for each of the 
inventory-groups to serve as a basis 
for generalization. Tables 23 to 25 
show similar details for 1919, 1918, 
and 1914, respectively. 

When, however, as in Table 26, the 
selling expenses x)er $100 of total net 
sales are shown in terms of the 
amount sold per $1 of inventory, no 
such uncertainty as to direction of 
change from inventory-group to in- 
ventory-group in stores of different 
size exists. In every group the 
amounts grow larger as the amounts 
of the inventories per $100 of total 
net sales increase. This does not hold 
alone for the combined years ; it like- 
wise characterizes the selling expense 
of the stores in 1919, 1918, and 1914. 
It is unnecessary to note in detail 
the size of the amounts and the nature 
of the changes from store-group to 
store-group or from inventory-group 
to inventory-group for each of the 
three years. Both the amounts and 
changes are graphically shown in 
Table 26. 

The outstanding fact shown by 
this graphic summary, for the vari- 
ous groups of stores, is the similarity 
of the increases in the selling expense 
per $100 of total net sales per amount 
sold per $1 of inventory in each of 
the three years. Prom these arrays 
it seems safe to conclude for stores 
which do a given amount of business, 
that the selling expenses per $100 of 
sales for the amount sold per $1 of 
inventory decrease as the inventories 



in terms of sales are reduced. This 
is only another way of saying that 
selling expense may be reduced in 
terms of sales by increasing the 
rapidity with which stock, as shown 
by size of inventories, is turned. 
Moreover, it suggests at once the 
soundness of the conclusion found in 
the Bureau's study on Costs, Mer- 
chandising Practices, Advertising and 
Sales in the BetaU DistribtUion of 
Clothing that the more rapid turnover 
of stock in the large stores is a com- 
pensating feature for the increased 
costs of doing business in these stores.* 
In addition, it connects up, in a very 
definite way, selling expense, sales, 
and the size of the inventory. 

The relationship between the 
amount of stock carried per $100 of 
total net sales and the selling expense 
in terms of sales may be tested by 
classifying the stores according to the 
amount of average stock carried.f 
This is done in Table 27. The records 
of 124 stores are available for such a 
study. While it cost, on the average 
in 1919, $10.54 to seU $100 worth of 
goods, the corresponding cost for 

*It is true that a comparison of inven- 
tories, on & cost basis, with sales of goods at 
selling price, does not suffice to measure 
properly stock turns. If the annual inven- 
tory at the close of the year is taken roughly 
to represent the average stock carried 
throughout the year, such a comparison 
serves to measure capital turn. The rela- 
tionships between the annual stock and 
annual capital turns for 1919 are shown in 
Volume V of the Bureau's study of Costs, 
Merchandising Practices, Advertising and 
Sales in the Betail Distribution of Clothing, 
pp. 488 to 492. 

fTo determine the average stock carried, 
merchants were directed to add together the 
amounts of stock on hand at the close of 
each month and divide by 12. 
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TABLE 28 

TOTAL NET SALES, mVENTOBY, AND AMOUNT OF INVENTORY FEB $100 OF TOTAL NET 

SALES, FOB 149 IDENTICAL STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF SELUNO EXPENSE PER $100 OF TOTAL NET SALES, 

1919, 1918, AND 1914, COMBINED 
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Stores with average stock under $20 
per $100 of total net sales was $12.49. 
For those with average stock of $20 
to $40 per $100 of total net sales it 
was $10.20, while for those with aver- 
age stock of $40 and over it was $8.91. 
This tendency to decrease, however, 
is due to the size of the store rather 



than to the amount of stock carried. 
By expressing the selling expense in 
relation to sales for a given amount 
sold for each dollar of average stock, 
the $10.54 given above drops to $3.06. 
The amounts for the stores, classified 
by the relative size of the stock car- 
ried, increase from $1.87, for those 
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TABLE 29 



TOTAL MET SALES^ INVBNTOBY, AMD AMOUMT OF IMVBM10BT FIB $100 OF TOTAL 
SALES, FOB 149 8T0BBS CLASSIFIED BY SIZE AMD BY AMOUMT OF SBLL- 
IMO EXPEMSB FEB $100 OF TOTAL MET SALES, 1919 



01«tlft«4 


itewt or 
ptT libo Of 

fptal 
■•t Solea 


of 
Storoa 


Total 
Sot Bolot 


ttotol 

XiivoBtovy 


hamtcrt pw Hoo of SMol lot 8olo« 


«»tal 
(SaoooU) 




^4P OOBt. 


Oropkie 1 
1 80 66 88 00100180U0160100 ***"*^ 




«BtOl 


140 


180,808,641 


18,667,086 




• 
• 

• 
• 
1 


10O.O 


ttttX 


IMrt6 
IB totU 

ntftotw 


aa 

00 

n 


8,888,788 

18,418,168 

8,668, 696 


879*810 
4,086,817 
1,731,669 


87,88 
81.U 


118.9 
88.8 
84.8 




^ lOtol 
Uvorac*) 


14 


488,714 


8U,607 


80.88 






• 

» 

• 
• 

1 

• 


lo3.1 


1M«>|4e. 


OMtr |B 
IB to |12 
|12 & over 


8 
9 


140,468 

886,816 


81,688 
133,968 

m 


88,U 
68.68 

• 


178.8 
141.8 




VBtal 
(A^rarofi) 


65 


3,088,158 


1,800,963 


61.88 


186.6 


#40 to IN 


OMtr IB 

!• to Us 

Us Ik ov«r 


ts 

t6 

7 


1,686,374 

1,319,132 

376,646 


838,648 

863,488 
150,808 


88.71 


. UT.8 
137.0 
188.0 




40,08 


i 

• 
• 

1 

• 

! 

• 


* 


'fttol 

Uvorot*) 


56 


6,607,089 


8,366,933 


85.88 


ibo.i 


•W totiM 


Obtor IB 
IB to Hi 

m fe ovor 


8 
80 
18 


796,910 
8,633,036 

8,177,844 


861,680 

1,350,781 

TO4,688 


88.88 

87.17 
84.68 


lOO.l 
1IS.8 
108.5 




fttiA 

(Aversfli) 


84 


10,185,686 


8,003,663 


87.88 


88.8 


•laofc 9nr 


1)Mm> |6 

•b to m 

US A o««r 


18 

6 


• 
7,176,880 
8,000,808 


1,677,144 
806,418 


• 
87.58 
87.47 


88.8 
08.6 



AvorofO 188.84 



with average stock under $20, to $4.46 
for those with average stock of $40 
and over per $100 of total net sales. 
The same tendency which was ob- 
served to characterize stores with in* 
creasing inventories likewise applies 
to stores with increasing average 
stock in relation to sales. 
In the discussion of Table 20 it was 



observed, for the combined and for 
the individual years, that the amounts 
of inventory per $100 of total net 
sales decrease as the amounts of sell- 
ing expense per $100 of total net sales 
increase. When the stores are classi- 
fied by size, as in Tables 28 to 31, this 
tendency is less certain. 
From the foregoing discussion of 
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TABLE 30 

TOTAL NET SALES, INVENTOBY, AND AMOUNT OF INVENTOBY PBB $100 OF TOTAL NST 

SALBSy FOB 149 8T0BBS CLASSIFIED BY SIZE AND BY AMOUNT OF SBUj- 

ING EXPENSE FEB $100 OF TOTAL NET SALES, 1918 
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the amotmts of selling expense per 
$100 of total net sales and per $100 
of total net sales for the amount sold 
for each unit of inventory, for stores 
of different size and having different 
amounts of inventory per $100 of 
total net sales, it may be concluded: 
First, that for the combined and for 



the individual years, the amounts of 
selling expense per $100 of total net 
sales increase as the size of the stores 
increases. Second, that for a given 
store size, the amounts of selling ex- 
pense per $100 of total net sales do 
not show an unmistakable tendency 
either to increase or to decrease as 
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TABLE 31 

TOTAL MET SAIiBS, IKVENTOBT, AND AMOUNT OF INVENTOBT PER $100 OF TOTAL KET 
SALES, FOR 149 STORES CLASSIFIED BY SIZE AND BT AMOUNT OF SELL- 
ING EXPENSE PEB $100 OF TOTAL NET SALES, 1914 
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the amounts of inyentory per $100 
of total net sales increase. Third, 
that the amounts of selling expense 
per $100 of total net sales for the 
amount sold for each $1 of inventory 
increase with the size of the inventory 
for stores of all sizes. Fourth, that 



the amounts of inventory per $100 
of total net sales decrease as the 
amounts of selling expense per $100 
of total net sales increase. 

The practical aspects of these con- 
clusions may be expressed as follows : 
If it is desired to decrease the amount 
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TABLE 32 

TOTAL EXPENSE, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 
OF TOTAL EXPENSE, FOB 149 IDENTICAL STORES CLASSIFIED BY SIZE 
AND BY AMOUNT OF INVENTORY PER $100 OP TOTAL NET 
SALES, 1919y 1918, AND 1914, COMBINED 
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of selling expense when expressed in 
terms of sales, one method by which 
it maj be done is to reduce the 
amount of inventory in relation to 
sales. How completely such a rednjc- 
tion is within the power of the indi- 
vidual merchant it is difficult to say. 
The study by the Bureau of Business 
Research, however, leads to the con- 
clusion that in many instances the 
inventories in terms of sales are 
unnecessarily large, as a result of 
imscientific purchasing or through 
failure to secure sales. In this con- 
nection the fifth volume of the 
Bureau's study of Costs, Mercham/diS' 
ing Practices, Advertising and Sales 
in the Retail Distribution of Clothing, 
which has to do with purchases and 
turnover, may be consulted for a 
more detailed treatment of this par- 
ticular phase of the subject. 

Selling expense may also be ex- 
pressed in terms of total operating 
expense. Out of every $100 of total 
expense, $50.22, on the average for 
the three years, for the 149 identical 
stores under consideration, was ex- 
pended for selling as the term is used 
in this volume. For the stores with 
sales under $40,000 the amount was 
$41.16; for those with sales of $40,- 
000 to $80,000 it was $46.41; for 
those with sales of $80,000 to $180,000 
it was $51.43; and for those with 
sales of $180,000 and over it was 
$52.79. That is, as the stores increase 
in size, selling expense becomes an 
increasing proportion of total operat- 
ing expense. For the group of small- 
est stores, the amount was 82.0 per 
cent., and for the group of largest 



stores, 105.1 per cent, of the average 
for all stores. 

Do the amounts of selling expense 
per $100 of total expense tend to 
become larger or smaller proportion- 
ately for these stores as the amounts 
of inventory in relation to sales in- 
crease? When the stores are con- 
sidered as a whole. Table 32 shows 
that the amounts of selling expense 
per $100 of total operating expense 
decrease as inventories in terms of 
sales increase. Moreover, this condi- 
tion generally holds for stores when 
classified by size. If the amounts of 
selling expense per $100 of total ex- 
pense are expressed in terms of the 
amount sold per $1 of inventory, the 
direction of change from inventory- 
group to inventory-group is unmis- 
takable. While it cost $47.59 on the 
average during the three years for 
every $100 of total expense for stores 
having inventories under $20 per 
$100 of total net sales, it cost but 
$8.33 when the selling expense, so 
expressed, is determined for the 
amount sold per $1 of inventory. 
From this minimum the amounts 
rapidly increase to $30.18 for stores 
with inventories of $60 and over per 
$100 of total net sales. 

This condition holds not only for 
stores unclassified as to size, but is 
also true when they are classified in 
the customary groups according to 
sales. Perhaps the relations between 
selling expense and total expense, in 
stores having different amounts of 
inventory in relation to sales, will be 
imderstood more readily if the results 
of the analysis are put as follows: 
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TABLB 33 



TOTAL EXPENSE 
TOTAL 



, SELUNG EXPENSE, A2W AMOUNT OF SELLING EXPENSE PER $100 OF 
EXPENSE, FOR 149 STORES CLASSIFIED BY SIZE AND BY AMOUNT 
OF INVENTORY PER $100 OF TOTAL NET SALES, 1919 
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TABLE 34 

TOTAL EXPENSE, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 OF 

TOTAL EXPENSE, FOR 149 STORES CXiASSIFIED BY SIZE AND BY AMOUNT 

OF INVENTORY PER $100 OF TOTAL NET SALES, 1918 
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The selling expense per $100 of total 
expense for the amount sold per $1 
of inventory is $8.33, when the in- 
ventory per $100 of total net sales is 
less than $20. When the inventory 
is between $20 and $40 the amonnt is 
$15.96, and when the inventory is 
$60 and over the amount increases to 
$30.18. 

Tables 32 to 35, inclusive, show 
that selling expense becomes a pro- 
portionately larger part of total ex- 
pense as stores increase in size. On 
the other hand, it is large stores that 
have relatively small inventories in 
terms of sales. Accordingly, when 
the stores are classified by the 
amounts of inventory in relation to 
sales, the amounts of selling expense 
per $100 of total expense decrease as 
is shown in the total sections of these 
tables. The large stores seem to be 
operating at a disadvantage so far as 
this proportion is concerned. On the 
other hand, when the selling expense 
per $100 of total expense is related 
to the amounts sold per $1 of inven- 
tory, an inverse condition obtains. 
The selling expense of the stores 
having the small inventories — ^the 
lai^e stores — ^rather than being rela- 
tively large is relatively small, the 
amount for the stores with inventories 
averaging less than $20 per $100 of 
total net sales being only slightly 
more than one-fourth as large as the 
amount for those stores with inven- 
tories of $60 and over. After all, it 
is the amount of sales which produces 
profits, and which suggests, in this 
connection, the wisdom of low in- 
ventories. 



C — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net Sales 
and per $100 of Total Expense, 
for Stores Classified hy Bates of 
Stock Turnover and hy Size, 
1919, 
The records of 282 stores for the 
year 1919 are available for the study 
of the relation of selling expense to 
total net sales and to total expense 
according to the rates of stock turn- 
over which the stores had in this year. 
The annual stock turnover rates are 
computed by dividing the total cost 
of merchandise sold during the year 
by the average of inventories taken 
at cost at the close of the years 1918 
and 1919. ^'Cost of merchandise 
sold" is determined by adding to the 
1918 inventory the purchases, plus 
the freight and cartage, less returns 
to manufacturers, 1919, and deduct- 
ing therefrom the 1919 inventory. 

In Table 36 the 282 stores, without 
respect to size, are classified accord- 
ing to the annual rates of stock turn- 
over. Nine of the stores turned their 
stock on an average less than once, 
136 between one and two times, 100 
between two and three times, 23 be- 
tween three and four times, and 14, 
four times and more. The average 
number of stock turns for the stores 
as a whole was 2.2. This figure closely 
agrees with that for a somewhat larger 
number of stores, the stock turns of 
which are discussed in Volume V* 
of the Bureau's study on Costs, Mer- 
ch/mdising Practices, Advertising and 
Sales in the Retail Disiribuiion of 
Clothing. 
• pp. 464 ff. 
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TABLE 35 

TOTAL EXPENSE, SELLINO EXPENSE, AND AMOUNT OP SELUNO EXPENSE PER $100 OF 

TOTAL EXPENSE, FOR 149 STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF INVENTORY PER $100 OF TOTAL NET SALES, 1914 
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The average selling expense per 
$100 of total net sales for these stores 
is $10.16. For those with less than 
one turn it is $7.66 and from this 
amount as a minimum the selling 
expewae increases for each group of 
stores classified by rates at which 
stock was turned until the stores with 
between three and four turns are en* 
countered. The average for this 
group is $11.47. For those having 
four or more turns, the corresponding 
amount is $8.64. A casual inspection 
of this table would seem to indicate 
that the stores having low turnover 
rates are in an advantageous position 
80 far as selling expense is concerned. 
This is not the case, however, when 
the number of turns made is taken 
into consideration. This latter point 
of view is developed in the column 
of the table with the caption, '^Selling 
expense per $100 of total net sales 
per stock turnover. ' * • The average 

* The method br whieh thia unit is eom- 
pnted is explained on page 4, item 19. 



amount of selling expense so ex- 
pressed for the entire group is $4.62. 
For the stores which turned their 
stock less than once it is $10.21, and 
from this figure as a maximum the 
amounts rapidly decrease to $1.73 for 
those stores having four or more 
annual turns. 

These decreasing amounts of selling 
expense in relation to sales per stock 
turnover immediately suggest the 
saving which is possible to stores hj 
increasing the rates at which thej 
turn their stock. After all, the 
amounts of selling expense in terms 
of sales alone do not tell a complete 
story. It is only when such expense 
is expressed on a unit basis that the 
true comparative significance of the 
costs for stores operating under dif- 
ferent conditions is revealed. 

Table 36, moreover, needs to be 
considered in connection with the 
forgoing tables in which the size of 
stores is considered from the point of 
view of selling expense. It has been 



TABLE 36 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES FEB STOCK TUBNOVEE, 
FOB 8T0BES CLASSIFIED BY BATES OF STOCK TUBNOVEB, 1919 
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TABLE 37 



TOTAL NET SALES, SELUNG EXPENSE, AND AMOUNT OF SELLING EXPENSE 
OF TOTAL X^ET SALES, FOR STORES CXASSIFIED BY RATES OF 
STOCK TURNOVER AND BT SIZE, 1919 
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shown repeatedly that the selling ex- 
pense of stores increases directly with 
their size. When the additional fac- 
tor of tnmover is considered, however, 
it is precisely the stores which are 
large that have relatively high turn- 
over rates and, accordingly, it is these 
stores which have low selling expense 
per $100 of total net sales per stock 
turnover. From this point of view, 
the large stores operate at an advan- 
tage as compared to the small stores. 

The relations of size of store and 
rate of stock turnover to selling ex- 
pense per $100 of total net sales are 
developed in Table 37. The total 
section of this table shows for 282 
stores classified by size the amounts 
of selling expense per $100 of total 
net sales. The comparison reafSrms 
the conclusion that the amounts of 
selling expense increase as the stores 
increase in size. 

When stores are classified by size 
for the different classified rates of 
turnover, in each group the amounts 
of selling expense per $100 of total 
net sales are shown to increase, with 
one exception, with the size of the 
store. The consistency of the increase 
from store-group to store-group is in- 
dicated by the graphic parts of the 
table, while the average amount for 
each group is given in dollars and 
cents. 

Another way of expressing the 
amounts of selling expense of these 
stores, according to size and rates of 
stock turnover, is in terms of total 
expense. This is done in Table 38. 
From an analysis of this table it may 
be concluded that the amounts of 



selling expense per $100 of total ex- 
pense increase for all the stores, and 
for those having classified rates of 
stock turnover, as the amounts of 
sales increase. How consistent this 
increase is for each group of stores 
classified, by rates of stock turnover 
is shown graphically by the lengths 
of the bars which are drawn propor- 
tional to the amounts. 

The significance of Tables 36 to 38, 
inclusive, may be summarized as fol- 
lows: First, the amounts of selling 
expense per $100 of total net sales 
increase as the rates of stock turnover 
increase. This condition holds for 
every group except for the one having 
four or more turns per year. Second, 
the amounts of selling expense per 
$100 of total net sales per stock turn- 
over decrease as the number of stock 
turns increase. Third, the amounts 
of selling expense per $100 of total 
net sales increase for each classified 
rate of stock turnover as the stores 
increase in size. Fourth, the amounts 
of selling expense per $100 of total 
expense increase as stores increase in 
size for those having classified rates 
of stock turnover. 

The relation of selling expense to 
sales and to stock turnover for the 
same 282 stores may be further illus- 
trated by classifying the stores by 
size and by the amounts of inventory 
on hand at the close of the year 1919. 
This is done in Table 39. The 
amounts of selling expense for stores 
of different size and with different 
amounts of inventory are expressed 
first, in terms of total net sales, and 
second, in terms of total net sales per 
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TABLE 38 

TOTAL SZPEN8B, SELUNO EXPENSE, AND AMOUNT OF SELLINO EXPENSE 
OF TOTAL EXPENSE, FOB STORES CLASSIFIED BY BATES OF 
STOCK TUBNOVEB AND BY SIZE, 1919 
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stock tumoyer. Table 39 merits care- 
ful study. It shows: First, that the 
amounts of sellixig expense per $100 
of total net sales increase as stores 
increase in size. Second, that these 
amounts for stores of a given size, 
on the whole, increase as the size of 
the inventory per $100 of total net 
sales increases. Third, that the 
amounts of selling expense per $100 
of total net sales per stock turnover 
for stores of different size increase 
according to the size of store, for 
those stores with sales of less than 



$180,000, while for those with sales 
in excess of this amount, they de- 
crease. Fourth, for each group of 
stores, when classified by size, the 
selling expenses per $100 of total net 
sales per stock turnover increase as 
the amounts of inventory per $100 
of total net sales increase. 

Certain practical conclusions seem 
to follow from the foregoing summary 
statement. To illustrate: There are 
106 stores with annual sales between 
$40,000 and $80,000. For these stores 
it cost, on the average, $7.45 in selling 



TABLE 39 

AMOUNT OF SBZUNQ EXPENSE FEB $100 OF TOTAL NET SALES PER STOCK TURNOVER, 

FOR STORES CLASSIFIED BT SIZE OF STORE AND BY AMOUNT OF 

INVENTORY PER $100 OF TOTAL NET SALES, 1919 
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expense to sell $100 worth of goods. 
However, when the amount of selling 
expense in terms of sales is calculated 
per stock turnover, this amount be- 
comes $4.14, or is reduced 44 per 
cent. For the three stores in this 
group the inventories of which, at the 
close of 1919, were less than $20 per 
$100 of total net sales, the amount 
of selling expense for each $100 
worth of goods sold is $5.85. For 
each turnover, however, the selling 



expense is $1.39. The amounts of 
selling expense in terms of sales in- 
crease as the size of the inventories 
per $100 of total net sales increases. 
They increase much more rapidly, 
however, with the size of the inven- 
tories when they are measured in 
terms of a unit of stock turn. The 
minimum amount in terms of sales 
is $5.85; the maximum is $7.84. In 
terms of stock turnover, the minimum 
is $1.39, and the maximum, $5.23. 



TABLE 40 

CX>ST OF MERCHANDISE SOLD, AVERAGE INVENTORY, AND AVERAaE ANNUAL STOCK 

TURNOVER, FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT OF 

INVENTORY PER $100 OF TOTAL NET SALES, 1919 
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Large inventories relative to sales are 
clearlj a disadvantage when con- 
sidered from the point of view of 
selling expense in relation to sales and 
in relation to sales for each stock turn- 
over. Strennous measures should be 
taken by merchants to reduce their 



inventories in relation to their salea 
Tables 40 and 41 contain, respec- 
tively, the average annual stock turns 
for the stores shown in Table 39, and 
the number of stores having stock 
turns above and below the averages 
for the respective groups. These 



TABLE 41 

KUHBEB OP STORES HAVING SPECIFIED RATES OF STOCK TURNOVER, CLASSIFIED BY 
SIZE AND BT AMOUNT OF INVENTORY PEE $100 OF TOTAL NET SALES, 1919 
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tables are of interest in themselves, 
but are included primarily at this 
place to supplement Table 39 and to 
show how nearly the respective aver- 
ages, used in calculating the selling 
expense per $100 of total net sales 
for each stock turnover, are charac- 
teristic of the conditions in the vari- 
ous stores under consideration. 

Table 42 is identical with Table 39 
except in the order in which the data 
are classified. In this table the 
amounts of selling expense are shown 



both in terms of sales and in terms 
of sales per stock turn for stores with 
different amounts of inventory. For 
all the stores unclassified by inven- 
tories, selling expenses increase as the 
stores increase in size. This condition 
holds, moreover, when the stores are 
classified by the amounts of inventory 
on hand at the close of 1919. The 
nature of the changes in the amounts 
from group to group is shown in the 
graphic part of the table. 



TABLE 42 

AMOUNT OP SELLING EXPENOB PER $100 OF TOTAL NET SALES FEB STOCK TUBNOVEB, 
FOB STORES CliASSIFIED BY AMOUNT OF INVENTORY PER $100 OF 

TOTAL NET SALiES AND BY SIZE, 1919 
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D — Summary. 

(1). The amounts of seUing ex- 
pense per $100 of total net 
sales and also per $100 of 
total net sales per amount 
sold per $1 of inventory de- 
creased between 1914 and 

1918, and between 1918 and 

1919, This is true for all 
stores and also for the stores 
classified by size and by 
amount of inventory per $100 
of total net sales. 

(2). Inventories in terms of sales 
decreased between 1914 and 
1918, and 1918 and 1919. 

(3) . As the inventories in terms of 
sales increase, the amounts of 
selling expense per $100 of 
total net sales on the whole 
decrease. For stores of a 
given size, they increase. In 
terms of the amount sold per 
$1 of inventory and per stock 
turnover the amounnts in- 
crease for all stores and also 
for stores of a given size. 

(4). As the size of the stores in- 
creases, the selling expenses 
per $100 of total net sales per 
amount sold per $1 of inven- 
tory generally increase for 
stores with sales under $180,- 
000 and then decrease for the 
stores with sales of $180,000 
and over. 

(5). The proportions of total ex- 
pense attributable to selling 
increase as the size of the 
stores increases, and decrease 



as the inventories in terms of 
sales increase. 

(6). For stores with a given rate 
of stock turnover, the amounts 
of selling expense, in terms of 
sales alone or of sales and 
stock turnover, increase as the 
stores increase in size. 

(7). For stores with a given rate 
of stock turnover, the amounts 
of selling expense in terms of 
total expense, alone or com- 
bined with the rate of stock 
turnover, increase as stores 
increase in size. 

(8). The amounts of selling ex- 
pense per $100 of total net 
sales increase, and the 
amounts per $100 of total net 
sales per stock turnover de- 
crease as the rates of stock 
turnover increase. 

3. — ^YEARLY AMOUNTS OF SELUNO 
EXPENSE IN RELATION TO THE 
AMOUNTS OP GOODS SOLD PER FULL- 
TIME SALES-PERSON AND TO THE 
METHODS BY WHICH SALESMEN 
ARE PAID, FOR STORES GLASSIFTED 
BY YEARS, BY SIZE, AND BY LOCA- 
TION. 

Sales of goods in clothing stores are 
determined in part by the personnel 
of the sales force, and the selling ex- 
pense in its relation to sales is con- 
trolled largely by the number of 
salesmen employed and the amount 
of sales which they make in a given 
lengrth of time. In order to get some 
measure of the variations in selling 
expense for stores under different 
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conditions of operation and different 
methods of paying salesmen, it has 
been thought of interest to study a 
group of stores in detail. In the 
present section the analysis of selling 
expense is directed toward this end. 
Two units have been used to 
measure amounts of selling expense. 
First, they are expressed in terms of 
sales, and second, in terms of total 
expense. Both of these units, how- 
ever, are now refined so as to secure 
the amounts in terms of $1,000 of 
sales per full-time sales-person and in 
terms of the rapidity with which stock 
is turned during a year.* 

(1) — ^YEARLY AMOUNTS OF SELLING 
EXPENSE IN BELATION TO 
AMOUNTS OF GOODS SOLD FEB 
FULL-TIME SALES-PEBSON. 

A. — Yearly Amounts of Selling 
Expense per $100 of Total Net 
Sales and per $100 of Total 
Expense, 1919, 1918, and 1914. 

The records of 146 identical stores 
for the years 1919, 1918, and 1914 
are available for a study of the 
amounts of selling expense in stores 
in relation to the amount sold per 
full-time sales-person. Subsequent 
analysis — pages 89 to 111 — shows the 
amounts of selling expense expressed 
in terms of both sales and total ex- 
pense for stores classified by size and 
by the amounts sold per full-time 
sales-person. The present discussion 
is concerned with the relation between 

* The methods bj which these units are 
computed are explained on page 4, items 
19^ 20, 22, and 23. 



selling expense and sales measured in 
both units for the 146 stores for the 
three years. 

Table 43 shows for the 438 store- 
years, 1914, 1918, and 1919, combined, 
that it cost $10.76 to sell $100 worth 
of goods. In 1919 the corresponding 
amount was $10.39; in 1918 it was 
$10.94; and in 1914, $11.35. That is, 
the amounts decreased between 1914 
and 1918, and 1918 and 1919, the per- 
centage of difference between 1914 
and 1918 being 3.6, and between 1918 
and 1919, 5.0. When the amounts 
of selling expense per $100 of total 
net sales are shown for each $1,000 
sold per full-time sales-person they 
are reduced, but follow the same 
general direction from year to year. 
In 1919, the average amount was 
$0.51, in 1918 it was $0.70, and in 
1914, $1.00. That is, the amounts 
decreased between 1914 and 1918, and 
1918 and 1919, the percentage of 
change from 1914 to 1918 being 30.0, 
and between 1918 and 1919, 27.1. 

The occasion for the decrease from 
year to* year is shown in Table 44, 
wherein the amounts sold per full- 
time sales-person are given. For the 
combined years the average amount 
so sold was $16,149. In 1919 it was 
$20,437, in 1918 it was $15,613, and 
in 1914, $11,345. That is, between 
1914 and 1918 the amounts increased 
by 37.6, and between 1918 and 1919 
by 30.9 per cent. The stores have 
much lower average amounts of sell- 
ing expense in 1919 than in the other 
years, when they are expressed in the 
activities of their full-time sales- 
people, than when they are expressed 
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solely in the amount of their total 
sales. 

In Table 3 attention was called to 
the fact that for the 154 stores con- 
sideredy the amounts of selling ex- 
pense per $100 of total expense in- 
creased between 1914 and 1918, and 
between 1918 and 1919, the percent- 
age of change being 1.6 per cent, 
between 1914 and 1918, and 4.5 per 



cent, between 1914 and 1919. For the 
146 stores now under consideration, 
as shown in Table 45, the actual 
amounts closely correspond to those 
for 154 stores, the direction of change, 
from year to year, however, being 
somewhat different. In 1914, $50.18 
out of every $100 of total expense was 
due to selling. In 1918 the amount 
was $49.39, and in 1919, $50.90. 



TABLE 43 

AM0X7NT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PEB $1,000 OF SALES 
PES FULXi-TIME SAIjES-PEBSON, FOB 146 IDENTIOAIi STORES CLASSI- 
FIED BY AMOUNT OF SALES PEB FULL-TIME SALES- 
PEBSON, 19;9, 1918, AND 1914 
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That is, between 1914 and 1918 the 
amounts slightly decreased and be- 
tween 1918 and 1919 slightly in- 
creased. The differences in actual 
amounts and the direction of the 
changes from year to year are, of 
course, due to the fact that stores 
differing in number and identity are 
considered. 
When the amounts of selling ex- 



pense per $100 of total expense are 
shown for every $1,000 sold per fall- 
time sales-person, as in Table 45, the 
$50.18 for 1914 becomes $4.42, the 
$49.39 for 1918 becomes $3.16, and 
the $50.90 for 1919 becomes $2.49. 
That is, between 1914 and 1918, and 
between 1918 and 1919 the amounts 
decreased, the percentages of change 
being, respectively, 28.5 and 21.2. 



TABLE 44 

TOTAL NET SALES, NUMBER OF FULL-TIME SALES-PEOPLE, AND AMOUNT OF SALES 
FUUi-TIME SALES-PEBSON, FOB 146 mENTICAL STOBES CLASSIFIED BY 
AMOUNT OF SELLING EXPENSE PEB $100 OF TOTAL NET 
SALES, 1919, 1918, AND 1914 
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These decreases from year to year, 
like those shown immediately above, 
where the unit of interpretation is 
sales, are to be attributed largely to 
the increased sales per full-time sales- 
person. 

Without repeating the conclusions 
reached on page 52, concerning the 
amounts of selling expense, first in 
terms of sales, and second in terms of 
total exi>ense for the different years 
and the change from year to year, all 
of which are confirmed by the figures 
shown in Tables 43 and 45, it may be 
concluded from these tables that sell- 
hxg expense per $100 of total net sales 
and per $100 of total expense for each 
$1,000 of goods sold per full-time 
sales-person was less in 1918 than in 
1914 and less in 1919 than in either 
of the other years. That is, in spite 
of the increased selling and total 
operating expenses from year to year, 
increased sales per salesman sufficed 
to reduce the amount of selling ex- 
pense both in terms of sales and in 
terms of total expense. 

B. — Yearly Amounts of Selling 
Expense per $100 of Total Net 
Sales and per $100 of Total 
Expense, for Stores Classified 
ly Size, 1919, 1918, and 1914. 

Two measures of the amounts of 
selling expense per $100 of total net 
sales and per $100 of total expense 
are available for stores classified by 
size and by amounts sold per full-time 
sales-person. The first is in terms of 
stock turnover, and the second, in 
terms of $1,000 sold per full-time 
sales-person. The present discussion 



has to do with the amounts in terms 
of sales per stock turnover for stores 
for 1919. 

The analysis above, page 42, and 
in various other places throughout 
the discussion, has shown that the 
amounts of selling expense per $100 
of total net sales increase as stores 
increase in size. Moreover, the dis- 
cussion in Volume I * of the Bureau's 
study of Costs, Merchandising Prac- 
tices, Advertising and Sales in the 
Retail Distribution of Clothing, shows 
that the amounts of sales per full- 
time sales-person are larger in the 
large than in the small stores. Ac- 
cordingly, when stores are classified 
by size and by the amount of sales per 
full-time sales-person, as in Table 46, 
it might be expected that the stores 
within each sales-group which had 
large amounts of sales per full-time 
sales-person would have large selling 
expense per $100 of total net sales. 
This result, however, is not brought 
out in the table. The reason for this 
may be explained as follows : Not all 
large stores had large amounts, nor 
all small stores small amounts sold 
per fidl-time sales-person. Moreover, 
not all stores having small amounts 
of sales per full-time sales-person had 
relatively large selling expense, nor 
did all stores which had relatively 
large sales per full-time sales-i>erson 
have relatively small amounts of sell- 
ing expense per $100 of sales. The 
size of the stbre alone would tend to 
cause selling expense to increase, 
while higher sales per sales-person 
would tend to reduce the amounts 

* Page 92. 
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TABLE 45 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL EXPENSE PER $1,000 OF SALES 

PEB FULL-TIME SALES-PERSON, FOB 146 IDENTICAL STORES CLASSIFIED 

BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 

1919, 1918, AND 1914 




when they are expressed in sales. 
These different tendencies do not 
wholly balance each other. 

In so far as it is possible to gener- 
alize with respect to the amounts of 
selling expense for stores with dif- 
ferent amounts sold per full-time 
sales-person, it may be said that in 
terms of sales they vary inversely 
with the amounts sold per full-time 
sales-person. That is, the reduction 



in selling expense, accompanying in- 
creased sales on the part of salesmen 
in the larger stores, tends more than 
to balance the higher selling ex- 
pense associated -with these stores. 

When the amounts of selling ex- 
pense are expressed in terms of net 
sales i>er stock turnover, however, as 
in the column of Table 46 bearing this 
caption, the direction of change in the 
amounts for stores having different 
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TABLE 46 

AMOUNT OF SELLING EXPENSE PEB $100 OF TOTAL NET SALES PER STOCK TURNOVEB, 

FOB STOBES CLASSIFIED BT SIZE AND BT AMOUNT OF SALES 

PEB FULI/-TIME SAIiBS-PEBSON, 1919 
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sales per full-time sales-person is not 
so uncertain. Both turnover rates 
and selling expense in terms of sales 
are relatively high in the large stores. 
When the amounts of selling expense 
are expressed per $100 of sales per 
turnover, they decrease as the amounts 
sold per full-time sales-person in- 
crease. That is, the more rapid turns 
associated with large sales per sales- 
person convert the questionable direc- 
tion of change from store-group to 
store-group into one which is abso- 
lutely certain. 

The regularity of the change in the 
amounts of selling expense per $100 
of total net sales and per $100 of 
sales per turnover for the stores, when 
classified by size and by the amounts 
sold per full-time sales-i)0rson, is 
shown graphically in Table 46. The 
detailed analysis of the figures points 
the following conclusions: First, the 
amounts of selling expense per $100 
of total net sales increase as the stores 
increase in size. Second, amounts of 
selling expense per $100 of total net 
sales for stores of a given size roughly 
decrease as the amounts sold per full- 
time sales-person increase. Third, 
the amounts of selling expense per 
$100 of total net sales per stock turn- 
over increase as stores increase in size 
for stores with sales under $180,000. 
This condition is also true for stores 
of different size, but with the same 
amounts of sales per full-time sales- 
person. Fourth, the amounts of sell- 
ing expense per $100 of total net sales 
per stock turnover decrease as the 
amounts of sales per full-time sales- 
person increase. This condition holds 



not only for stores as a whole, but 
also when they are classified by size. 

The practical significance of these 
conclusions to merchants is that the 
amounts of selling expense in terms 
of sales and in terms of sales per stock 
turnover may be decreased by increas- 
ing the amounts sold per full-time 
sales-person. The latter condition 
may result from stimulating the sales 
of a given force or from securing the 
same sales with a diminished force. 

The foregoing discussion refers to 
the amounts of selling expense for 
269 stores with different amounts of 
sales per full-time sales-person, for the 
year 1919, the measures of selling 
expense being given first in terms of 
saleSy and second in terms of the num- 
ber of stock turns per year. 

Another method of analyzing the 
selling expenses for these stores for 
1919 is to express them in terms of 
sales per $1,000 of goods sold for each 
full-time sales-person. This is done 
in Table 47. In this year for the 269 
stores it cost on the average $0.50 to 
sell $100 worth of goods for each 
$1,000 sold per full-time sales-person. 
For the stores with sales under 
$40,000, the corresponding amount 
was $0.35; for those with sales of 
$40,000 to $80,000 it was $0.45; for 
those with sales of $80,000 to $180,000 
it was $0.52 ; and for those with sales 
of $180,000 and over it was $0.50. 
That is, the amounts tend generally 
to increase as the stores increase in 
size. It will be recalled that amounts 
of selling expense in terms of sales 
increase as stores increase in size. 
The amounts sold per full-time sales- 
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TABLE 47 



AMOUNT OF SKLLINO EXPENSE PER $100 OF TOTAL NET SALES FEB $1,000 OF SALES 

FEB FULL-TIME SALES-PERSON, FOR STORES CLASSIFIED BT SIZE OF STORE 

AND BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1919 
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person likewise tend to increase as 
stores increase in size. However, 
when the amounts of selling expense 
are expressed in terms of sales for 
each $1,000 of goods sold per full-time 
sales-person, inasmuch as they in- 



crease, it follows that the amounts of 
selling expense for stores of different 
size increase more rapidly in terms of 
sales than do the amounts sold per 
full-time sales-person. For the year 
1919y the actual amounts sold by each 



93 



person are given in tabular and 
graphic form in Table 48. 

We are, however, not concerned at 
this place with store-size alone. 
Equally interesting details of Table 
47 are the amounts of selling expense 
in terms of sales alone and per $1,000 
sold per full-timje isales-person for 
stores of essentially the same size, but 
with different amounts sold per full- 
time sales-person. The stores are 
divided as usual into four groups. 
Within each one the amount^ of sell- 
ing expense rapidly decrease per $100 
of sales per $1,000 sold per full-time 
sales-person as the amounts sold per 
salesman increase. For all the stores, 
the average amount of selling expense 
expressed in this way, for stores in 
which each full-time sales-person sold 
less than $12,000 per year, was $0.95. 
From this as a maximum, the amounts 
of selling expense decrease to $0.24 
for the stores having sales per full- 
time sales-person of $32,000 and over. 
It is unnecessary to point out in detail 
the rapidity of the decline in the 
amounts for the stores when classified 
by size. The part of the table bearing 
the caption, ** Selling Expense per 
$100 of Total Net Sales per $1,000 of 
Sales per Full-time Sale&-person,'' 
shows this in a graphic manner. 

The average amounts sold per full- 
time sales-person for the 269 stores 
classified by size and by the amounts 
of selling expense per $100 of total 
net sales are shown in Table 48. For 
each of the different groups of stores 
classified by size, the amounts sold 
per full-time sales-person decrease as 
the amounts of selling expense per 



$100 of total net sales increase. That 
is, the relationship between selling 
expense in terms of sales and amount 
sold per full-time sales-person is in- 
verse. 

The amounts sold per full-time 
sales-person, as shown in Table 48, 
are, of course, averages. It will be of 
interest briefly to indicate, for a single 
group of stores, how nearly these 
averages characterize the more de- 
tailed conditions. The 103 stores with 
annual sales in 1919 of $40,000 to 
$80,000 may be chosen for illustrative 
purposes. The average amount sold 
per salesman in the stores having 
selling expense less than $6 per $100 
of total net sales was $19,516. How- 
ever, in 32 per cent, of these stores, 
the amounts sold per salesman were 
less than $16,000 and in 68 per cent, 
in excess of this amount. For those 
stores having selling expense of $6 
to $12 per $100 of total net sales, the 
average amount was $15,788. In 55 
per cent, of the stores the amounts 
sold per full-time sales-person were 
less than $16,000 and in 45 per cent, 
in excess of this amount. For stores 
with selling expense of $12 and over 
per $100 of total net sales the average 
amount was $13,122. In 82 per cent, 
of the stores, however, the amounts 
sold per full-time sales-person were 
less than $16,000 and in 18 per cent, 
of the stores, $16,000 and over. The 
inverse relationship between the aver- 
age amount of selling expense per 
$100 of total net sales and the amount 
sold per full-time sales-person shown 
in Table 48 also holds for the amounts 
of sales in detail. 
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TABLE 48 

TOTAL. NET SALES, NUMBER OF FULL-TIME SALES-PEOPLE, AND AMOUNT OF SALES PEB 

FULL-TIME SALES-PERSON, FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF SELLING EXPENSE PER $100 OF TOTAL NET SALES, 1919 
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The discussion immediately above 
refers to the year 1919 alone. In view 
of the increase in the amounts of sales 
per full-time sales-person and the de- 
crease in selling expense per $100 of 
total net sales from year to year, it 
has been thought necessary to extend 
the analysis by comparing a group of 



identical stores for the years 1919, 
1918, and 1914 in the particulars 
under discussion. For this purpose 
the records of 146 identical stores are 
available. 

Table 49 shows for 438 store-years 
the amounts of selling expense per 
of total net sales and per $100 
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TABLE 49 

AMOUNT OP SELONO EXPENSE PER $100 OP TOTAL NET SALES PER $1,000 OF 
PES FULL-TIME SALES-PERSON, FOR 146 IDENTICAL STORES CLASSIFIED 
BY SIZE OF STORE AND BY AMOUNT OF SALES PER FULL-TIMB 
SALES-PERSON, 1919, 1918, AND 1914, COMBINED 




of sales for each $1,000 sold per full- 
time sales-person for stores classified 
by size and by the amounts so sold. 
The total amounts of selling expense 
per $100 of total net sales for each 
group of stores classified by size, while 
differing in degree from the figures 



shown for 1919, reveal the same un- 
mistakable tendency for the amounts 
to increase as the stores increase in 
size. An inverse tendency is again 
shown in the amounts of selling ex- 
pense per $100 of total net sales per 
$1,000 sold per full-time sales-person 
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for the stores dassified by size. For 
stores of a given size, the amounts of 
selling expense per $100 of total net 
sales and per $100 of total net sales 
for each $1,000 sold per full-time 
sales-person decrease as the amounts 
sold per full-time sales-person in- 



Table 49 gives the data for the com- 
bined years and should be closely 
studied in connection with Tables 50 
to 52, inclusive, for the years 1919, 
1918, and 1914, respectively. It is 
unnecessary to point out in detail the 
size of the amounts of selling expense 
in terms of sales alone and in terms 



TABLE 50 

AMOUNT OF SEUJNG EXPENSE PER $100 OF TOTAL NET SALES FEB $1,000 OF SALES 

FEB FULL-TIME SALES-PERSON, FOB 146 STORES CLASSOnSD BY SIZE AND 

BY AMOUNT OF SALES PEB FULL-TIME 8ALES-PEBS0N, 1919 
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of sales per $1,000 sold per full-time 
sales-person for the stores in each of 
the years. The discussion of the 269 
stores for 1919 applies equally well 
to Table 50 which is based upon the 
records of 146 stores in the same year. 
Minor differences in the actual 



amounts and in the tendencies re- 
vealed may be seen from year to year 
by consulting Tables 51 and 52 for 
the years 1918 and 1914, respectively. 
A comparison of the changes in the 
amounts of selling expense from year 
to year for this group of identical 



TABLE 51 

AMOUNT OF SEUJNQ EXPENSE PEB $100 OF TOTAL NET SALES PES $1,000 OF SALES 

PEB FULL-TIME SALES-PEBSON, FOB 146 STOBES CLASSIFIED BY SIZE AND 

BY AMOUNT OF SALES PEB FULL-TIME SALES-PEBSON, 1918 
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stores as dassified is interesting. In 
Table 43 for this same gproup of stores 
it was shown that the amounts of 
selling expense per $100 of total net 
sales decreased from 1914 to 1918, 
and 1918 to 1919. A similar, but 
more pronounced decrease was ob- 
served for the amounts of selling ex- 
pense per $100 of total net sales per 
$1,000 sold per full-time sales-person. 
These tendencies for stores unclassi- 
fied as to size, as in Table 43, are 
duplicated in Tables 50 to 52, inclu- 
sive, where stores are classified by 
size and by the amounts sold per 
person. As illustrative of the changes 
in the amounts from year to year for 
the stores arranged in this manner, 
the group having sales from $40,000 
to $80,000 may be chosen. For the 
combined years the average amount 
of selling expense per $100 of total 
net sales was $9.20. For 1914 it was 
$10.96, for 1918 it was $9.36, and for 
1919, $7.49. Similar decreases from 
year to year are observed for stores 
havmg sales of $40,000 to $80,000, 
and with amounts sold per full-time 
sales-person of less than $24,000. For 
the stores having amounts sold per 
fnll-time sales-person in excess of 
$24,000 the number of instances are 
too few to serve as a basis for gener- 
alization. Had more stores in this 
group been available for study, it is 
felt that the direction of change 
would have been the same. Analysis 
of the stores with larger annual sales 
gives the same general result. 

The amounts of selling expense per 
$100 of total net sales for each $1,000 
sold per full-time sales-person, for the 



stores with annual sales of $40,000 
to $80,000 may be compared also from 
year to year. For the combined years, 
the amount was $0.69. For 1914 it 
was $0.97, for 1918 it was $0.71, and 
for 1919, $0.46. That is, the amounts 
decreased from 1914 to 1918, and 1918 
to 1919, as one would expect in view 
of the larger amounts sold per sales- 
person in the later than in the earlier 
years. Similar decreases occur from 
year to year for the stores in this 
group when classified by the amounts 
sold per full-time sales-person. The 
reader may compare the amounts by 
consulting the details of Tables 50 to 
52, inclusive. 

The amounts of selling expense per 
$100 of total net sales for each $1,000 
sold per full-time sales-person depend 
upon the relation first, of selling ex- 
pense to sales, and second, of the num- 
ber of sales-people to the total amount 
sold during the year. Tables 53 to 
55, inclusive, are introduced to show 
from year to year, for stores classi- 
fied by size and by amounts of selling 
expense in relation to sales, the extent 
of the salesmen's activities. The de- 
tails should be consulted in connection 
with Tables 49 to 52. A moment's 
consideration of them may be of 
interest. For the combined years, 
based upon 438 store-years, the aver- 
age amount of goods sold per full- 
time sales-person was $16,149. This 
amount agrees very closely with the 
result secured in Volume I, page 92, 
of the Bureau's study of Costs, Mer- 
chandising PraciiceSy Advertising <md 
Sales in the Retail Distribution of 
Clothing, where the average amount 
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TABLE 52 



AMOUNT OF SELUNO BXPENSB PER $100 OF TOTAL NET SALES FEB $1,000 OF SALES 

FEB FTILL-TIME SALES-PEBSON, FOB 146 8T0BES CLASSIFIED BY SIZE AND 

BY AMOUNT OF SALES FEB FULL-TIME SALES-PEBSON, 1914 
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for 974 store-years is seen to be $16,- 
230. In 1919, the average amount for 
146 stores was $20,437 ; in 1918 it was 
$15,613, and in 1914, $11,345. These 
amonnts for the individual years like- 
wise closely correspond to those shown 
in Tables 61^ 62, and 63, respectively, 



in Volume I of the Bureau's study, 
referred to above. Moreover, the in- 
creases from year to year also hold 
for each gproup of stores when classi- 
fied by size. When the stores are 
gprouped by size, the amounts sold per 
full-time sales-person are shown to 



100 



increase for the combined years and 
for each year as the size of the store 
increases. This condition also agrees 
with that shown in Volume I of the 
Bureau's study. 

It was shown in Table 48 for 1919 
for 269 stores that the amounts sold 
per full-time sales-person vary in- 



versely- with' thef aniotiiits 'eft '(Selling 
expense per $100 of total net sales, 
when the stores are treated as a total 
and when classified by size. A similar 
condition holds, as is shown in Tables 
53 to 56, for a group of identical 
stores for the combined and indi- 
vidual years 1919, 1918, and 1914. 



TABLE 53 

TOTAL NET SALES, NUMBEB OF FULL-TIME SALES-PEOPLE, AND AMOUNT OF SALES PER 

FULL-TIME SALBS-PEBSON, FOR 146 IDENTICAL STORES CLASSIFIED BT 

SIZE AND AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL 

NET SALES, 1919, 1918, AND 1914, COMBINED 
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Frdftk the tUsctnasion of- thc^ 'lonounts 
of selling expense per $100 of total 
net sales and per $100 of sales per 
$1,000 sold per full-time sales-person 
for stores classified by size and by the 
amounts sold per full-time sales- 
person, it may be concluded as fol- 
lows: First, the amounts of selling 



expense per $100 of total net sales 
roughly decrease as the amounts sold 
per full-time sales-person increase. 
This condition is true not only for the 
stores treated as a whole, but also 
when they are classified by size. 
Moreover, it is true for the combined 
as well as for the individual years. 



TABLE 54 

TOTAL NET SALES, NUMBER OF FXHiL-TIME SALES-PEOPLE, AND AMOUNT OF SALES PES 

FULL-TIME SALES-PEBSON, FOB 146 STORES CLASSIFIED BT SIZE AND AMOUNT 

OF SELUNG EXPENSE PER $100 OF TOTAL NET SALES, 1919 
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Second, the amounts of selling ex- 
pense per $100 of total net sales per 
$1,000 sold per fnll-time sales-person 
increase as the stores increase in size 
and decrease as the amounts sold per 
full-time sales-person increase. That 
is, relative to the size of the stores, 
the amounts vary directly, but rela- 



tive to the amounts sold per full-time 
sales-person, they vary inversely. 
This condition holds not only for the 
stores in the combined years, but also 
for the stores in each of the years 
1919, 1918, and 1914. 

The practical aspects of these con- 
clusions from the standpoint of the 
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TOTAL NBT 8ALBS, NUMBER OF FULL-TIME SALES-PEOPLE, AND AMOUNT OF SALES FEB 

FULLrTIME SALES-PEBSON, FOB 146 STOKES CLASSIFIED BT SIZE AND AMOUNT 

OF SELLING EXPENSE PER $100 OF TOTAL NET SALES, 1918 
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merchant may be stated as follows: 
If it is desired to decrease selling 
expense in relation to sales, one 
method by which it may be done is 
to increase the amounts sold per full- 
time sales-person per year. The ex- 
tent to which the reduction may be 
expected, for stores of a given size. 



is revealed in the detailed figures in 
Tables 46 to 56, inclusive. 

In the foregoing discussion the 
amounts of selling expense have been 
expressed per $100 of sales, per $100 
of total net sales per stock turnover, 
and per $100 total net sales for each 
$1,000 sold for a full-time sales- 



TABLE 56 

TOTAL NET SALES, NUMBER OF FULL-TIME SALES-PEOPLE, AND AMOUNT OF SALES FEB 

FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND AMOUNT 

OF SELLING EXPENSE PER $100 OF TOTAL NET SALES^ 1914 
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person. They may also be stated in 
terms of $100 of total expense, per 
$100 of total expense per stock turn- 
over, and per $100 of total expense 
per $1,000 sold per full-time sales- 
person. For these latter purposes, 
the records of 269 stores are available 
for 1919 and 146 for each of the years 
1919, 1918, and 1914. By foUowing 
the order of discussion previously 
employed, the amounts may now be 
related to total expense. 

Table 57, which applies to 269 
stores for the year 1919, shows the 
amounts of selling expense in stores 
classified by size and by the amount 
of sales per full-time sales-person. 
The units of analysis used are: for 
each $100 of total expense, and for 
each $100 of total expense per stock 
turnover. 

It will be recalled from an earlier 
discussion that the amounts of selling 
expense and total expense per $100 
of total net sales increase as the stores 
increase in size. When the amounts 
of selling expense are expressed in 
terms of $100 of total expense, that is, 
as proportions of total expense, they 
also increase as the stores increase in 
size. This means that the rate at 
which selling expense increases with 
the size of the store exceeds that for 
total expense. 

For the 269 stores considered in 
Table 57, the average amount of sell- 
ing expense per $100 of total expense 
in 1919 was $48.92. For the stores 
with sales under $40,000 it was 
$34.90; for those with sales of $40,- 
000 to $80,000 it was $42.00; for 
those with sales of $80,000 to $180,000 



it was $51.66, and for those with sales 
of $180,000 and over it was $49.95. 
That is, the amounts increase with 
the size of the store except for the 
last group of stores — ^those with 
annual sales of $180,000 and over. 
When the amounts of selling expense 
are expressed in terms of total ex- 
pense per stock turnover,* the aver- 
age amount for all stores is $22.24. 
For those stores with sales under 
$40,000 it is $23.27; for those with 
sales of $40,000 to $80,000 it is $23.33 ; 
for those with sales of $80,000 to 
$180,000 it is $27.19; and for those 
with sales of $180,000 and over it is 
$18.50. That is, the amounts for the 
first two groups are essentially con- 
stant. For the group with sales of 
$80,000 to $180,000, the average is 
considerably larger, and for the group 
with sales of $180,000 and over, 
smaller than that for any other single 
group. The size of the amounts for 
the latter group of stores is explained 
primarily by the presence of some 
stores with large sales and rapid stock 
turns. 

When the different groups of stores 
are considered according to the 
amounts sold per full-time sales- 
I)er8on, the amounts of selling expense 
per $100 of total expense irregularly 
decrease as the amounts sold per per- 
son increase. The decrease is some- 
what more regular, however, when 
the amounts of selling expense per 
$100 of total expense are shown for 
each stock turnover. 

Table 57 is instructive because of 

* The method by which this unit is com- 
puted is explained on page 4, item 20. 
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TABLE 57 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL EXPENSE PER STOCK TURNOVER^ 

FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT OF SALES 

PER FULL-TIME SALES-PERSON. 1919 




the light which it throws on the over- 
head expense in stores of different 
size, under different conditions of 
sales activities per salesman, and 
different rates of stock turnover. 
Selling expense becomes an increasing 



proportion of total expense as stores 
increase in size. By total expense is 
meant the entire expense of operation. 
Moreover, selling expense per $100 
of total expense per stock turnover 
becomes, on the whole, larger as stores 
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increase in size. The practical sig- 
nificance to the merchant of these and 
other conclusions to which one is led 
from analyzing Table 57 is that he 
may expect selling expense as com- 
pared to total expense to become 
larger as he increases the volume of 
his business, and may expect it to 
become smaller for a given amount 
of business as he increases the sales 
of his full-time sales-people. Both 
conditions follow when selling ex- 
penses are expressed as a part of total 
expense alone and when expressed in 
the same way per stock turnover. 

The detail in Table 57 relates to 
1919 for 269 stores. When the analy- 
sis is extended so as to cover selling 
expense of the same group of stores, 
expressed as a part of total expense 
for each $1,000 sold per full-time 
sales-person, the relation of selling 
expense to total expense, for stores of 
different size and with different 
amounts sold per person, is more 
definite. The selling expense of stores 
80 classified is set out in detail in 
Table 58. For all the stores treated 
as a unity the amount of selling ex- 
pense per $100 of total expense for 
every $1,000 sold per full-time sales- 
person was $2.42. For the stores with 
sales less than $40,000 it was $2.06 ; 
for those with sales of $40,000 to 
$80,000 it was $2.53 ; for those with 
sales of $80,000 to $180,000 it was 
$2.69; and lot those with sales of 
$180,000 and over it was $2.16. That 
is, the amounts increase with store 
size, for stores with sales less than 
$180,000. The amounts decrease for 
the stores having sales in excess of 



this amount. It should be remem- 
bered that the amounts sold per full- 
time sales-person increase with the 
size of the store. This increase, how- 
ever, does not compensate for in- 
creased selling expense per $100 of 
total expense until the stores with 
annual sales of $180,000 and over are 
encountered. 

When the stores are classified by 
size and by the amounts sold per full- 
time person, the selling expense per 
$100 of total expense for each $1,000 
sold decreases as the amounts sold per 
person increase. For the entire group 
the amounts range from $4.14, for 
those with sales under $12,000, to 
$1.05 for those with sales of $32,000 
and over. Similar decreases occur 
for each group of stores when classi- 
fied by size. These are shown in 
graphic form in Table 58. 

In Table 58 two comparisons are 
established: First, the relation of 
selling expense to total expense for 
stores of different size and different 
salesmen's activities, and second, the 
relation of total expense per $1,000 
sold per full-time sales-person for 
stores of the same size with different 
amounts sold per person. The aver- 
ages shown serve as standards by 
which merchants may measure the 
amounts of their selling expense and 
by which they may compare their 
expenses with those of their competi- 
tors differently situated and operating 
under different conditions. 

Table 58, however, covers the year 
1919 only. In view of this fact, it is 
instructive from the same viewpoint 
to consider a group of identical stores 
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TABLE 58 



AMOUNT OF SELLINO EXPENEOB PER $100 OF TOTAL BXPBNBB PER $1,000 OF SALB8 

PER FULL-TIME 8ALES-PEBS0N, FOB 8TOBB8 CLASSIFIED BT SIZE AND BY 

AMOUNT OF SALES PEE FULL-TIME SALES-PEBSON, 1919 
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from year to year, classified in the 
same manner. This is done in Tables 
59 to 62, inclusive. 

Table 59 shows the amounts of 
selling expense per $100 of total ex- 



pense and per $100 of total expense 
per $1,000 sold per full-time sales- 
person for stores in the combined 
years, while Tables 60 to 62, inclusive, 
give corresponding facts for 1919, 
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TABLE 59 

AMOUNT OF SELLING EXPENSE PEB $100 OF TOTAL EXPENSE PER $1,000 OF SALES 
PES FULL-TIME SALES-PERSON, FOB 146 IDENTICAL STORES CLASSIFIED 
BY SIZE AND BT AMOUNT OF BALES PER FULL-TIME SALES- 
PERSON, 1919, 1918, AND 1914, COMBINED 




*Ku Infill M« 



1918, and 1914, respectively. By 
consulting Table 60 it may be seen 
that the relationships between selling 
expense and total expense, expressed 
either in the simple form or in terms 
of $1,000 sold per full-time sales- 
person closely agree with the figures 



in Table 58 based upon a somewhat 
larger number of stores for the same 
year. Moreover, the same tendencies 
that are found in Table 58 are dupli- 
cated with minor differences in Table 
60. 

In the discussion, page 36 above, 
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it was shown that the amounts of 
selling expense per $100 of total 
expense increased between 1914 and 
1918, and 1918 and 1919. In this 
case 154 identical stores were used for 
comparative purposes. In the tables 
now under discussion, the amount in 
1918 is slightly less than in 1914, 



while the amount for 1919 is slightly 
in excess of that for 1918. The differ- 
ences, however, are small and the 
extent of agreement with the facts 
shown in Table 5 significant. The 
direction of the change from year to 
year in the amounts of selling expense 
per $100 of total expense and per $100 



TABLE 60 

AMOUNT OF SELLING EXPENSE PER $100 OP TOTAL EXPENSE PER $1,000 OF SALES 

PER FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND 

BT AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1919 
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of total expense for each $1,000 of 
sales per full-time sales-person, for the 
stores when classified by size and by 
the amount sold per person, generally 
agrees with that for the stores treated 
as a whole. It is unnecessary in this 
connection to point out the differences 
in detail inasmuch as interest now 



lies chiefiy in the change from store- 
group to store-group in each of the 
years. Sufficient attention possibly 
has been given to this matter in the 
consideration of Table 58. Tables 
59 to 62, inclusive, are introduced 
largely to supplement the detail of 
the larger group of stores in Table 58. 



TABLE 61 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL EXPENSE PER $1,000 OF SAUBS 

PER FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND 

BT AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1918 
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TABLE 62 

AMOUNT OF SfiLLINO EXPENSE PER $100 OF TOTAL EXPENSE PER $1,000 OP SALflS 

PER FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND 

BY AMOUNT OF SALES PER FULL-TIMS SALES-PERSON, 1914 




C — Yearly Amounts of Selling 
Expense per $100 of Total Net 
Sales and per $100 of Total 
Expense, for Stores Classified 
by Size and by Size of City in 
Which Located,^ 1919. 

* Population figures are for 1920. 



In Tables 10 to 14, inclusive, it is 
shown that the amonnts of selling 
expense per $100 of total net sales for 
stores of a given size are higher in 
large than in small cities. For the 
stores having annual sales of $40,000 
to $80,000 in the respective city- 
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groiii)Sy the amounts in 1919, as shown 
in Table 10, are $6.89 and $8.66. It 
is now desired to make some further 
comparisons of selling expense for 
stores with a given amount of sales, 
but with different location. This is 
done in Tables 63 to 66, inclusive. 

In Table 63, 103 stores with annual 
sales of $40,000 to $80,000 in 1919 
are classified according to location 
and the amount of sales per full-time 
sale8-i>erson. The average amount of 
selling expense per $100 of total net 
sales for the 89 stores in the small 
cities was $7.34, while for the 14 
stores located in large cities it was 
$8.46. That is, it cost per $100 of 



total net sales $1.12 or 15 per cent 
more to sell goods in stores in the 
large than in stores in small cities. 
Moreover, the stores in the small cities 
have an advantage even when the 
amount sold per salesman remains the 
same. To illustrate: The selling ex- 
pense per $100 of total net sales for 
the 29 stores located in small cities, 
with an average size of $56,780, and 
with sales per sales-person of $12,000 
to $16,000, was $8.48. For the 5 
stores with similar characteristics, 
with an average size of $62,953, but 
located in the larger cities, the cor- 
responding amount was $9.33. Too 
much ought not to be made of these 



TABLE 63 

AMOUNT OF SELLING EXPENSE FEB $100 OF TOTAL NET SALES FEB STOCK TUBNOVEB, 

FOB 8T0BES WITH SALES OF $40,000 TO $80,000, CLASSIFIED BY SIZE OF 

aTY AND BT AMOUNT OF SALES FEB FULL-TIME 8ALES-PEBS0N, 1919 




113 



differences when the amounts are 
based upon a few stores, yet, when 
they are preponderantly one way, as 
they are in the table, the results 
shown by even a few stores become 
significant. Within each city-group, 
the amounts of selling expense per 
$100 of total net sales decrease as the 
amounts sold per salesman increase, 
the continuity of the decrease being 
unbroken for the stores in the small 
cities and, in spite of the fewer stores^ 
interrupted at only two places for 
the stores in the large cities. 

In the analysis of selling expense 
for these stores, however, use may be 
made of another and more refined 
unit ; that is, selling expense per $100 
of sales per turnover. When all the 
stores, taken as a unit, are compared 
in this way, those in the small cities 
which had an advantage when selling 
expense is measured in sales alone, 
are now at a disadvantage, as com- 
pared to those in the lai^e cities. 
Relatively, the amounts of selling 
expense in terms of sales and stock 
turnover for the two groups stand in 
the relation of 107 to 100, the actual 
amounts being $4.32 and $4.03. This 
means that rapidity of turnover for 
the stores in the large cities more than 
compensates for their larger selling 
expense in terms of sales. Such a 
condition also holds for three of the 
groups of stores having the same 
amounts sold per salesman, but with 
different location. In two groups an 
inverse condition obtains. Moreover, 
as the amounts sold per sales-person 
increase, the decline in selling ex- 
pense is more rapid when measured 



in terms of sales per turnover than 
when expressed in sales alone. 

The practical significance of the 
foregoing condition seems to be: 
First, that merchants doing a given 
amount of business have lower 
amounts of selling expense in terms 
of sales in the small, than in the large 
cities, but that they have higher ex- 
penses when they are measured in 
sales per turnover. Second, that for 
a given amount of annual sales, stores 
located in small cities may reduce 
the selling expense per $100 of sales, 
and per $100 of sales per stock turn- 
over, respectively, from $9.41 to $4.88, 
and from $6.27 to $2.44 by increasing 
annual sales per salesman from an 
amount less than $12,000 to $32,000 
and over. 

Table 64 is similar to Table 63. 
The same stores are included and the 
method of g^i^uping them is identical. 
The only additional feature of the 
table is that the unit of exx>ense is 
expressed in terms of sales for each 
$1,000 sold per full-time sales-person. 
It is unnecessary to repeat what has 
been said concerning the comparative 
advantages, with respect to the rela- 
tion of selling expense to sales, of the 
two groups of stores differently lo- 
cated. When the amounts of selling 
expense are expressed in terms of 
sales for each $1,000 sold per full- 
time sales-person, the stores in the 
small cities retain their advantage, 
but one less marked than that which 
characterizes them when selling ex- 
pense is related to sales alone. 

The possibilities of reducing the 
amounts of selling expense per $100 
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TABLE 64 

AMOUNT OF SELUKO EXPENSE PER $100 OF TOTAL NET SALES PER $1,000 OF SALES 
PER FULL-TIME SALES-PERSON, FOR STORES WITH SALES OF $40,000 
TO $80,000, CLASSIFIED BY SIZE OF CITY AND BY AMOUNT 
OF SALES PER FULL-TIME SALES-PERSON, 1919 




of total net sales per $1,000 sold per 
full-time sales-person by stimulating 
sales per salesman are shown by 
amounts in the part of the table 
bearing that caption. 

The effect of store location and the 
amounts of goods sold per full-time 
sales-person on selling expense may 
be shown also by expressing selling 
expense in terms, first of total ex- 
pense, and second of total expense 
per stock turnover. This is done in 
Table 65, which includes the same 
stores as those studied in Tables 63 
and 64. 

Out of each $100 of total expense, 
selling expense constitutes $42.58, for 



the stores in small cities, and $39.30 
for the stores in the large cities. 
That is, selling expense in relation to 
total operating expense is high in the 
stores in the small, and low in the 
stores in the large cities. Relatively, 
however, the advantage accruing to 
the stores in the lai^e cities is less 
when selling expense is expressed in 
relation to total expense alone than 
when given in terms of total exx>ense 
per stock turnover. 

When the stores are classified by 
the amount sold per sales-person, the 
amounts of selling expense per $100 
of total expense decrease as the 
amounts so sold increase, the direction 
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TABLE 65 

AMOUNT OF SELLINa EXPENSE PER $100 OP TOTAL EXPENSE PER STOCK TCJBNOVEB, 

FOB STOBBS WITH SALES OF $40,000 TO $80,000, CLASSIFIED BY SIZE OF dTT 

AND BY AMOUNT OF SALES PEB FULL-TIME 8ALE8-PEBS0N, 1919 




Awnmt/^ 6tt.00 



and consistency of change being more 
marked for the stores in the small 
than for those in the large cities. It 
is readily Been that such a decrease 
should occur because, for a given 
amount of business, the larger the 
amount sold per person, the fewer are 
the salesmen which are needed and 
the less, absolutely and relative to the 
total expense, is the selling expense 
incurred. 

Bather more distinct tendencies in 
the direction of change in selling 
expense in relation to total expense 
for this group of stores are revealed 



when the amounts are expressed per 
unit of stock turnover. Such amounts 
are found in the right-hand part of 
Table 65. The stores in the small 
cities offer better means for compari- 
son because the number involved is 
larger. For the stores in which the 
amount of sales per full-time sales- 
person was less than $12,000, the 
average amount of selling expense per 
$100 of total expense per stock turn- 
over was $29.12. For those with sales 
of $32,000 and over, it was $18.02. 
Between these limits, the amounts de- 
crease as the amounts sold by sales- 
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men increase. For the group of stores 
in the large cities, the direction of 
change in the amounts is inconcluBiye. 
Another method of stating the 
amonnts of selling expense in these 
103 stores classified by location and 
amonnts sold per salesman may be 
nsed to advantage. In Table 66 the 
amounts of selling expense per $100 
of total expense for each $1,000 sold 
per full-time sales-person are shown 
for the stores classified as in Table 65. 
The bases of classification of the stores 
are location and amounts sold per 
salesman. The amounts of selling ex- 
pense in terms of total expense alone 



for the stores thus classified are more 
fully comparable from group to group 
when they are put on a $1,000 basis. 
Thus expressed, they are shown in the 
right-hand column of Table 66. 

Stated in this form, the amounts for 
stores in the small cities are relatively 
high and for those in the large cities, 
relatively low. That is, they stand 
in the same i)osition as do those when 
the unit of measurement is total ex- 
pense alone. Within each city-group 
they decrease as the sales per full- 
time sales-person increase, the abso- 
lute and percentage reductions in the 
small and large city-groups being, re- 



TABLB 66 

AMOUNT OF gELLINO EXPENSE FEB $100 OF TOTAL EXPENSE FEB $1,000 OF SALES 

FEB FULL-TIME SALE8-PEBS0N, FOB STOBES WITH SALES OF $40,000 TO 

$80,000, CLASSIFIED BY SIZE OF CITY AND BY AMOUNT OF 

SALES FEB FULL-TIME SALES-PEBSON, 1919 
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si)ectivel7, $3.45 or 80 per cent, and 
$2.43 or 77 per cent 

2>. — Stunmary. 

(1). The amounts of selling ex- 
pense per $100 of total net 
sales for each $1,000 sold per 
full-time sales-person, and per 
$100 of total expense for each 
$1,000 sold per full-time sales- 
person decreased between 
1914 and 1918, and 1918 and 
1919. This condition holds 
for all stores and also for 
stores classified by size and 
by amount of sales per full- 
time sales-person. 

(2). For stores of a given size, 
the amounts of selling ex- 
pense in terms of sales^ of 
sales per stock turnover, and 
of sales per $1,000 sold per 
full-time sales-person, de- 
crease as the amounts sold by 
each sales -person increase. 
This condition holds for stores 
in both small and large cities. 

(3). For stores with a given 
amount of sales per full-time 
sales-person, selling expenses 
in terms of sales alone, in 
terms of sales combined with 
stock turnover, or in terms of 
the amount sold per full-time 
sales-person, increase as the 
size of the store increases. 

(4). For stores of a given size, the 
proportions of total expense, 
attributable to selling de- 
crease as the amount sold per 
salesman increases. This is 



true when selling expense is 
measured in terms of total 
expense alone, and when com- 
bined with stock turnover or 
$1,000 of sales per full-time 
sales-person. 

(5). For stores with a given 
amount of sales per sales- 
person, the amounts of selling 
expense in terms of total ex- 
pense, in either the single or 
combined units, increase with 
the size of the stores. 

(6). For stores of a given size, the 
average amount of selling ex- 
pense in terms of sales per 
stock turnover is higher for 
stores in small than for those 
in large cities. The amount in 
terms of sales per full-time 
sales-person also is higher for 
the stores located in large 
cities. 

(7) . For stores of a given size, the 
average amount of selling ex- 
pense, in terms of total ex- 
pense combined with either 
stock turnover or the amount 
sold per sales-person, is 
higher for stores in small 
than for those in large cities. 

(2) — YEABLY AMOUNTS OF SELLING 
EXPENSE IN RELATION TO THE 
METHODS BY WHICH SALESMAN 
ABE PAID. 

In the search for an explanation of 
the conditions which account for high 
or low selling expense, an analysis 
has been made of the expenditures 



118 



TABLE 67 



AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER STOCK TUBNOVEB, 
FOB STOKES CLASSIFIED BY SIZE AND BY METHOD OF PAYING 

REGULAR SALESMEN, 1919 
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for this purpose in 1919 for 254 stores 
classified by size and by the methods 
by which salesmen are paid. Two 
methods of compensation are distin- 
guished for purposes of study. The 
stores are classified, first, into those 
which use only straight salaries in 
contrast with those in which salaries 
and commissions are employed; and 
second, into those which pay or do 
not pay some form of bonus. The 
tables bearing upon each of these 
methods of payment contain the re- 
sults of our findings on the relative 
size of the amounts of selling expense 
expressed in different units. 



A. — Yearly Amounia of Selling Ex- 
pense per $100 of Total Nei 
Sales a/nd per $100 of Total Ex- 
pense, for Stores Classified by 
Size, 1919. 

The total amount of wages and sal- 
aries properly chargeable to selling, 
on the average, constituted in 1919, 
63 per cent, of total selling expense.* 
Accordingly, in the comparisons im- 
mediately following, any effect which 
the methods of compensation might 
have on total selling expense would 
be restricted by this fact. In spite 

• Table 178, p. 259. 
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TABLE 68 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES FEB $1,000 OF SALES 

FEB FUUj-TIHE SAUCS-FEBSON, FOB STOBES CLASSIFIED BT SIZE AND 

BY METHOD OF PAYING BEGULAB SALESMEN, 1919 




of this, however, it has been thought 
worth-while to make such compari- 
sons at this place and to reserve for 
a later section the discussion of the 
relation of wages and salaries to total 
net sales and to total expense for 
stores using different methods of 
compensating their employees. 

In Tables 67 and 68 the amounts 
of selling expense in terms of net 
sales, in terms of net sales per stock 
turnover, and in terms of net sales 
for each $1,000 sold per full-time 
sales-person, for stores classified by 
size and by method of compensating 
regular salesmen, are set out in detail. 
Without reviewing the amounts in 



these tables, item by item, it may be 
of interest briefly to summarize them 
and to generalize upon the results 
secured. 

In Table 67, for three of the four 
groups of stores, when classified by 
size, the amounts of selling expense 
per $100 of total net sales are lower 
for stores which pay their employees 
on a straight salary basis.* The dif- 
ferences in amounts, moreover, can 
hardly be attributed to the size of 
the stores involved. It will be re- 
called, of course, that the amounts of 

*The averages which are low are under- 
lined in this and the following tables re- 
lating to this subject. 
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TABLE 69 

AMOUNT OF SEUJNa EXPENSE PER $100 OF TOTAL EXPENSE FEB STOCK TUBNOVBB^ 

FOB STOBES CLASSIFIED BY SIZE AND BY METHOD OF PAYINO 

BEGULAB SALESMEN, 1919 




selling expense per $100 of total net 
sales increase as stores increase in 
size. But the differences in the size 
of the stores in these cases are not 
sufficient to explain the differences in 
the amonnta 

When the amounts of selling ex- 
pense per $100 of total net sales for 
these stores are found per stock turn- 
over, in two of the g^i^ups the amounts 
are lower for stores using straight sal- 
aries, and in two they are lower for 
stores using salaries and commissions. 

When the amounts of selling ex- 
pense per $100 of total net sales are 
expressed in terms of each $1,000 sold 



per full-time sales-person, as in 
Table 68, two of the groups of stores 
show smaller selling expense where 
straight salaries predominate and 
two, smaller selling expense where 
salaries and commissions are used. 
The results of this comparison are 
negative as to any effect which differ- 
ent methods of compensating em- 
ployees may have on selling expense. 
In Tables 69 and 70 the amounts of 
selling expense, for stores classified as 
in Tables 67 and 68, are shown in 
terms of total expense alone, in rela- 
tion to total expense per stock turn- 
over, and in relation to total expense 
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TABLE 70 



AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL EXPENSE PER $1,000 OF SALES 

PER FULL-TIME SALES-PERSON, FOR STORES CLASSIFIED BY SIZE AND BY 

METHOD OF PAYING REGULAR SALESMEN, 1919 
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for each $1,000 sold per full-time 
sales-person* Summarizing these 
tables briefly, it may be observed that, 
in terms of total expense, the amounts 
of selling expense are lower for stores 
using straight salaries in three of the 
groups classified by size. In one 
group an inverse condition obtains. 
When the amounts of selling expense 
X)er $100 of total expense per stock 
turnover are determined, two of the 
groups of stores show the amounts to 
be less when straight salaries are used 
and two groups show them to be less 
when salaries and commissions obtain. 
That is, in terms of this unit alone 
the results are inconclusive. 



When the amounts of selling ex- 
pense per $100 of total expense are 
shown for each $1,000 sold per full- 
time sales-person, as in Table 70, 
three of the groups of stores show 
the amounts to be less when salaries 
and commissions are employed and 
one where straight salaries predom- 
inate. 

From the above tables the evidence 
of a definite relation between the 
methods of compensating employees 
and the amounts of selling expense 
seems conflicting. However, this is not 
the case, as is clear from the following 
summary, when all of the group aver- 
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ages are considered together:* First, 
the amounts of selling expense per 
$100 of total net sales and per $100 
of total expense are lower where 
straight salaries are used in six out of 
the eight eases. In two instances the 
amounts are lower where salaries and 
commissions predominate. Second, in 
four cases out of eight they are lower 
for stores using straight salaries when 
the amounts are expressed in terms of 
sales per turnover and total expense 
per turnover, while in three of the 

* The averagea which are low are under- 
scored in Tables 67 to 70, inelusiTe. 



eight cases they are lower for straight 
salaries when the amounts are ex- 
pressed in terms of sales, and in terms 
of total expense per $1,000 of sales 
per full-time sales-person. Obviously, 
the connection between the method of 
paying salesmen and the amounts of 
selling expense is best measured in 
terms of sales or total expense. The 
conditions affecting turnover and the 
amounts sold per sales-person are so 
varied as to make comparisons in 
such units of comparatively little sig- 
nificance in this connection. The 
amounts are expressed in these more 



TABLE 71 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER STOCK TURNOVER, 
FOR STORES PAVING OR NOT PAYING A BONUS TO REGULAR SALES- 
MEN, CLASSIFIED BY SIZE OF STORE, 1919 
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refined units largely becanae of the 
value which they may have to the in- 
dividual merchant rather than be- 
cause of any value which attaches to 
them for purposes of generalization. 
A distinction which has been made be- 
fore between the act^ial amounts of 
expenditure and the tendencies for 
these amounts to increase or decrease 
should be kept in mind. 

The amounts of selling expense may 
also be compared for stores of differ- 
ent size which pay or do not pay their 
employees bonuses. Comparisons from 
this viewi>oint for 254 stores are con- 
tained in Tables 71 to 74, inclusive. 



Table 71 shows the amounts of sell- 
ing expense per $100 of total net sales 
and per unit of sales per stock turn- 
over for stores classified by size and 
by the use or non-use of bonuses. In 
three of the groups of stores, classified 
by size, the amounts of selling expense 
are lower where bonuses are not 
used.* In one instance an inverse 
condition holds. When the amounts 
of selling expense are shown per $100 
of sales for each stock turnover, two 
groups of the stores have lower 
amounts of selling expense where 

* The averages wldeh are lower are under- 
■eored in Tables 71 to 74, ineliuDTei. 



TABLE 72 

■ 

AMOUNT OF SELUNO EXPENSE PEB $100 OF TOTAL NET SALES ANI> FEB $1,000 OP 

SALES PEB FULL-TIME 8ALBS-PEBS0N, FOB 8TOBE8 PAYING OB NOT PAYINQ A 

BONUS TO BEOULAB SALESMEN, CLAaSSFlBD BY SIZE OF STOBE, 1919 
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TABLE 73 

AMOUNT OF SELLINO EXPENSE PER $100 OF TOTAL EXPENSE PES STOCTK TUBNOVEB^ 
FOB 8T0BES PAYING OR NOT PAYING A BONUS TO BEGULAB SAIiBSMBN, 

CLASSIFIED BY Sim OF STOBB, 1919 




bonnaes are not used and two have 
lower amounts where they are used. 
That is^ when the amounts of selling 
expense are expressed in the second 
tmit, there seems to be no character- 
istic relationship between the amounts 
of selling expense and the use or non- 
use of bonuses. 

Table 72 shows the amounts of sell- 
ing expense for these 254 stores ex- 
pressed in $100 of sales per $1,000 
sold per full-time sales-person. The 
differences from group to group, as 
bonuses are used or not used, are less 
marked when the amounts are ex- 
pressed in this unit than when they 



are given for sales alone, and the di- 
rection of change offers no basis for 
generalization. 

In Table 73 the amounts of selling 
expense are shown for each $100 of 
total exx)ense for the stores classified 
as in Tables 71 and 72. On the whole, 
judging from the amounts of selling 
expense for stores of different size 
and the use or non-use of bonuses^ it 
seems that the amounts are smaller 
for stores which have no bonuses. 
This is the condition in three of the 
four groups. When the amounts of 
selling expense are expressed in terms 
of $100 of total expense per stock 
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TABLE 74 



AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL EXPENSE PEB $1,000 OF 8ALS8 

FEB FULL-TIME SALES-PERSON, FOR STORES PAYING OB NOT PAYING A BONUS 

TO BEGULAB SALESMEN, CLASSIFIED BY SI2E OF STOBE, 1919 
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turnover the same tendency charac- 
terizes the groups of stores, all but 
one of them showing smaller amounts 
of selling expense, expressed in this 
unit, where bonuses are not used. 

In Table 74 the amounts of selling 
expense for the stores classified as in 
Table 73 are shown per $100 of total 
expense per $1,000 of sales per full- 
time sales-person. In two of the 
groups of stores the amounts are 
smaller where bonuses are not used 
and in two, smaller where bonuses 
obtain. No generalization can be 
made from this table in regard to the 



effect of the method of comi)en8ation 
on selling expense. 

The conclusions from Tables 73 and 
74 are not wholly negative if the ex- 
perience is considered as a unit. If 
the amounts of selling expense are ex- 
pressed first, in terms of sales, and 
second, in terms of total expense, 
they are found, in six out of eight 
instances, to be lower where no bon- 
uses are paid. Moreover, in five out 
of eight cases, they are found to be 
lower where no bonuses obtain, when 
they are expressed in sales per turn- 
over and in total expense per tnm- 
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over. When they are expressed in 
terms of total net sales and total ex- 
pense per $1,000 sold per full-time 
sales-person, no significance can be 
attached to the differences according 
to the methods by which salesmen are 
compensated. 

When Tables 67 to 74, inclusive, 
are considered as a unit, the evidence 
that the amounts of selling expense, 
I>er unit of sales and per unit of total 
expense, are lower where no forms of 
extra compensation are paid is cumu- 
lative, inasmuch as the condition 
obtains in twelve of the sixteen cases. 

It is not contended in the above dis- 
cussion that the results of this 
analysis conclusively show that the 
amounts of selling expense are lower 
where neither commissions nor 
bonuses are paid. At best it indicates 
the nature of the weight of evidence 
from the experience available. With 
another selection of stores or addi- 
tional evidence, the conclusions might 
be different. The detail of the tables 
are incorporated in this study largely 
because they represent the informa- 
tion that was available, and so far as 
the Bureau knows, are the only data 
of this character which have been col- 
lected. 



4. — ^TEABLY AMOUNTS OF SBLLIN« EX- 
PENSE IN RELATION TO EXPENDI- 
TURES FOR RENT AND TO INVEST- 
MENTS IN FIXTURES, FOR STORES 
CLASSIFIED BY YEARS, BY SIZE, AND 
BY LOCATION. 

In the preceding sections, the stores 
have been classified according to con- 



ditions which seem to determine the 
amounts of selling expense in relation 
to sales and to other standards. A 
further analysis is now made of the 
stores classified in a somewhat differ- 
ent way. As a working hypothesis it 
seemed certain that the amounts of 
selling expense in stores of different 
size and location would be conditioned 
in part at least by the amounts of 
floor space used, the expenditures 
made for rent per square foot of floor 
space, and the amounts invested in 
fixtures per unit of sales and per unit 
of fioor space. The following tables 
and the discussion concerning them 
present the data bearing upon these 
relationships. 

(1) — ^YEARLY AMOUNTS OF SELLING 
EXPENSE IN RELATION TO EXPEN- 
DITURES FOR RENT PER 100 
SQUARE FEET OF FLOOR SPACE. 

The records of 308 stores are avail- 
able for the study of the relationship 
of selling expense to sales under dif- 
ferent conditions of space utilization 
and expenditures for rent. These 
stores are classified by size and by 
the size of the city in which they are 
located. 

A. — Yearly Amounts of Setting Ex^ 
pense per $100 of Total Net Sales 
far Stores Classified by Size, 
1919. 

Addressing attention first to the 
stores classified by size, some interest- 
ing facts may be deduced from the 
tables concerned. As the stores in- 
crease in size, as shown in Table 75, 
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TABLE 75 



AVKRAGE AMOUNT OP FLOOR SPACE PER STORE, FOR STORES GLASSCPIBD BY 

BT AMOUNT OF RENT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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the amounts of floor space* used per 
store increase. The average amount 
in square feet for the stores having 
aminal sales under $40,000 is 2,171 ; 
for those with annual sales of $40,000 
to $80,000 it is 3,080 ; for those with 
amiual sales of $80,000 to $180,000 it 
is 5,012; and for those with annual 
sales of $180,000 and over, 10,823. 
For a given amount of sales the floor 
space used decreases as the amounts 
of rent paid per 100 square feet of 
floor space increase. 

It may be of interest to point out, 
for a given group of stores, the de- 
tafled conditions having to do with 
the floor space used per store, the 
amount of floor space used per $100 
of total net sales, and the correspond- 
mg amounts of selling expense per 
$100 of total net sales. For this pur- 
pose, 113 stores having annual sales 
of $40,000 to $80,000 will be used. 
The average amount of floor space 
for these stores is 3,080 square feet. 
The average amount per $100 of total 
net sales is 5.35 square feet (Table 
76), and the selling expense per $100 
of total net sales, $7.13 (Table 77). 
As the amounts of rent paid per 100 
square feet of floor space in these 
stores increase, as shown in Table 75, 
the average amounts of floor space 
decrease ; the amount for those which 
pay less than $20 per 100 square feet 
of floor space being 5,886 square feet, 
and for those which pay $60 and over 
for the same amoimt of space, 1,946. 
Moreover, as the amounts of rent paid 

*The total floor space, rather than that 
used for selliiig alone, is the area used in 
this and the following ratios. 



per 100 square feet of floor space in- 
crease, as shown in Table 76, the 
amounts of floor space used per $100 
of total net sales decrease. For the 
stores paying less than $20 per 100 
square feet of floor space, the amount 
is 9.93 square feet, and for those 
spending $60 and over for the same 
amount of space it is 3.28. That is, 
the more valuable the space, as 
evidenced in the rent paid per 100 
square feet of floor space, the smaller 
is the space used in relation to the 
sales. However, when the same group 
of stores is studied from the point of 
view of selling expense per $100 of 
total net sales, as in Table 77, the 
amounts are found generally to in- 
crease as the amounts of rent paid 
per 100 square feet of floor space in- 
crease. The average for the entire 
group is $7.13. For the stores paying 
less than $20 in rent per 100 square 
feet of floor space the amount is $6.63, 
and for those spending $60 and over, 
$8.44. If the tendencies are summar- 
ized for this group of stores, it is 
found that the amounts of floor space 
per store and the amounts of floor 
space per $100 of total net sales de- 
crease, while the amounts of selling 
expense per $100 of total net sales in- 
crease as the amounts of rent per 100 
square feet of floor space increase. 

These conditions, as noted, refer 
alone to one group of stores. An in- 
spection of Tables 75, 76, and 77 will 
show how nearly the conditions are 
duplicated for the various groups. 

Reserving for the moment further 
consideration of Tables 76 and 77, the 
reader's attention is called to Tables 
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TABLE 76 



TOTAL NET SALES, PLOOR SPACE, AND AMOTTNT OP PLOOR SPACE PER $100 OP TOTAL 

NET SALES, POR STORES CLASSIPIED BT SIZE AND BY AMOUNT OP RENT 

PER 100 SQUARE PEET OP PLOOR SPACE, 1919 
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78 to 80, inclusive, where the same 
stores are classified by the amounts 
of rent paid per 100 square feet of 
floor space and by size. In order to 
illustrate the significance of these 
tables, a group of stores paying be- 
tween $20 and $40 in rent per 100 
square feet of floor space, but having 



different annual, sales, are selected. 
In Table 78, with 120 stores involved, 
the average amount of floor space used 
was 4,060 square f eeet. As the stores 
increase in size the amounts used in- 
crease rapidly from 1,876, for those 
with sales of less than $40,000, to 
9,851 for those with sales of $180,000 
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and over. When, for the same group 
of stores^ the amonnts of floor space 
per $100 of total net sales are deter- 
minedy as in Table 79, an inverse con- 
dition holds. The average amount 
of floor space per $100 of total net 
sales is 5.15 square feet. For the 
stores with sales under $40,000 it is 
5.87, and for those with sales of $180,- 
000 and over, 4.31. That is, the stores 



selling most goods require least space 
in terms of sales made. 

The foregoing details, however, re- 
fer solely to the amounts of floor 
space used and the amounts required 
for each $100 of sales. When the 
amounts of selling expense per $100 
of sales for this class of stores, dis- 
tributed by size, are determined as in 
Table 80, the average is $8.17. Those 



TABLE 77 

AMOITNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER SALiBS FEB SQUABB 

FOOT OF FLOOR SPACE, FOB STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF RENT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 




131 



TABLE 78 

AVERAGE AMOUNT OF FLOOR SPACE PER STORE, FOR STORES CI4ASSIFIED BY AMOUNT 

OF BENT PER 100 SQUARE FEET OF FLOOR SPACE AND 

BY SIZE OF STORE, 1919 
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which sell least have an average sell- 
ing expense of $5.80, and those which 
sell most have a selling expense of 
$8.94. That is, the tendency, with a 
single exception, is for the amounts 
to increase as the stores increase in 
size. The conditions observed for this 
single group of stores, classified by 
the amount of rent paid per 100 
square feet of floor space, also char- 
acterize all the stores when they are 
classified into groups by size. How 
nearly the conditions are duplicated 
for the different groups may be 
observed by comparing the detail in 
Table 80. 

The full meaning, however, of 
Tables 76 to 80, inclusive, haa not 
been brought out in the foregoing 
summary and it is necessary to con- 
sider further certain of the details. 

Prom Table 76 it will be observed 
that the larger the store in terms of 
sales, the smaller the floor space re- 
quired per $100 of sales. For those 
sellmg least — under $40,000 — the 
amount is 6.98 square feet, and for 
those selling most — $180,000 and over 
—the amount is 2.85. Between these 
limits, the amounts decrease as the 
stores increase in size. However, as 
is shown in Table 77, the amounts of 
selling expense per $100 of total net 
sales increase as the stores increase in 
size. This is in keeping with the con- 
clusions previously reached at vari- 
ous places. When the selling expense 
per $100 of total net sales is deter- 
mined for the amount sold per square 
foot of floor space,* as in the columns 

* The method by which this unit is com- 
puted is explained on page 4, item 25. 



in Table 77 bearing this captain, it 
will be seen that, as the stores in- 
crease in size, there is a tendency for 
the amounts to decrease. That is, a 
relationship inverse to that found for 
selling expense in terms of sales alone, 
characterizes the stores. Moreover, a 
similar inverse relationship holds 
within each size-group in relation to 
the rent paid per 100 square feet of 
floor space. To illustrate this inverse 
tendency, stores with annual sales of 
$40,000 to $80,000 may again be 
chosen. It costs in selling expense 
per $100 of total net sales, on the 
average, for this group, $7.13. The 
amounts increase as the stores in- 
crease their rent payment per square 
foot. When the amounts of selling 
expense per $100 of total net sales 
are shown for the amounts sold per 
square foot of floor space, the average 
becomes $0.38. The amounts, how- 
ever, measured in this unit, decrease 
as the stores increase their rent 
payments per unit of space. This 
seems to show that high rental is 
expensive in terms of selling expense 
per $100 of sales, but cheap in terms 
of selling expense per $100 of total 
net sales for the amount sold per 
square foot on this space. In other 
words, the sales are enough larger on 
the high rental, as compared with 
those on the low rental space, to con- 
vert high selling expense in terms of 
sales to low selling expense in terms 
of sales per amount sold for each 
square foot. 

For purposes of illustration, stores 
with sales of $40,000 to $80,000 were 
used, but any of the groups might 
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TABLE 79 



TOTAL NET SALES, FLOOR SPACE, AND AMOUNT OP FLOOR SPACE PER $100 OP TOTAL 

NET SALES, FOR STORES CLASSIFIED BT AMOUNT OF RENT PER 100 

SQUARE FEET OP FLOOR SPACE AND BY SIZE OF STORE, 1919 
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have been studied with similar re- 
sults. It is worth while for the reader 
to study the detail of Table 77, more 
particularly those showing the selling 
expense in terms of the extent to 
which the space is used. 

It is also of interest to consider 



further than has been done in the 
preceding statement, the details of 
Tables 79 and 80. In Table 79 the 
amounts of floor space required per 
$100 of total net sales decrease as the 
amounts of rent paid per 100 square 
feet of floor space increase. For the 
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stores paying less than $20 per 100 
square feet of floor space, the amount 
of floor space required for each $100 
of total net sales is 5.96 square feet, 
and from this as a maximum the 
amounts decrease to 5.15, when $20 to 
^40 are paid in rent per 100 square 
feet of floor space, and to 3.76 and 
2.75, respectively, when the amounts 
of rent per 100 square feet of floor 



space are $40 to $60, and $60 and 
over. Moreover, for stores with a 
given amount of rent per 100 square 
feet of floor space, the amounts of 
floor space required for each amount 
of sales decreases as the stores in- 
crease in size. 

Table 80 shows for stores classified 
by the amounts paid for rent per 100 
square feet of floor space and by size, 



TABLE 80 

AMOUNT OF SELUNG EXPENSE PER $100 OF TOTAIi NET SALES PER SALES PER SQUARE 

FOOT OF FLOOR SPACE, FOR STORES CLASSIFIED BY AMOUNT OF 

RENT PER 100 SQUARE FEET OF FLOOR SPACE 

AND BT SIZE OF STORE, 1919 
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the amounts of selling expense ex- 
pressed first, in terms of sales, and 
second, in terms of sales for the 
amount sold per square foot of floor 
space. When the stores are grouped 
without regard to size, the amounts 
of selling expense on the whole tend 
neither to increase nor to decrease 
consistently as the amounts of rent 
paid per 100 square feet of floor space 
increase. When the stores with a 
given amount of rental are classified 
by size, however, the amounts clearly 
increase for each group and for the 
total. The amounts of selling expense 
per $100 of total net sales for the 
amount sold per square foot of floor 
space, however, decrease as the 
amounts of rent paid per 100 square 
feet of floor space increase, and they 
also tend to decrease with a given 
amount of rent paid as the stores in- 
crease in size. That is, with a given 
rent the stores which have high sell- 
ing expense per $100 of total net 
sales have relatively low selling ex- 
pense in terms of sales for the amount 
sold on each square foot of space used. 

Tables 77 and 80 deserve more at- 
tention than can be devoted to them at 
this place. Moreover, the discussion 
in Volumes II and VI of the Bureau's 
study of Cosis, Merchandising Prac- 
tices, Advertising and Sales in the 
Betad Distribution of Clothing, 
which relate, respectively, to the 
amounts of rent and to floor space, 
should be considered in connection 
with this topic. 

Two types of facts to which atten- 
tion has been called at various places 
in the discussion result from an 



analjrsis of these tables. The tables 
show first, the actual amounts of floor 
space used in terms of sales, and the 
amounts of selling expense per $100 
of total net sales and per $100 of total 
net sales for the amount sold per 100 
square feet of floor space for stores 
classified by size and by expenditures 
for rent. Second, they show the re- 
lationships of these amounts under 
the conditions established. That is, 
both standards of expense distribu- 
tion and tendencies for these 
standards to vary are determined. 

B. — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net 
Sales for Stores Classified by 
Size of City in Which Located,* 
1919. 

The amount imid for rent is obvi- 
ously determined largely by the size 
of the city, the type of the building 
used, the location, and other consid- 
erations, attention to which is given 
in Volume II of the Bureau's study 
of Costs, Merchandising Practices, 
Advertising and Sales in the BetaH 
Distribution of Clothing. It is un- 
necessary to repeat what is said there 
or to duplicate the tables. Because 
of the relation of store rent to size 
of city, it is thought worth while, in 
the analysis of selling expense, for 
stores paying different amounts of 
rent per 100 square feet of floor space, 
to classify them according to their 
city location. This is done for 303 
stores in Tables 81 and 82 in which 
two city-groups are used — ^those with 

* Population figures are for 1980. 
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population under 40,000 and those 
with population of 40,000 and over. 

The 225 stores shown in Table 81, 
located in the small cities, utilized, 
on the average, 3,828 square feet of 
floor space, while the 78 in the large 
cities utilized 7,194. In terms of $100 
of sales, however, the stores in the 
small cities used 4.79 square feet and 
those in the large cities, 3.08. Within 
each city-group, both the amounts of 
floor space per store and the amounts 
of floor space per $100 of total net 
sales decrease as the amounts of rent 
paid per 100 square feet of floor space 



increase. That is, the condition with- 
in the city-groups is not diflferent from 
that for the stores when no distinction 
is made according to location. 

Table 82 shows that in the 225 
stores located in the small cities it 
cost, on the average, $8.29 to sell $100 
worth of goods. For the stores in the 
large cities the corresponding amount 
was $11.56. That is, it costs $3.27 
more on the average in the large than 
in the small cities. However, when 
the amounts of selling expense for the 
stores in the two city-groups are ex- 
pressed in terms of sales for the 



TABLE 81 

TOTAL NET SALES, TOTAL FLOOB SPAOE, AND AMOUNT OF FLOOB SPACE FEB $100 

OF TOTAL NET SALES^ FOB STOBES CLASSIFIED BT SIZE OF CTTT AND BY 

AMOUNT OF BENT FEB 100 SQUABE FEET OF FLOOB SPACE, 1919 
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amounts sold per square foot of floor 
space, the disadvantage accompany- 
ing the stores in the large cities is 
converted into an advantage, the 
amounts for the stores in the small 
and the large cities being, respeo 
tively, $0.40 and $0.36. While there 
is a general tendency for the selling 
expenses per $100 of total net sales, 
for the stores in the two groups of 
cities, to increase as the amounts of 
rent paid per 100 square feet of floor 
space increase, an inverse tendency 
holds when the selling expenses are 
expressed in terms of sales for the 
amount sold per square foot of floor 
space. For the stores in the small 
cities which paid less than $20 in 



rent per 100 square feet of floor space, 
the selling expense, in the more re- 
fined unit, is $0.68, and from this as 
a maximum it decreases to $0.26 for 
the stores paying $60 and over in 
rent. A similar, but less certain ten- 
dency characterizes the selling ex- 
penscy similarly expressed, of the 
stores in the large cities. It is un- 
necessary to comment further on 
Tables 81 and 82. The reader's at- 
tention is called to similar tendencies 
as shown in Tables 76 and 77 and to 
that part of Casts^ Mercha/ndising 
Practices, Advertising <md Sales in 
the Retail DistribiUion of Clothing 
which deals with the effect of loca- 
tion on rent. 



TABLE 82 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER BALES PER SQUARE 

FOOT OF FLOOR SPACE, FOR STOKES CLASSIFIED BY SIZE OF CITY AND BY 

AMOUNT OF RENT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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C. — Yearly Amounts of Selling Ex- 
pense per $100 of Tdal Net 
Sales for Siores Classified by 
Size and by Size of City in Which 
Located,^ 1919. 

In the discnssioii of Tables 81 and 
82 of the relation of the amounts of 
selling expense per $100 of sales to 
expenditures for rent per unit of 
floor space, no distinction was made 
for stores of different size. The 
Bureau 's study referred to above and 
the discussion on pages 127 to 138 of 
this volume show conclusively that 
both the size of store and the size of 
the city in which the stores are 
located are important factors in de- 
termining the rent paid per square 
foot of floor space. In keeping with 
this finding it has been thought worth- 
while to study in detail the opera- 
tions of 87 stores with annual sales 
between $40,000 and $80,000 in 1919 
and located in cities with population 
imder 40,000, classified according to 
the amount of rent paid per 100 
square feet of floor space. This is 
done for two reasons : IHrst, to estab- 
lish expense and operation standards 
and second, to determine the direction 
of change in these standards in stores 
according to their rental expenditures 
and locations. The stores are so clas- 
sified in Table 83. 

It is necessary to remind the reader 
that it is not contended that the dif- 
ferent conditions of operation neces- 
sarily stand in the relation of cause 
and effect. To establish conclusively 
a causal connection, would obviously 

* Population figures are for 1920. 



require a more elaborate analysis than 
that which is made. It is of interest, 
however, to observe the association 
between the different amounts of ex- 
penditure and the operating condi- 
tions for the stores classified in this 
way, inasmuch as the merchant who 
desires may compare the results of his 
own operations with those here set 
out when the conditions are dupli- 
cated. 

It is sufiScient in explanation of 
this table to call attention briefiy 
under specific headings to certain 
tendencies shown. As the amounts of 
rent paid per 100 square feet of floor 
space increase, 

1. The amounts of floor space per 
store decrease. 

2. The amounts of floor space per 
$100 of total net sales decrease. 

3. The rent paid per $100 of total 
net sales increases. 

4. The sales per store remain essen- 
tially constant. 

5. The sales per 100 square feet of 
floor space increase. 

6. The sales per sales-person de- 
crease. 

7. The amounts of selling expense 
per $100 of total net sales in- 
crease. 

8. The amounts of selling expense 
per $100 of total net sales per 
stock turnover increase. 

9. The amounts of selling expense 
per $100 of total net sales per 
$1,000 sold per person increase 
with a single exception. 

10. The amounts of selling expense 
per $100 of sales per amount sold 
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per square foot of floor space de- 
crease. 

11. The amounts of total expense per 
$100 of total net sales increase. 

12. The rates of stock turnover on 
the whole decrease, although the 
tendency, in some respects, is 
uncertain. 

13. The amounts of gross margin per 
$100 of total net sales generally 
decrease. 



feet increases. This holds for 
all stores and for stores clas- 
sified by size. 

(2). The higher the rent, the 
smaller is the amount of floor 
space used for each $100 of 
sales by stores of a given size 
as well as by all stores. 

(3). For stores of a given size, 
the amounts of selling expense 



TABLE 83 

BATIOfi OF OPERATION TN STORES HAVING SALES FROM $40,000 TO $80,000, LOCATED 

IN CTTIES WITH POPULATION UNDER 40,000 AND CLASSIFIED BY AMOUNTS 

OF BENT PAID PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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14. The amounts of net profit per 
$100 of total net sales decrease. 

15. The amounts of net profit per 
store decrease. 

The amounts of expense items and 
the ratios of operation for these stores, 
as well as the certainty or uncertainty 
for the amounts to increase or de- 
crease, may be observed by consulting 
the table. 

D. — Summary. 

(1). The average amounts of floor 
space used per store decrease 
as the rent per 100 square 



per $100 of total net sales in- 
crease, and the amounts in 
terms of sales for each square 
foot decrease, as the rent per 
square foot of floor space in- 
creases. 

(4) . For stores with a given rental 
per square foot, the amounts 
of selling expense per $100 of 
total net sales increase, while 
in terms of $100 sales for the 
amount sold per square foot, 
they decrease as the stores in- 
crease in size. 
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(5^, For stores with a given 
amount of rent per square 
foot of floor space, when con- 
sidered without regard to the 
size of store, selling expenses, 
in terms of sales are higher 
for stores in large than for 
stores in small cities. 

(2) — YEARLY AMOUNTS OF SELLING 
EXPENSE IN BELATION TO INVEST- 
MENTS IN FIXTURES PER $100 OF 
TOTAL NET SALES. 

Another method of analyzing the 
amounts of selling expense for stores 
under different conditions of opera- 
tion consists in classifying the stores 
according to their investments in fix- 
tnres. These investments, moreover, 
may be expressed in terms of sales 
and in terms of square feet of floor 
space. The present discussion has to 
do with the selling expense of a group 
of identical stores from year to year 
and with a somewhat larger number 
of stores for 1919, when they are 
studied from the point of view of the 
amount invested in fixtures per $100 
of total net sales. 

A. — Yearly Amounts of Sealing Ex- 
pense per $100 of Total Net 
Sales and per $100 of Total Ex- 
pense, 1919, 1918, and 1914. 

For a year-to-year comparison of 
selling expense per $100 of total net 
sales, for stores with different amounts 
invested in fixtures in relation to 
sales, the records of 135 stores are 
available for 1914, 1918, and 1919. 
For these stores, considered as a 



whole, the amounts decreased between 
1914 and 1918, and 1918 and 1919, 
as shown in Table 84. Moreover, the 
amounts decrease from year to year 
for each group of stores when clas- 
sified by the amount invested in fix- 
tures in relation to sales. When the 
stores in each year are classified in 
this manner, there is a general but 
not uniform tendency for the amounts 
in terms of sales to increase as 
investments in fixtures increase. 
Whether this may be attributed to 
the amount of the fixture investment 
or to the size of the store, or to some 
other factor, will be considered later. 
When the same group of stores is 
classified for each year and for the 
combined years according to the 
amount of selling expense per $100 
of total net sales, and the amounts 
invested in fixtures per $100 of total 
net sales are determined for each 
group, as in Table 85, it is found 
that they decreased between 1914 and 

1918, and 1918 and 1919. In 1914, 
the average amount invested in fix- 
tures per $100 of total net sales was 
$6.61, in 1918 it was $4.65, and in 

1919, $3.90. For the combined years, 
the average is $4.70. Similar de- 
creases occur from year to year for 
each group of stores when classified 
according to the amounts of selling 
expense per $100 of total net sales. 
Accordingly, it follows that from 
year to year sales increased faster in 
all the stores and in each group, when 
classified by amounts of selling ex- 
pense, than did investments in fix- 
tures. 

When the stores are classified in 
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TABLE 84 



TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PEA $100 

OF TOTAL NET SALES, FOB 135 IDENTICAL STORES CLASSIFIED BT AMOUNT OF 

FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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each year according to the amounts 
of selling expense per $100 of total 
net sales, the corresponding amounts 
of fixture investments, similarly meas- 
ured, increase as the amounts of sell- 
ing expense increase. That is, the 
stores having large seUing expense in 
relation to sales also have large in- 



vestments in fixtures, similarly meas- 
ured. 

It is of interest, when the 135 stores 
are classified according to their in- 
vestment in fixtures, to express the 
amounts of selling expense in terms 
of total expense. This is done in 
Table 86. From year to year, the 
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amounts of selling expense constitute 
increasing proportions of total ex- 
pense. In 1914, $49.11 out of every 
$100 of total expense was due to sell- 
ing, in 1918 the amount was $50.35, 
and in 1919, $51.63. For the com- 
bined years the average amount was 
$50.63. Similar increases from year 
to year, with some rather large irreg- 
xdarities, moreover, characterize each 
group of stores when classified by the 
amounts of fixture investment in re- 
lation to sales. How nearly this is 
true may be observed by consulting 
Table 86. 



When the stores in each of the 
years are classified by the amounts 
invested in fixtures per $100 of total 
net sales, there seems to be no un- 
mistakable direction of change from 
group to group in the relation of sell- 
ing expense to total expense. Pre- 
sumably, factors other than the 
amounts invested in fixtures help to 
determine the relation between the 
total expense and its constituent ele- 
ment, selling expense. Further con- 
sideration is given to this topic when 
the same stores are classified accord- 
ing to size. 



TABLE 85 

TOTAIi NET SALES, FIXTUBB ACOOUNT, AND AMOUNT OF FIXTURE ACCOUNT FSB $100 

OF TOTAL NET SALES, FOB 135 mSNTICAL STORES CLASSIFIED BT AMOUNT OF 

SELLIN6 EXPENSE PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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B. — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net 
Sales and per $100 of Total Ex- 
pense, for Stores Classified fty 
Size, 1919, 1918, and 1914. 

For the year 1919 alone the records 
of 303 stores are available for the 
study of the relation of selling ex- 



pense to sales according to the rela- 
tive amount invested in fixtures in 
terms of sales. Table 87 summarizes 
the conditions for these stores for this 
year. From group to group, accord- 
ing to size, the amounts of selling 
expense per $100 of total net sales 
increase. This is the familiar ten- 
dency so often observed. The actual 
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TOTAL EXPENSE, SELUNO EXPENSE, AND AMOUNT OF SELUNQ EXPENSE PER $100 OF 
TOTAL NET SALES, FOB 135 n>ENTICAL STORES CLASSIFIED BY AMOUNT OF FIX- 
TURE ACCOUNT PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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amonnts will vary from group to 
group dei)endmg upon the number 
and the size of the stores included, 
so that precise agreement between the 
figures for this number of stores and 
those for another is not to be ex- 
pected. 

When the stores are classified ac- 
cording to size and investments in 
fixtures, as in Table 87, the amounts 
of selling expense per $100 of total 
net sales increase with the investment 
in fixtures so stated. To this general 
rule there are but three exceptions. 
The actual amounts for a single group 
of stores, classified by size, may be 
used to illustrate this tendency. 

The average amount of selling ex- 
pense per $100 of total net sales for 
the stores with annual sales of $40,- 
000 to $80,000 is $7.13. For the 28 
stores with this amount of sales, which 
had average fixture investments per 
$100 of total net sales of less than $2, 
the corresponding amount was $5.87. 
From this as a minimum, the amounts 
increase as the fixture investments in 
relation to sales increase, until the in- 
vestment of $4 to $6 is encountered. 
For the 17 stores in this group, the 
average amount is $9.41. For those 
having the largest investments in fix- 
tures in relation to sales, the amount 
is $6.79. That is, it is noticeably less 
than for any group except the first. 
Generally speaking, however, the 
larger the amount invested in fixtures 
per $100 of total net sales, the higher 
the amount of selling expense, sim- 
ilarly expressed. How nearly this 
condition obtains for each group of 



stores may be seen by consulting 
Table 87. 

When the 303 stores are classified 
by size and by the amounts of their 
selling expense per $100 of total net 
sales, there is an unmistakable ten- 
dency, as revealed in Table 88, for 
the amounts invested in fixtures in 
relation to sales to increase as selling 
expenses, similarly measured, in- 
crease. It should be remembered 
that the stores with large selling ex- 
pense are generally large stores, and 
it might be inferred that the direct 
relationship between the amounts of 
selling expense and the amounts in- 
vested in fixtures, both expressed in 
terms of sales, is due largely, if not 
solely, to the size of the stores in- 
cluded. This, however, does not seem 
to be the case. It will be observed, if 
stores of essentially the same size are 
compared in this respect, that, in 
every size-group the investments in 
fixtures in relation to sales are rela- 
tively highest for the stores having 
the highest selling expense expressed 
in sales. The explanation for this re- 
lationship must be sought in some 
factor other than store size. Further 
light on this problem is found in the 
discussion having to do with invest- 
ments in fixtures per 100 square feet 
of floor space. 

* 

Confirmation of the tendency for 
the amounts of selling expense to in- 
crease with the size of the fixture in- 
vestment per $100 of total net sales 
is contained in Tables 89 to 92, inclu- 
sive, which relate, respectively, to the 
combined and to the individual years, 
1919, 1918, and 1914. 
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TABLE 87 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SEL2JN0 EXPENSE PER $100 

OF TOTAL NET SALES, FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF FIXTUKE ACCOUNT PER $100 OF TOTAL NET SALES, 1919 
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In Table 89, the records of 135 iden- 
tical stores for the years 1919, 1918, 
and 1914, combined, are studied in 
the particular mentioned. In each of 
the size-groups, with two exceptions, 
the amounts of selling expense vary 



directly with the investment in fix- 
tures when both are measured in 
terms of sales. For the different store- 
groups, the average is largest for the 
stores having the largest investment 
in fixtures. This is particularly 
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noticeable for the stores with annual 
sales of $40,000 to $80,000. The 20 
stores which had less than $2 invested 
in fixtures per $100 of total net sales 
had selling expense of $7.11 so meas- 
ured. From this amount as a min- 
imum, the amounts increase to $11.85 
as a maximum for the stores with in- 
Testment of $6 and over for every 
$100 of goods sold. It is unnecessary, 
in view of the preceding discussion 
for the 303 stores for 1919 to com- 



ment further upon the actual amounts 
of selling expense, or upon the ten- 
dencies of change from store-group 
to store-group. Table 89 may be con- 
sulted in this connection. 

Table 90, which is based upon the 
records for 135 stores for 1919, con- 
firms in a striking way the details for 
the 303 stores analyzed in Table 87. 
How different the actual amounts are 
in this year from those for the years 
1914 and 1918 may be determined by 



TABLE 88 

TOTAL NET SALES, FIXTURE ACOOUNT, AND AMOUNT OF FIXTUBB ACCOUNT PER $100 

OF TOTAL NET SALES, FOR STORES GLASSDIED BT SIZE AND BY AMOUNT 

OF SELLING EXPENSE PER $100 OF TOTAL NET SALES, 1919 
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TABLE 89 



TOTAL NET SALES, SEUJNG EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 

OP TOTAL NET SALES. FOB 135 IDENTICAL STORES CLASSIFIED BY SIZE 

AND BY AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL 

NET SALES, 1919, 1918, AND 1914, COMBINED 
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TABLE 90 

TOTAL NET SAIiBS, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 
OF TOTAL NET SALES, FOB 135 STORES CLASSIFIED BY SIZE ilND BY AMOUNT 
OF FIXTUBB ACCOUNT PER $100 OF TOTAL NET SALES, 1919 
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consulting the tables applying to the 
respective years. 

It should be remembered, while 135 
identical stores are considered, that 
tiie same stores are not necessarily 



found from year to year in either the 
same sales- or in the same fixture 
investment-group. Both sales and in- 
vestments increased from year to 
year. Accordingly, in successive 



TABLE 91 

TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PES $100 

OF TOTAL NET SALES, FOB 135 STORES CLASSIFIED BT SIZE AND BY AMOUNT 

OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1918 
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years, the same stores do not neces- 
sarily occupy the same position. In 
spite of this fact, however, it has been 
thought worth-while to include stores 



the identity of which has remained 
the same. 

Further illustrating the actual in- 
vestments in fixtures for stores when 



TABLE 92 

TOTAIi NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 

OF TOTAL NET SALES, FOB 135 STOBES CLASSIFIED BY SIZE AND BY AMOUNT 

OF FIXTUBE ACCOUNT PEE $100 OF TOTAL NET SALES, 1914 
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classified by size and by selling ex- 
pense per $100 of total net sales, as 
shown in Table 88 for 303 stores, it 
is of interest to include Tables 93 to 
96, inclusive, which refer, respectively, 
to the combined and to the individual 
years under discussion. From the de- 
tails of these tables two facts stand 



out. First, as the stores increase in 
size, the investments in fixtures per 
$100 of total net sales tend, on the 
whole, to decrease. This condition 
characterizes the stores with annual 
sales less than $180,000. The group 
of smallest stores, generally speaking, 
have the largest amounts invested in 
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fixtures in relation to their sales. To 
this rale, however, there are a few 
exceptions, due probably to the num- 
ber and size of the stores included. 
Second, the amounts invested in fix- 
tures in terms of sales are largest for 
the stores having large selling ex- 
pense, similarly measured. 



The amounts of selling expense may 
also be expressed in terms of total ex- 
pense. This is done in Tables 97 to 
100, inclusive, for stores classified by 
size and amount of investments in 
fixtures in terms of sales, for the com- 
bined and for the individual years. 
When the amounts are expressed in 
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OF SELLING EXPENSE PER $100 OF TOTAL NET SALES, 1919 
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this form, for stores classified by size, 
there seems to be no tuunistakable 
tendency for them in any one of the 
years to increase or to decrease with 
the amounts invested in fixtures per 
$100 of total net sales. One would not 
be justified, from the data available 
in concluding that, proportionately, 



selling expense becomes either a 
larger or smaller part of the total 
operating expense as the fixture in- 
vestments in terms of sales increase. 
In some instances there is a decided 
tendency for the amounts to increase ; 
in others, there is equally as dear a 
tendency for them to decrease. The 
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results of the comparison are negative 
so far as direction of change is con- 
cerned. They are, however, not with- 
out value when thought of as 
standards or norms and, as such, con- 
stitute measures of the experience of 
the stores under consideration. They 
may be used by the individual mer- 
chant to check his own figures when 
the conditions set out in the tables are 
duplicated in his own experience. 



C, — Yearly Amounts of Selling Ex- 
pense per $100 of Total Net Sales 
and per $100 of Total Expense, 
for Stores Classified hy Amounts 
of Inventory in Relation to 
Sales, 1919. 

In the foregoing discussion of the 
relation of selling expense to sales 
and to total expense in stores with 
different amounts invested in fixtures 



TABLE 96 

TOTAL NBT 6ALBS, FIXTUBB ACCOUNT, AND AMOUNT OP PIXTURB ACCOUNT PBB $100 

OF TOTAL NET SALES, FOB 135 STOBES CLASSIFIED BY SIZE AND BT AMOUNT 

OF SELLING EXPENSE FEB $100 OF TOTAL NET SALES, 1914 
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TABLE 97 

TOTAL EXPENSE, gELLINO EXPENSE, AND AMOUNT OF SELLING EXPENSE 
OF TOTAL EXPENSE, FOR 135 IDENTICAL STORES CLASSIFIED BY 
AND BY AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL 
NET SALES, 1919, 1918, AND 1914, COMBINED 
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TABLE 98 

TOTAL EXPENSE, SQiLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PEB $100 

OF TOTAL EXPENSE, FOB 135 STORES CLASSIFIED BY SIZE AND BT AMOUNT 

OF PIXTUBE ACCOUNT PEB $100 OF TOTAL NET SALES, 1919 
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TABLE 99 

TOTAL EXFENSB, SELLING EXPENSE, AND AMOUNT OP SELUNO EXPENSE PEE $100. 

OP TOTAL EXPENSE, POB 135 STORES CLASSIPIED BT SIZE AND BY AMOUNT 

OP FIXTURE ACCOUNT PER $100 OP TOTAL NET SALES, 1918 
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TABLE 100 

TOTAL EXPENSE, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PER $100 

OF TOTAL EXPENSE, FOR 135 STORES CLASSIFIED BT SIZE AND BT AMOUNT 

OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1914 
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per $100 of total net sales, different 
groups of stores have been classified 
according to years and size. In Table 
101, 282 stores are classified by the 
amounts of inventory per $100 of 
total net sales and further by the 
amounts of fixture investment sim- 
ilarly measured. Certain aspects of 
this table are of interest. It should 
be noted that the stores are not clas- 
sified by size, notwithstanding the fact 
that size is an important element in 
determining the amounts of selling 
expense in relation to total net sales. 
To have classified the stores by size 
and by the methods used in this table 



would have so distributed the data 
as to have made conclusions from 
them difficult, if not impossible. 

In the total section of Table 101 
the amounts of selling expense in 
terms of sales are found to increase as 
the amounts invested in fixtures in 
relation to sales increase. To this 
general rule there is but one exception 
and that of minor significance. A 
similar increase is also observed in the 
amounts of selling expense per $100 
of total net sales per stock turnover.* 
When the stores are classified, as in 

* The method by which this unit ia coin- 
puted is explained on page 4, item 19. 



TABLE 101 

AMOUNT OF SELUNG EXPENSE PER $100 OF TOTAL NET SALES PER STOCK TURNOVER, 

FOR STORES CLASSIFIED BY AMOUNT OF INVENTORY PER $100 OF TOTAL 

NET SALES AND BY AMOUNT OF FIXTURE ACCOUNT 

PER $100 OF TOTAL NET SALES, 1919 
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the remaining parts of the table, ac- 
cording to the size of the inventory 
in relation to sales, the general, 
though not unmistakable, tendency is 
for the amounts of selling expense per 
$100 of total net sales to increase. 
This condition is clear for the stores 
having inventories in relation to 
sales of $40 and over, while it is 
doubtful for those having small in- 
ventories. 

The amounts of selling expense per 
$100 of total net sales for stores clas- 
sified by the amounts of inventory in- 
crease and then decrease from group 
to group. The average amount for 
those having inventories of less than 
$20 per $100 of total net sales is 
$9.03; for those with inventories of 
$20 to $40 it is $10.79 ; and for those 
with inventories of $40 and over it 
is $8.84. However, when the amounts 
of selling expense are computed per 
$100 of total net sales per stock turn- 
over no such uncertainty exists. The 
amounts increase from $2.05, for the 
stores having inventories of less than 
$20, to $4.50 for those with inven- 
tories of $20 to $40, and to $6.31 for 
those having inventories of $40 and 
over. 

From this table it may be con- 
cluded: First, that the amounts of 
selling expense on the whole increase 
as the amounts invested in fixtures 
per $100 of total net sales increase. 
Second, that the amounts of selling 
expense per $100 of total net sales 
increase and then decrease with the 
size of the inventory per $100 of total 
net sales. Third, that the amounts 
of selling expense per $100 of total 



net sales per stock turnover increase 
as the amounts invested in fixtures 
per $100 of total net sales increase. 
Fourth, that the amounts of selling 
expense per $100 of total net sales 
per stock turnover increase as the 
amounts of inventory per $100 of 
total net sales increase. 

The table not only shows that sell- 
ing expense, differently measured, in- 
creases or decreases for the different 
groups of stores; it also contains the 
amounts of expenditure. These con- 
stitute standards against which mer- 
chants may check their own business 
experience. 

D. — Yearly AmotMits of Selling Ex- 
pense per $100 of Total Net 
Sales, far Stores Classified by 
Rates of Stock Turnover, 1919. 

Additional light is thrown upon the 
relation of the amounts of selling ex- 
pense to sales in stores classified ac- 
cording to the amounts invested in 
fixtures when stores are classified ac- 
cording to the rates at which they 
turned their stock during the year. 
Such a classification is contained in 
Table 102. 

The total section of this table dupli- 
cates the corresponding section of 
Table 101 and needs no further con- 
sideration. In the remaining part of 
the table, however, the stores are clas- 
sified differently. From this table it 
will be observed that the amounts of 
selling expense per $100 of total net 
sales increase with the rapidity with 
which the stock is turned. For the 
stores which turned their stock less 
than once, the amount is $7.66; for 
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TABLE 102 



TOTAL NET SALES, SELLING EXPENSE, AND AMOUNT OF SELLING EXPENSE PES 
OF TOTAL NET SALES, FOR STORES CLASSIFIED BT RATES OF STOCK 
TURNOVER AND BY AMOUNT OF FIXTURE ACCOUNT PER 
$100 OF TOTAL NET SALES, 1919 
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those which turned their stock be- 
tween one and two times, it is $9.60 ; 
for those that turned their stock be- 
tween two and three times, it is 
$10.60; and for those which turned 
their stock three times or more during 
the year, it is $10.22. That is, the 
amounts of selling expense over the 
whole range of groups increase with 
the rapidity of stock turnover. This, 
in part, is another way of saying that 
selling expense per $100 of total net 
sales increases with the size of the 
store, inasmuch as the rates of stock 
turnover vary directly with the size of 
the store. Chief interest, however, in 
this table lies in the relative size of 
the amounts of selling expense for 
stores with different investments in 
fixtures in relation to sales but with 
similar stock turns. Comparisons 
which develop these relations are con- 
tained in the body of the table. 

For purposes of analysis, the single 
group of stores which turned their 
stock from two to three times may be 
used. As the amounts of investment 
in fixtures in terms of sales increase, 
the amounts of selling expense in re- 
lation to sales also increase. For 
those stores having fixture invest- 
ments of less than $2, the amount is 
$8.78; for those with fixture invest- 
ments of $2 to $4, it is $9.18; for 
those with fixture investments of $4 
to $6, $10.33 ; and for those with fix- 
ture investments of $6 and over, 
$13.64. The tendency for this group 
of stores is rather more definite than 
for the other groups in the table. The 
direction of change, however, is gen- 
erally the same. 



In this table no attention is given 
to the size of the store. To have 
classified these stores in the detail con- 
tained in Table 101 and in addition 
by size of store would have unduly 
complicated the arrangement. Table 
102 should be considered, however, 
with this limitation in mind. Its value 
consists in the norms of expense dis- 
tribution which are set up for stores 
operating under different conditions. 
These serve as guides to merchants in 
judging the amounts of their own ex- 
penditures. They are submitted for 
what they are worth and not as proof 
unmistakable that a causal connection 
between amounts of selling expense, 
rates of stock turnover, and invest- 
ments in fixtures has been estab- 
lished. 

E. — Summary. 

(1). For stores with a given 
amount of investment in fix- 
tures per $100 of total net 
sales, the amounts of selling 
expense in terms of sales de- 
creased from 1914 to 1918, 
and 1918 to 1919. This is 
true for all stores and for the 
stores classified by size. 

(2). For stores of a given size, 
amounts of selling expense 
-per $100 of total net sales in- 
crease as the amounts of the 
fixture investment per $100 
of total net sales increase. 

(3). When stores are classified by 
the size of their fixture invest- 
ment per $100 of total net 
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sales, the amounts of selling 
expense per $100 of total net 
sales increase as the stores in« 
crease in size. 

(4). For stores with a given 
amount invested in fixtures in 
terms of sales, the proportions 
of total expense attributable 
to selling increased between 
1914 and 1918, and 1918 and 
1919. 

(5). When stores are classified by 
size, the amounts of selling 
expense per $100 of total ex- 
pense tend neither to increase 
nor to decrease regularly as 
investments in fixtures in- 
crease. 

(6). For stores with a given in- 
vestment in fixtures, the 
amounts of selling expense per 
$100 of total expense increase 
as the stores increase in size. 

(7). When stores are classified 
either by amounts of inven- 
tory in terms of sales or by 
rates of stock turnover, sell- 
ing expenses measured in 
terms of sales alone or of sales 
per stock turnover increase as 
the investments in fixtures per 
$100 of total net sales in- 
crease. 

(8). For stores with a given in- 
vestment in fixtures per $100 
of total net sales, the amounts 
of selling expense in terms of 
sales increase as the rates of 
stock turnover increase. 



(3) — YSABLY AMOUNTS OF SELLING 
EXPENSE IN RELATION TO INVEST- 
MENTS IN FIXTURES FEB 100 
SQUABS FEET OF FLOOB SPACE. 

A. — Yearly Amounts of Selling Ex- 
pense per 100 Square Feet of 
Floor Space and per $100 of Total 
Net Sales, for Stores Classified 
by Size, 1919. 

It is shown in Table 75 that stores 
of a given size which pay high rent 
per unit of floor space utilize rela- 
tively small amounts of space. A 
similar condition obtains for stores 
which have large amounts invested in 
fixtures per 100 square feet of floor 
space. The present discussion has to 
do with amounts of selling expense in 
terms of sales and in terms of the 
amounts sold per square foot of floor 
space for stores classified according 
to their investments in fixtures. 

Table 103 shows for 303 stores, clas- 
sified by size and by amounts invested 
in fixtures per 100 square feet of floor 
space, the average amounts of floor 
space used per store and the average 
amounts of selling expense per square 
foot of floor space. The body of the 
table rather than the total is of chief 
interest. The meaning of the details 
which it contains may be illustrated 
by selecting stores with sales of $80,- 
000 to $180,000. The average amount 
of selling expense per store for the 
102 stores is $11,513 and the average 
amount of floor space in square feet 
is 5,012. As the amounts invested in 
fixtures i)er 100 square feet of floor 
space increase for this group of stores. 
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the amounts of floor space utilized de- 
crease. For the stores having the 
smallest amoimt invested in fixtures 
in relation to floor space, the amount 
of floor space utilized is 6,374 square 
feet and from this as a maximum it 



decreases to 3,717 for stores which 
have investments in fixtures of $120 
and over for each 100 square feet of 
floor space. There is no definite ten- 
dency, on the other hand, for the 
amounts of selling expense per store 



TABLE 103 

AMOUNT OF SELLING EXPENSE AND FLOOR SPACE FEB STORE AND AMOUNT OF SELLING 

EXPENSE PER 100 SQUARE FEET OF FLOOR SPACE, FOR STORES CLASSIFIED 

BY SIZE AND BY AMOUNT OF FIXTURE ACCOUNT PER 

100 SQUARE FEET OF FLOOR SPACE, 1919 
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to increase or to decrease as the fix- 
ture investments per unit of floor 
space increase. 

The table also shows for each group 
of stores, classified by size, the 
amounts of selling expense per 100 
square feet of floor space. For the 
group of stores under consideration, 
the average was $229.71. For the 
stores with the smallest amount in- 
vested in fixtures per 100 square feet 
of floor space, the corresponding 
amount was $165.36, and from this 
as a minimum the amounts increase 
as the fixture investments increase. 
For those stores which had $120 and 
over invested in fixtures, measured in 
this manner, the selling expense per 
100 square feet of floor space was 
$335.75. 

The tendencies for the amounts of 
selling expense per store, floor space 
per store, and selling expense per 100 
square feet of floor space, to increase 
or decrease with investments in flx- 
tures is not so certain in the other 
groups of stores. Qenerally speaking, 
however, the conditions noted above 
for this group also characterize the 
others. 

Table 104 shows the amounts of 
selling expense per $100 of total net 
soles and per $100 of total net sales 
for the amount sold for each square 
foot of floor space.* The details of 
this table are of interest. Within 
each group of stores, when classified 
by size, certain unmistakable tenden- 
cies in these amounts seem to be 
present. First, the amounts of sell- 

* The method bj which this unit is com- 
puted is explained on page 4, item 25. 



ing expense per $100 of total net sales 
increase as the amounts invested in 
fixtures per unit of floor space in- 
crease. To this general rule there 
are occasional exceptions, but these 
are insu£Scient to alter the conclusion. 
When the amounts of selling expense 
per $100 of total net sales for tiie 
amount sold on each square foot of 
floor space are determined, they seem 
on the whole to decrease for each 
group of stores as the fixture invest- 
ments per $100 of total net sales in- 
crease. That is, an inverse relation- 
ship between the amounts expressed 
in this form and in selling expense in 
terms of sales alone is set up. One 
may conclude, in spite of the fact that 
the amounts of selling expense per 
$100 of total net sales increase with 
the amounts invested in fixtures per 
100 square feet of floor space, that 
this disadvantage is overcome because 
of the diminished amount of floor 
space involved. That is, the sales per 
tmit of floor space, in the stores hav- 
ing large amounts invested in fixtures, 
overcome the disadvantage under 
which stores operate so far as selling 
expense alone is concerned. 

Tables 104 and 105 not only estab- 
lish more or less definitely certain 
tendencies of change in expense ratios, 
but also set up standards against 
which merchants may judge their 
own costs measured in the units em- 
ployed. 

Table 105 contains the data found 
in Table 104, but rearranged so as to 
facilitate comparisons of selling ex- 
pense per $100 of total net sales and 
per $100 of sales for the amount sold 
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TABLE 104 



AMOUNT OP SELUNG EXPENSE PER $100 OF TOTAL NET SALES PER SALES PER SQUARE 

FOOT OP FLOOR SPACE, FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT OP 

FIXTURE ACCOUNT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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on each square foot of floor space for 
stores of different size, but with the 
same amounts invested in fixtures. A 
moment's consideration of its con- 
tents may be of interest. 

For each group of stores, when 
classified by the amounts of fixture in- 
vestments per unit of floor space, the 
amounts of selling expense per $100 



of total net sales increase as the size 
of the stores increases. They also 
increase as the amounts of fixture 
investment in relation to fioor space 
increase. The amounts of selling ex- 
pense per $100 of sales for the amount 
sold on each square foot of fioor space, 
for each of the groups of stores as 
classified, however, generally tend to 
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decrease as the size of the stores in- 
creases, and as the size of the invest- 
ments in fixtures increases. This table 
confirms the conclusion drawn from 
Table 104 that, while amounts of sell- 
ing expense are generally high in 
terms of sales for stores having large 
investments in fixtures per 100 square 



feet of floor space, they are relatively 
low when they are expressed in terms 
of the utilization of the floor space. 

The association between large 
amounts of selling expense per $100 
of total net sales and large invest- 
ments in flxtures per 100 square feet 
of floor space is brought out in Table 



TABLE 105 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER SA.L£S PER SQUARE 

FOOT OF FLOOR SPACE, FOR STORES CLASSIFIED BT AMOUNT OF FIXTURE 

ACCOUNT PER 100 SQUARE FEET OF FLOOR SPACE 

AND BT SIZE OF STORE, 1919 
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106. For each group of stores, when 
classified by size, the amounts in- 
vested in fixtures per unit of floor 
space are larger for the stores having 
large, than for those having small 



amounts of selling expense in terms 
of sales. An inspection of this table 
will reveal only one exception to the 
general rule and this is based upon 
only one store. 



TABLE 106 

FLOOR SPACE, FIXTURE ACOOUNT, AND AMOUNT OF FIXTURE ACCOUNT PER 100 SQUARE 

FEET OF FLOOR SPACE, FOR STORES CLASSIFIED BT SIZE AND BT AMOUNT 

OF SELLING EXPENSE PER $100 OF TOTAL NET SALES, 1919 
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B. — Svmmary. 

(1). The amounts of selling ex- 
pense per 100 square feet of 
floor space and per $100 of 
total net sales increase as the 
investments in fixtures per 100 
square feet of floor space in- 
crease. This is true for all 
stores and for stores of a 
given size. 

(2). The amounts of selling ex- 
pense per $100 of total net 
sales for the amount sold per 
square foot of floor space de- 
crease as the investments in 
fixtures per 100 square feet 
of fioor space increase. This 
holds for all stores and for 
stores classified by size. 

(3). For stores with a given 
amount invested in fixtures 
per 100 square feet of floor 
space, the amounts of selling 
expense in terms of sales alone 
increase, while in terms of 
both sales and amount sold 
per unit of floor space they 
decrease, as the stores in- 
crease in size. 

5. — ^YEABLY AMOUNTS OF SEUilNG EX- 
PENSE IN RELATION TO EXPENDI- 
TURES FOR ADVERTISING^ FOR STORES 
CLASSIFIED BT YEARS, BY SIZE, AND 
BY LOCATION. 

The term ''advertising" as used in 
this section includes expenditures for 
the different methods of advertising 
such as newspapers, billboards, etc.,* 

* See the questionnaire in Volume VI, 
page 597, of the Bureau's studj of Costs, 
Merchandising Praetices, Advertising and 
Sales in the BetaU Distribution of Clothing. 



as well as the salaries of the advertis- 
ing employees^ such as window trim- 
mers and advertising men. The stores 
which are studied in this section are 
classified for the years in question by 
the amounts of advertising expen- 
ditures in relation to sales. Both 
simple and complex units of measure- 
ment,! of the same general tyx>e as 
those which have already been used, 
are employed. 

In the following discussion, chief 
emphasis is given to the conditions in 
1919, although for a limited group of 
stores, comparisons are made between 
the increases in total net sales and 
selling expense for the years 1914, 
1918, and 1919. The order in which 
these topics are discussed is essen- 
tially that used in the foregoing sec- 
tions. 

A. — Yearly Anumnis of Selling Ex- 
pense per $100 of Total Net 
Sales and per $100 of Total Ex- 
pense, for Stores Classified by 
Size, 1919, 1918, and 1914. 

Table 107 shows the amounts of 
selling expense per $100 of total net 
sales in 1919 for 282 stores classified 
by size and by the amounts expended 
for advertising in relation to sales. 
It also shows the amounts of selling 
expense per $1 of advertising for the 
stores similarly classified. 

It is hardly necessary to call atten- 
tion to the fact, so often noticed be- 
fore, that the amounts of selling ex- 
pense per $100 of total net sales in- 
crease as the stores increase in size. 

f The methods by which these are eom- 
puted are explained on page 4. 



170 



The amounts in which chief interest 
now lies are those for stores with dif- 
ferent amonnts spent for advertising 
per $100 of total net sales. It will 
be seen from Table 107 that for all 
the stores and for each group, when 
classified by size, the amounts of sell- 
ing expense per $100 of total net sales 
increase as the amounts expended for 
advertising, similarly expressed, in- 
crease. For the 79 stores which spent 



less than $1 for advertising per $100 
of total net sales, it cost, in 1919, 
$7.07 to sell $100 worth of goods. 
For those which spent from $1 to $2 
for each $100 of sales^ the correspond- 
ing figure was $8.46. For the stores 
spending amounts larger than $2 for 
advertising per $100 of total net sales, 
the costs of selling, similarly meas- 
ured, were even higher. How large 
they are for the stores as classified, 



TABLE 107 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES AND PER $1 OF 

ADVERTISING, FOR STORES CLASSIFIED BT SIZE AND BT AMOUNT OF 

ADVERTISING PER $100 OF TOTAL NET SALES, 1919 
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as well as the direction of change 
from group to group may be observed 
by consulting Table 107. 

The section of Table 107 which 
shows the amounts of selling expense 
per $1 of advertising presents a some- 
what different picture. For all the 
stores, irrespective of size, the average 
amount of selling expense per $1 of 
advertising was $4.51. Over the 
whole range of store sizes, the amounts 
decrease as the stores increase in size. 
Within each group of stores, when 
classified by size, moreover, the 
amounts rapidly decrease as the ex- 
penditures for advertising per $100 
of total net sales increase. That is, 
using for illustrative purposes the 106 
stores with annual sales of $40,000 
to $80,000, it costs $5.44 in selling 
expense for each $1 of advertising to 
sell $100 worth of goods. When the 
expenditure for advertising is less 
than $1 per $100 of total net sales, 
the corresponding selling expense is 
$10.06, and from this as a maximum, 
the amounts decrease to $3.69 for the 
6 stores which spent for advertising 
in relation to their sales $2 and over. 
The same tendency for the amounts 
to decrease characterizes each group 
of stores. Both the direction of 
change and the amounts of expendi- 
ture expressed in this unit may be 
found by consulting the table. 

As has been observed, the amounts 
of selling expense per $100 of total 
net sales are relatively high for the 
large stores. Moreover, advertising 
expenditures per $100 of total net 
sales are also relatively high for the 
large stores. This association is 



brought out in Table 108 which shows 
the amounts of advertising expendi- 
tures per $100 of total net sales for 
stores classified according to amounts 
of selling expense in relation to sales. 
It will be seen from this table that, 
as the stores increase in size, the ad- 
vertising expenditures in terms of 
sales increase and that for stores of 
given size, the amounts of advertising 
expense per $100 of total net sales 
increase as the selling expenses, simi- 
larly measured, increase. This is to 
be expected in view of the fact that 
advertising expenditure is a part of 
total selling expense. The purpose of 
the table is to show the amounts spent 
for this purpose and the tendencies 
for them to change in each of the 
different store-groups. 

Another approach to the study of 
selling expense per $100 of total net 
sales in relation to amounts of adver- 
tising, similarly expressed, is found 
in Table 109. Only one part of the 
table seems to call for attention at 
this place. 

In the right-hand columns, under 
the caption ''Selling Expense per 
$100 of Total Net Sales per Stock 
Turnover," • are shown the different 
amounts of selling expense computed 
in this form for stores of different 
size and with different amounts of 
advertising expenditure per $100 of 
total net sales. Other things being 
equal, the amounts of expenditure for 
advertising should increase both sales 
and the rapidity with which stock is 
turned. The table was constructed 

* The method bj which this unit is com- 
puted is explained on page 4, item 19. 
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TABLE 108 

AMOUNT OF ADVERnSING EXPENSE PER $100 OF TOTAL NET SALES, FOB STORES 
CLASSIFIED BT SIZE AND BT AMOUNT OF SELLING EXPENSE PER 

$100 OF TOTAL NET SALES, 1919 
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in order to place stores on a unit basis 
as respects both sales and rates of 
stock turnover. 

While it cost $10.16, on the aver- 
age, in 1919, to sell $100 worth of 
goods, the corresponding amount per 
turnover was $4.62. For the stores 
which sold in 1919 less than $40,000 
worth of goods, and for which the 



selling expense per $100 of total net 
sales was $6.00, the corresponding 
amount per stock turnover was $4.00. 
For the stores which sold between 
$40,000 and $80,000, the selling ex- 
pense per $100 of total net sales was 
$7.45. The corresponding amount per 
turnover was $4.14. Similarly, those 
that sold from $80,000 to $180,000 
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in this year had a selling expense per 
$100 of total net sales of $10.16, and 
I>er stock turnover of $5.35. The 
selling expense was high in terms of 
sales for the stores which sold in this 
year $180,000 and over. In terms of 
stock turnover, however, it was only 
slightly larger than for those which 
sold between $40,000 and $80,000 



worth of goods. Within each store- 
group, when classified by size, the 
amounts of selling expense per $100 
of total net sales and per $100 of 
total net sales per stock turnover 
increase as the expenditures for 
advertising increase. 

In Table 110 the order in which 
the data contained in Table 109 are 



TABLE 109 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER STOCK TUBNOVEB, 
FOB STORES CLASSIFIED BT SIZE AND BY AMOUNT OF ADVERTISING 

PER $100 OF TOTAL NET SALES, 1919 
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presented is reversed. That is, Table 
110 shows the amounts of selling ex- 
pense per $100 of total net sales and 
per $100 of total net sales per stock 
turnover for stores of different size 
with given amounts of advertising 
expenditure per $100 of total net 
sales. Within each group of stores, 
classified according to expenditures 
for advertising in relation to sales, 
the amounts of selling expense, ex- 



pressed in terms of sales alone, in- 
crease. In terms of sales per turn- 
over the direction of change in the 
amounts, except for one group of 
stores, is conflicting. The general 
effect, however, from the use of the 
combined unit is to tone down, if not 
wholly to nullify, the increase in the 
amounts when the unit of comparison 
is sales alone. 
Another measure of the amounts of 



TABLE 110 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER STOCK TUBNOVBB, 

FOB STORES CLASSIFIED BT AMOUNT OF ADVERTISING PER $100 OF 

TOTAL NET SALES AND BT SIZE OF STORE, 1919 
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TABLE 111 



AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER AMOUNT SOLD 
PER $1 OF AVERAGE INVENTORY, 1918 AND 1919, FOR STORES CLASSI- 
FIED BT SIZE AND BT AMOUNT OF ADVERTISING PER 
$100 OF TOTAL NET SALES, 1919 
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selling expense per $100 of total net 
sales for stores classified by the 
amounts expended for advertising is 
found in Table 111. The amounts are 
expressed for each unit sold per $1 
of average inventory, 1918 and 1919,* 
It will be recalled from an earlier 
discussion, that inventories in terms 

* The method by which this unit is com- 
puted is explained on page 4, item 18. 



of sales are relatively low in the large 
stores. Moreover, the amounts of 
both advertising expense and selling 
expense per $100 of total net sales 
have been found to be relatively high 
in these stores. Accordingly, when 
the stores are classified by size and 
the amounts of selling expense per 
$100 of total net sales for each 
amount sold per $1 of average in- 
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ventory, 1918 and 1919, are calcu- 
lated, they are found to increase as 
the size of the stores increases, but 
by smaller amounts than selling ex- 
penses when they are expressed in 
terms of sales alone. The amounts 
of selling expense, when measured in 
terms of sales and in terms of sales 
for the amount sold per $1 of average 
inventory, 1918 and 1919, increase 
as the amounts spent for advertising 
per $100 of total net sales increase. 
The increases are greater when the 
amounts of selling expense are ex- 
pressed in terms of the simple, rather 
than the complex, unit. 

Table 111, like the tables which 
precede it, serves two puri>oses : First, 
to give the actual amounts of selling 
expense expressed in two ways ; and, 
second, to illustrate increases or de- 
creases in the amounts for stores when 
classified in the manner shown. 

The relative increases in total net 
sales and selling expense between 
1914 and 1918, and 1918 and 1919 for 
a group of stores having annual sales 
between $20,000 and $40,000 are 



shown in Table 112 when the stores 
are classified with respect to the 
amounts of advertising expenditure 
per $100 of total net sales in 1914. 

Between 1914 and 1919, for the 60 
stores included, sales increased 113.7 
per cent., while total selling expense 
increased 79.9 per cent. When the 
amounts of selling expense are ex- 
pressed in terms of sales, the average 
amount decreased 15.9 per cent, be- 
tween 1914 and 1919. A decrease of 
9.2 per cent, in the average amount 
of selling expense in relation to sales 
occurred between 1914 and 1918. 
This is the condition for the stores 
irrespective of the amounts expended 
for advertising in relation to sales. 
When the stores are classified accord- 
ing to the amounts of advertising 
expenditure per $100 of total net 
sales in 1914, the percentages of de- 
crease in selling expense per $100 of 
total net sales between 1914 and 1918 
vary inversely with the amounts ex- 
pended for advertising in relation to 
sales. For the stores spending less 
than $1 per $100 of total net sales, 



TABLE 112 

RELATION OF SELLING EXPENSE TO TOTAL NET SAIiES, 1919, 1918, AND 1914, FOB 

STORES HAVING SALES FROM $20,000 TO $40,000 IN 1914, CLASSIFIED BY 

AMOUNT OF ADVERTISING PER $100 OF TOTAL NET SALES, 1914 
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the decrease was 5.1 per cent.; for 
those spending between $1 and $2 it 
was 5.6 per cent. ; and for those spend- 
ing $2 and over, 16.2 per cent. Simi- 
lar, but less uniform, decreases in the 
amounts of selling expense per $100 
of total net sales are shown for the 
year 1919 over 1914 in relation to the 
amounts spent for advertising per 
$100 of total net sales. Those which 
spent less than $1 for advertising in 
relation to sales, decreased their sell- 
ing expense, similarly measured, 19.8 
per cent. ; those which spent $1 to $2 
decreased their selling expense 6.4 
per cent., and those which spent $2 
and over decreased their selling ex- 
pense per $100 of total net sales 23.0 
per cent. 

It is not maintained that this table 
proves that the increased advertising 
expenditure caused the decrease of 
selling expense in relation to sales. 
It points to this conclusion, however, 
in view of the fact that between each 
of the years — 1914 and 1918, and 
1918 and 1919 — ^the general tendency 
was for the decreases to become larger 



as the expenditures for advertising in 
terms of total net sales increased. 

It should be observed that the stores 
in Table 112 are classified according 
to the amounts expended for adver- 
tising in 1914 and that four years 
elapsed between 1914 and 1918, and 
a single year between 1918 and 1919. 
Obviously, factors other than adver- 
tising may have influenced the per- 
centages of increase in sales and sell- 
ing expense and the percentages of 
decrease in selling expense in terms of 
sales. 

The method of analysis, used in 
Table 112, is followed in Table 113 
for a group of stores which had in 
1918 sales between $40,000 and $60,- 
000. The purpose of this table is to 
show the relation, if any, between the 
amounts expended for advertising in 
terms of sales in 1918 and the extent 
to which selling expense in terms of 
sales decreased in 1919 as compared 
with 1918. Brief references to the 
details of this table will show the 
nature of this relationship for the 60 
stores involved. Total net sales in- 



TABLE 113 

HELATIOX OF SELLINO EXPENSE TO TOTAL NET SALES, 1919 AND 1918, FOB STOBES 

HAVING SALES FBOM $40,000 TO $60,000 IN 1918, CLASSIFIED BT AMOUNT 

OF ADVEETISINQ FEB $100 OF TOTAL NET SALES, 1918 
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creased between 1918 and 1919 by 
44.8 i>er cent. Simnltaneously, sell- 
ing ezx>ense increased 34.5 per cent. 
The result is that selling expense per 
$100 of total net sales decreased 7.1 
per cent. When the stores are clas- 
sified according to the amounts ex- 
pended for advertising per $100 of 
total net sales in 1918, the percentages 
of decrease become successively larger 
as the expenditures for advertising in 
relation to sales increase. For the 
stores which spent least, that is, under 
$1, the percentage of decrease be- 
tween 1918 and 1919 was 3.0. For 
those that spent between $1 and $2, 
the corresponding percentage of de- 
crease was 8.2y and for those which 
spent $2 and over, the decrease was 
8.9 per cent. That is, as the amounts 
expended for advertising in terms of 
sales in 1918 increase, the percentages 
of decrease in selling expense per $100 
of total net sales between 1918 and 
1919 become larger. It will be noted 
from this table that the size of the 
stores involved in each of the years is 
substantially the same, hence store- 
size does not explain the decrease to 
which attention is called. The same 
observation applies to the detail in 
Table 112. 

If Tables 112 and 113 are consid- 
ered as a unit, it seems reasonable to 
conclude that for the stores in ques- 
tion, relatively large amounts of ad- 
vertising expenditure in terms of sales 
accompany, if they do not determine, 
large decreases in selling expense in 
terms of sales. Obviously, there is a 
limit beyond which amounts of sell- 
ing expense per $100 of total net sales 



cannot be reduced by increasing ex- 
penditures for advertising. What that 
limit is, the tables do not reflect. 
Neither can they be used to prove that 
large amounts of advertising expendi- 
ture will reduce selling expense. They 
do show, however, a definite relation- 
ship between advertising expenditures 
and selling expense which could 
hardly have occurred with the regu- 
larity shown in the tables without 
some close, if not causal, relationship 
existing between them. 

In confirmation of the conclusions 
drawn from Tables 112 and 113, 
Table 114 is presented. The basis for 
the classification of the 154 stores is 
the amounts expended for advertis- 
ing per $100 of total net sales in 1914, 
but no account is taken of store size. 
In interpreting this table, it should 
be remembered that the larger the 
store, other things being equal, the 
greater the increase in total net sales 
from year to year. Similarly, the 
larger the store, the greater the in- 
crease in selling expense from year to 
year. Moreover, it should be borne 
in mind, generally speaking, that the 
larger the store, the greater the ex- 
penditure for advertising per $100 of 
total net sales. Accordingly, when 
the stores are grouped irrespective of 
size and are classified by amounts ex- 
pended for advertising per $100 of 
total net sales, the seeming effect of 
advertising expenditures on the 
amount of selling expense in relation 
to sales may be due, in part at least, 
to the size of the store. It has been 
thought worth-while, however, in 
spite of the limitations of such a das- 
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sification, to present Table 114 be- 
cause, in a general way, it confirms 
the conclusions drawn from Tables 
112 and 113. 

For the 154 stores, the amounts of 
sales for the entire group increased 
between 1914 and 1918 by 59.4 per 
cent, and between 1914 and 1919 by 
126.4 per cent. The corresponding 
percentage increases in selling ex- 
pense between the respective years 



the amounts expended for advertising 
increase. Similar conditions obtain 
for the percentage increases in selling 
expense for the respective years. 
When the amounts of selling expense 
are shown in terms of total net sales, 
however, the percentage decreases 
become larger as the amounts spent 
for advertising in terms of sales in- 
crease. To this general rule, between 
1914 and 1918, there is but one im- 



TABLB 114 

RELATION OF SELLING EXPENSE TO TOTAL NET SALES, 1919, 1918, AND 1914 TOB 

STORES CLASSIFIED BY AMOUNT OF ADVERTISING PER $100 

OF TOTAL NET SALES IN 1914 
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were 51.9 and 106.0. When the 
amounts of selling expense are deter- 
mined for each $100 of total net sales, 
they are found to have decreased be- 
tween 1914 and 1918 by 4.7 per cent, 
and between 1914 and 1919 by 9.1 per 
cent. 

When the stores are classified by 
expenditures for advertising per $100 
of total net sales, the percentage in- 
creases in sales become larger between 
1914 and 1918, and 1914 and 1919, as 



portant exception. Between 1914 and 
1919 the percentage decreases, with 
an unimportant exception, become 
larger as the amounts spent for ad- 
vertising increase. For the stores 
which spent least for this purpose, 
the amounts of selling expense per 
$100 of total net sales decreased be- 
tween 1914 and 1919 by 6.8 per cent., 
while for those which spent most, that 
is, $3 and over, the corresponding de- 
crease was 13.7 per cent 
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Tables 112 to 114, inclusive, should 
be considered in the light of the dis- 
cussion concerning them. In Table 
114 the elements which determine the 
decreases in selling expense are less 
likely to be the amounts spent for 
advertising than in the other tables. 

The amounts of selling expense for 
stores classified by size and by expen- 



ditures for advertising per $100 of 
total net sales may also be shown in 
terms of total expense and in terms 
of total expense per stock turnover. 
This is done in Table 115. So far as 
any unmistakable tendency for the 
amounts to increase or decrease under 
different conditions of advertising ex- 
penditure is concerned, the results of 



TABLE 115 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL EXPENSE PER STOCK TURNOVER, 

FOR STORES CLASSIFIED BT SIZE AND BT AMOUNT OF ADVERTISING 

PER $100 OF TOTAL NET SALES, 1919 
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the table are inconclasive. The actual 
amounts, however, are of interest and 
for this reason the table is included in 
this study. 

B. — Yearly Amounts of Sdling Ex- 
pense per $100 of Total Net Sales 
and per $100 of Total Expense, 
for Stores Classified by Size of 
City in Whdch Located/" 1919. 

When the 282 stores are classified 
according to their location in two city- 
groups and by the amount of adver- 
tising expenditure per $100 of total 
net sales, as in Table 116, it is found 

* Population flgureB are for 1920. 



that the amounts of selling expense 
per $100 of total net sales are less for 
the stores in the small cities than for 
those in the large cities, when treated 
as a total and when classified by the 
amounts expended for advertising in 
relation to sales. To this general rule 
there are no exceptions. It should be 
noted that no attention is paid in this 
connection to the size of the stores, 
except as it is indirectly reflected in 
the amounts expended for advertising 
per $100 of total net sales. With this 
in mind, it is difficult to assign, as be- 
tween expenditures for advertising 
and the size of the stores, the causes 
for these increases. It is sufficient at 



TABLE 116 

AMOUNT OF SELLING EXPENSE PER $100 OF TOTAL NET SALES PER STOCK TUBN- 

OVER, FOR STORES CLASSIFIED BT SIZE OF CITY AND BT AMOUNT OF 

ADVERTISING PER $100 OF TOTAL NET SALES, 1919 
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this time to call attention to the fact 
as stated. 

When the amounts of selling ex- 
pense per $100 of total net sales are 
computed for each stock turnover, the 
average amount is higher for the 
stores in the small than for those in 
the large cities, and this condition 
obtains with one exception for the 
stores with the same amount of ad- 
vertising, but located in different- 
sized cities. That is, while the 
amounts of selling expense per $100 
of total net sales are generally higher 
for the stores in the large cities, the 
high turnover in these stores serves 
to compensate for this disadvantage, 



thus making the amounts smaller per 
stock turnover. 

The association between the amounts 
of advertising expenditure per $100 
of total net sales and the amounts of 
selling expense, similarly expressed, 
for stores classified by location is 
brought out in Table 117. This table 
shows first, that the amounts of adver- 
tising per $100 of total net sales are 
higher for the stores in the large than 
for those in the small cities, both 
when treated as a total and when con- 
sidered by amounts of selling expense 
per $100 of total net sales. Second, 
in both of the city-groups the amounts 
of advertising expenditure per $100 



TABLE 117 

TOTAL NET SALES, ADVERTISING EXPENSE, AND AMOUNT OF ADVEBTISINO PER $100 

OF TOTAL NET SALES, FOB STORES CLASSIFIED BY SIZE OF CITT AND BY 

AMOUNT OF SELUNG EXPENSE PER $100 OF TOTAL NET SALES, 1919 
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of total net sales increase directly 
with the amounts of selling expense 
per $100 of total net sales. 

In Table 118 the amounts of sell- 
ing expense for stores classified by 
size of city and by the amount ex- 
pended for advertising in relation to 
sales are shown first as proi)ortions 
of total expense and second, in relar 
tion to total expense per stock turn- 
over. Within each city-group and 
for the total, the amounts of selling 
expense per $100 of total expense in- 
crease with a few exceptions as the 
amounts expended for advertising per 
$100 of total net sales increase. When 
the size of the city alone is considered, 



the amount of seUing expense per 
$100 of total expense is lower in the 
small than in the large cities, although 
group by group, the average amounts 
are larger in the stores in the smaU 
than for those in the large cities. 
When the amounts are expressed in 
terms of stock turnover, they are 
higher in the small than in the large 
cities for the stores as a total and for 
the individual groups. The latter 
condition is due primarily to the slow 
turnover which characterizes the 
stores in the small cities. 

The tendencies for the amounts, as 
shown in Table 118, to increase or 
decrease are inconclusive in some re- 



TABLE 118 

AMOUNT OF SELLINO EXPENSE PER $100 OF TOTAL EXPENSE PER STOCK TURNOVER, 
FOR STORES CLASSIFIED BY SIZE OF aTT AND BT AMOUNT OF ADVER- 
TISING PER $100 OF TOTAL NET SALES, 1919 
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spects. This, however, does not de- 
tract from the value of the table for 
the second purpose for which it is 
prepared, namely, to show norms or 
standards of selling expense distribu- 
tion, as measured by simple and com- 
plex units. In many respects the 
more refined the measure used to ex- 
press the amounts of selling expense, 
the more significant become the re- 
sults. 

C. — Summary. 

(1). For all stores and for stores 
classified by size, the amounts 
of selling expense per $100 of 
total net sales increase as the 
amounts of advertising per 
$100 of total net sales in- 
crease. 

(2). The amounts of selling ex- 
pense per $100 of advertising 
decrease as the amounts of 
advertising per $100 of total 
net sales increase. This holds 
for all stores and also for 
stores of a given size. 

(3). When stores are classified by 
size and by expenditures for 
advertising, the amounts of 
selling expense per $100 of 
total net sales and per $100 
of sales per stock turnover 
increase as the expenditures 
for advertising increase. 

(4). For stores with a given ex- 
penditure for advertising per 
$100 of total net sales, the 
amounts of selling expense 
per $100 of total net sales and 



also per $100 of total net sales 
per stock turnover increase as 
the stores increase in size. 

(5). For stores of a given size, 
selling expenses per $100 of 
total net sales for the amount 
sold per $1 of average in- 
ventory, increase as the 
amounts of advertising per 
$100 of total net sales in- 
crease. 

(6). From year to year, for stores 
of a given size, relatively 
high amounts of advertising 
expenditure in terms of sales 
accompany large decreases in 
selling expense in terms of 
sales. 

(7). In terms of total expense and 
of total expense per stock 
turnover, the amounts of 
selling expense show no de- 
cided tendency either to in- 
crease or to decrease as the 
amounts of advertising per 
$100 of total net sales in- 
crease. 

(8). Selling expense in terms of 
sales alone is higher for stores 
in large cities than it is for 
those in small cities. In terms 
of sales per stock turn- 
over, the amount is higher 
in small than in large cities. 
This holds for all stores and 
for stores with a given amount 
of advertising per $100 of 
total net sales. 

(9). For stores with a given 
amount of advertising ex- 
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penditure per $100 of total 
net sales, selling expense in 
terms of total expense is 
higher in small than in large 
cities. 

(10). Selling expense in terms of 
total expense per stock turn- 
over is higher for stores in 



small cities than it is for 
stores in large cities. 

(11) . In both small and large cities, 
selling expenses in terms of 
total expense alone and of 
total expense per stock tarn- 
over increase as the amounts 
of advertising per $100 of 
total sales increase. 
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IV. WAGES AND SALARIES CHARGEABLE TO SELLING 



1. — AMOUNTS OF WAOES AND SATiARTTSS 
FOB STORES CLASSIFIED BY YEARS, 
BY SIZE, AND BY LOCATION. 



€t 



Wages and salaries" includes all 
forms of compensation paid to regular 
and extra salesmen and that part of 
the compensation of proprietors, 
bookkeepers, and others which is 
properly chargeable to selling. In 
some of the small stores it was impos- 
sible to api)ortion the salaries paid to 
proprietors according to the functions 
performed, and in such cases the en- 
tire salary is included. This fact will 
help to explain, in some instances, the 
size of the amount of wages and sal- 
aries expressed in terms of sales and 
selling expense for the group of 
stores with small annual sales. It is 
felt, however, that the error does not 
seriously affect the totals inasmuch as 
most, if not all, of the time of the 



proprietors in the very small stores is 
given to selling or to supervising sell- 
ing. 

A. — Yearly Amounts of Wages a/nd 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, 1919, 1918, and 1914. 

The records of 154 identical stores 
for the years 1914, 1918, and 1919 are 
available for the study of the amounts 
of wages and salaries chargeable to 
selling. In Table 119 these amounts 
are expressed in terms of sales. In 
1914 it cost $7.52 in wages and sal- 
aries to sell $100 worth of goods. In 
1918 it cost $7.37, and in 1919, $6.98. 
That is, between 1914 and 1918, and 
1918 and 1919, the amounts relative 
to sales decreased. 

For the 154 stores, as is shown in 
Table 120, the average amount of 
total net sales per store increased be- 



TABLE 119 

TOTAL NET SALES, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES 
PER $100 OF TOTAL NET SALES, FOR 154 IDENTICAL STORES, 

1919, 1918, AND 1914 
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TABLE 120 

AVERAGE AMOUNT AND FEB CENT. INCREASE OR DECREASE OF TOTAL NET SALES AND 

WAGES AND SALARIES PER STORE, AND AMOUNT OF WAGES AND SAIiARTBS 

PER $100 OF TOTAL NET SALES, FOR 154 IDENTICAL STORES, 

1919, 1918, AND 1914 




tween 1914 and 1918 by 59.5 per cent, 
and between 1914 and 1919 by 126.4 
per cent. The corresiionding per- 
centages of increase in wages and 
salaries for the respective years were 
56.3 and 110.1. That is, in 1918 and 
1919, when compared with 1914, for 
the same stores, wages and salaries 
increased less than total net sales. 
Accordingly, when the amounts of 
wages and salaries per $100 of total 
net sales are determined for the stores 
in the different years, the percentage 
of decrease between 1914 and 1918 is 
2.0 and between 1914 and 1919, 7.2. 

Simultaneous with the increases in 
wages and salaries, total selling ex- 



pense for the same stores increased 
51.9 per cent, between 1914 and 1918, 
and 106.0 per cent, between 1914 and 
1919. When the amounts of wages 
and salaries are expressed per $100 
of selling expense the average amount 
in 1914 was $65.47, in 1918 $67.35, 
and in 1919 $66.80. That is, between 
1914 and 1918 the amounts increased 
2.9 per cent, and between 1914 and 
1919, 2.0 per cent. These amounts 
are shown in Table 121. 

Summarizing Tables 119 to 121, in- 
clusive, one may conclude first, that 
the amounts of wages and salaries per 
$100 of total net sales decreased be- 
tween 1914 and 1918, and 1918 and 



TABLE 121 

AVERACB AMOUNT AND PER CENT. INCREASE OF SELLING EXPENSE AND WACffiS AND 

SALARIES PER STORE, AND OF AMOUNT OF WAGES AND SALARIES PER 

$100 OF SMiLING EXPENSE, FOR 154 IDENTICAL 

STORES, 1919, 1918, AND 1914 
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1919, while per $100 of selling ex- 
pense the7 increased between 1914 
and 1918 and decreased between 1918 
and 1919. Second, based upon a 
three-year experience of 154 stores, it 
cost in wages and salaries, on an 
average, $7.22 to sell $100 worth of 
goods. Third, the part of total sell- 
ing expense, properly chargeable to 
wages and salaries, constitutes, on the 
average, for the years in question, 
$66.69, or approximately two-thirds 
of the total. (Table 123.) 

B. — Yearly Amownis of Wage^ and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling Ex- 
pense for Stores in 1919, 1918, 
and 1914, Classified by Size. 

When the 154 stores are classified 
by size and the amounts of wages and 
salaries per $100 of total net sales are 
computed for each year, as in Table 
122, it is found that decreases in 1918 
and 1919, compared with 1914, char- 
acterize each group, with but a single 
exception. The average amount for 
all of the stores is $7.22. For those 
with sales under $40,000 it is $5.91 ; 
for those with sales of $40,000 to 
$80,000, $6.51; for those with sales 
of $80,000 to $180,000, $7.26 ; and for 
those with sales of $180,000 and over, 
$7.84. Similar differences for stores 
of different size hold in each of the 
years. 

Table 123 shows for each group of 
stores, classified by size, the amounts 
of wages and salaries per $100 of 
selling expense in each of the years. 
In every group, the amount in 1918 
was higher than in 1914. In the 



smallest and in the largest stores the 
amounts were less in 1919 than in 
1918. In the other two groups, how- 
ever, the reverse condition obtains. 
In all the groups but one, the 
amounts were higher in 1919 than in 
1914. 

As the stores increase in size, the 
amounts of wages and salaries per 
$100 of selling expense over tiie whole 
range decrease. The average for the 
three-year period for all the stores is 
$66.69. For the three years for the 
small stores it is $69.56 and for the 
others in order of size, as familiarly 
grouped, $69.67, $66.61, and $65.06. 
From year to year in the groups clas- 
sified by size, the amounts closely cor- 
respond to the total; the laigest 
amount being 8.0 per cent, in excess 
of the average and the smallest 8.9 
per cent, less than the average. 

C. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, for Stores in 1919, 
1918, and 1914, Classified by Size 
of City in Whdch Located.* 

It is of interest to compare the re- 
lation of wages and salaries to sales 
and to selling expenses from year to 
year for the 154 stores under consid- 
eration when they are classified by the 
size of the city in which they are 
located. This is done in Tables 124 
to 127, inclusive. 

The 115 stores located in the small 
cities increased their sales between 
1914 and 1918 by 49.4 per cent., and 
between 1914 and 1919 by 109.4 per 

* Population figures are for 1920. 
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TABLE 122 

TOTAL NET SALES, WAGES AND SALABIES, AND AMOUNT OP WAGES AND SALABIES 
$100 OF TOTAL NET SALES, FOR 154 IDENTICAL STORES CLASSIFIED 

BY SIZE, 1919, 1918, AND 1914 
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cent. The corresponding increases in 
wages and salaries in both years when 
compared with 1914 were 43.2 and 
88.6 per cent., respectively. That is, 
the increases in wages and salaries 
were less than were those in sales. 



Accordingly, when the amounts of 
wages and salaries are expressed in 
terms of sales they decreased 4.2 per 
cent, between 1914 and 1918, and 
10.0 per cent, between 1914 and 1919. 
The 39 stores located in the larger 
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cities increased their sales between 
1914 and 1918 by 70.3 per cent, and 
between 1918 and 1919 by 144.6 per 
cent. The wages and salaries in these 
same stores increased between 1914 
and 1918 by 68.9 per cent., and be- 



tween 1914 and 1919 by 130.8 per 
cent. That is, the percentage increases 
are less in wages and salaries than in 
sales for both 1918 and 1919 as com- 
pared with 1914. If the amounts of 
wages and salaries are expressed in 
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terms of sales, they decreased between 
1914 and 1918 by 0.8 per cent., and 
between 1914 and 1919 by 5.7 per 
cent. 

The wages and salaries in terms of 
sales for the stores in the small, and 
for those in the large cities decreased 
in each of the years 1918 and 1919 as 
compared with 1914. The decrease 
was smaller, however, for the stores 
in the large, than for those in the 
small cities, notwithstanding the fact 
that the percentage increases in sales 
for the stores in the large cities for 
each of the years 1918 and 1919, as 
compared with 1914, exceeded those 
for the stores in the small cities by 
20.9 and 35.2 per cent., respectively. 
The compensating feature is the rela- 
tively smaller increase in wages and 
salaries in the stores in the small 
cities. The net result is as stated ; the 
stores in the small cities decreased 
their wages and salaries in terms of 



sales more than those in the large 
cities. 

A comparison similar to that in 
Table 124 is presented in Table 125. 
The 115 stores in the small cities in- 
creased their selling expense in 1918 
over 1914 by 40.8 per cent., and in 
1919 over 1914 by 85.4 per cent. The 
corresponding percentage increases 
for wages and salaries were, respec- 
tively, 43.2 and 88.6. When the 
amounts of wages and salaries attrib- 
utable to selling are expressed in 
terms of selling expense, they are 
found to have increased between 1914 
and 1918, and between 1914 and 1919 
by 1.7 per cent. 

The 39 stores in the large cities in- 
creased their selling expense between 
1914 and 1918 by 61.3 per cent., and 
between 1914 and 1919 by 123.2 per 
cent Simultaneously, they increased 
their wages and salaries in 1918 over 
1914 by 68.9 per cent., and in 1919 



TABLE 124 

RELATION OF WA«BS AND SALARIES TO TOTAL NET SALES, FOR 154 IDENTICAL STORES 

CLASSIFIED BY SIZE OF CITT, 1919, 1918, AND 1914 
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over 1914 by 130.8 per cent. That is, 
wages and salaries in both years in- 
creased more rapidly than did selling 
expense. The consequence is that 
when amounts of wages and salaries 
are expressed per $100 of selling 
exx>ense, they increased between 1914 
and 1918 by 4.7 per cent., and be- 
tween 1918 and 1919 by 3.4 per cent. 

As is shown in Table 124, the stores 
in the small cities were at an advan- 
tage over those in the large cities in 
the amounts of wages and salaries 
paid when they are expressed in terms 
of total net sales. An inverse condi- 
tion ia found, as shown in Table 125, 
when the amounts of wages and sal- 
aries are expressed in terms of selling 
expense. 

The same 154 stores are classified 
by size of city in which they are 
located and by years in Tables 126 
and 127. Table 126 shows the amounts 



of wages and salaries per $100 of total 
net sales for stores in each city-group 
in each of the years. For the 115 
stores in the small cities, the amounts 
decreased between 1914 and 1918, and 
1918 and 1919. Similarly, the amounts 
for the 39 stores in the large cities 
decreased from year to year. The 
average amount of wages and salaries 
per $100 of total net sales for the 345 
store-years for stores located in small 
cities is $6.69, or 92.7 per cent, of the 
average for all stores ; for the 117 
store-years for stores in the laige 
cities it is $7.72, or 106.9 per cent, of 
the average. Corresponding diflfer- 
ences between the stores in the small 
and in the large cities are found for 
each year. 

In Table 127 the stores are classified 
as in Table 126, but the amounts of 
wages and salaries are expressed per 
$100 of selling expense. The average 



TABLE 125 

EB3LATI0N 07 WAGES AND SALARIES TO SEUJNG EXPENSE FOB 154 mENTICAL STORES 

CLASSIFIED BY SIZE OF CITY, 1919, 1918, AND 1914 
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amount for the 345 store-years, for 
the stores in the small cities, is $71.13, 
for the 117 store-years, for the stores 
located in the large cities, it is $63.41. 
That is, the amount for the stores in 
the small cities is 106.7 per cent., and 
for those in the large cities, 95.1 per 
cent, of the average for all stores. 
Similar differences for the stores in 
the different cities occur in each of 
the different years. In 1919, for in- 
stance, the average amount for the 
115 stores in the small cities was 
$71.41, and for the 39 stores in the 
large cities, $63.58. 



From Tables 124 to 127, inclusive, 
it may be concluded first, that total 
net sales and wages and salaries for 
the stores when classified by location 
increased between 1914 and 1918 and 
between 1914 and 1919. Second, the 
amounts of wages and salaries per 
$100 of total net sales decreased be- 
tween 1914 and 1918, and 1914 and 
1919, the decrease being noticeably 
larger for the stores in the small than 
for those in the large cities. Third, 
amounts of selling expense and of 
wages and salaries increased between 
1914 and 1918, and 1914 and 1919 for 
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TOTAL NBT SAI^BS, WAGBS AND SALARIES, AND AMOUNT OF WAGRBS AND SALARIES 
$100 OP TOTAL NET SALES, FOR 154 IDENTICAL STORES CLASSIFIED 

BY SIZE OF crrY, 1919, 1918, and 1914 
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TABLE 127 

TOTAL SEUJNG EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WA8ES AND SATiARTES 
$100 OF SELLING ESI'ENSE, FOR 154 IDENTICAL STORES CLASSIFIED 
BY SIZE OF CITYy 1919, 1918, AND 1914 
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the groniw of stores when classified by 
location. Fourth, the amounts of 
wages and salaries per $100 of selling 
expense increased for the two groups 
of stores between 1914 and 1918, and 
1914 and 1919, the percentage of in- 
crease being larger for the stores in 
the large than for those in the small 
cities. Fifth, the amounts of wages 
and salaries per $100 of total net sales 
are less in the combined and in the 
individual years for the stores in the 
small, than for those in the large 
cities. Sixth, the amounts of wages 
and salaries per $100 of selling ex- 



pense are less for the combined and 
individual years for the stores in the 
large cities than for those in the small 
cities. 

D. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, for Stores Classified by 
Size a/nd by Size of City in Which 
Located,^ 1919, 1918, and 1914. 

In Tables 128 to 131, inclusive, the 
amounts of wages and salaries per 
$100 of total net sales are shown for 

* Population figare8 are for 1920. 
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the combined and individual years 
for 154 stores classified by location 
and by size. Table 128 refers to the 
combined years and Tables* 129 to 
131y respectively, to the years 1919, 
1918, and 1914. 

The average amounts of wages and 
salaries per $100 of total net sales for 
the 462 store-years is $7.22. When 
the stores are classified by size, no ac- 
count being taken of location, the 
amounts increase as the stores in- 
crease in size, the minimum — $5.91 — 



characterizing the stores with smallest, 
and the maximum — $7.84 — character- 
izing those with largest sales. In 1919 
the average was $6.98. For the stores 
with the smallest sales it was $4.50 
and for those with the largest sales, 
$7.40. It is unnecessary to mention 
the actual amounts for 1918 and 1914. 
The details for each of the years are 
contained in the total sections of the 
tables mentioned. 

When the stores are classified by 
location for the combined and indi- 



TABLE 128 

TOTAL NET SALES, WAGEES AND SALARIES, AND AMOUNT OF WAGES AND RATiARTTO FEB 

$100 OF TOTAL NET SALES, FOR 154 mENTICAL STORES CLASSIFIED BY 

SIZE OF GITT AND STORE, 1919, 1918, AND 1914 COMBINED 
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vidual yearSy a somewhat different 
condition is observed. For the com- 
bined years, the average amount of 
wages and salaries per $100 of total 
net sales for the 345 store-years for 
the stores in the small cities is $6.69, 
and for the 117 store-years for the 
stores in the large cities^ $7.72. That 
is, the average amount for the stores 
in the small cities is 92.7 per cent., 
and for the stores in the large cities 
it is 106.9 per cent, of the average 
for all stores. The differences in the 



amounts for stores in the two groups 
of cities, treated as a total, are also 
characteristic of the stores differently 
located but of the same size. For the 
combined years, the average amount 
for the smallest stores located in the 
small cities is $5.73. The correspond- 
ing amount for the stores in the large 
cities is $8.13. For the stores with 
annual sales of $40,000 to $80,000 
and located in the small cities, it is 
$6.30 ; for those of the same size but 
located in the large cities, it is $7.63. 



TABLE 129 

TOTAL MET SALES, WAGES AND SALARIES, AND AMOUNT OF WAGES AND flATiARITO FEB 

$100 OF TOTAL NET SALES, FOB 154 STORES CLASSIFIED 
BY SIZE OF OITT AND STORE, 1919 
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TABLE 130 

TOTAL NET BALES, WAGES AND SALARIES, AND AMOUNT OP WAOES AND 8AT1ARTEB 

$100 OF TOTAL NET SALES, FOR 154 STORES CLASSIFIED 
BY SIZE OF Cmr AND STORE, 1918 
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As the stores increase in size the (iif- 
f erences between the amounts for the 
stores in the two groups of cities 
(iecrease until for the last group th^ 
are identical. 

In 1919, as shown in Table 129, the 
stores in the small cities paid $6.40 in 
wages and salaries for every $100 of 
total net sales. Those in the large 
cities paid for the same purpose $7.50. 
Those in the small cities having sales 
of $40,000 to $80,000 paid $5.38, and 
those in the large cities, $6.37. Gen- 
erally speaking, in each group of cities 



the amounts increase as the stores 
increase in size, the differences for the 
stores in the two city-groups in this 
year, as in the combined years, be- 
coming smaller as the stores increase 
in size. It is unnecessary to call at- 
tention to similar tendencies for this 
group of stores in 1918 and 1914. 
The general tendencies are the same 
although the amounts are somewhat 
different. Both may be observed by 
consulting the tables in question. 

Other statements of the amounts 
of wages and salaries attributable to 
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selling in stores classified by size and 
by location are found in Tables 132 
to 135, inclnsive. In these, the basis 
of comparison is the relation between 
wages and salaries and selling ex- 
pense. 

For all the stores in the combined 
years, $66.69 ont of every $100 of 
selling expense was paid in the form 
of comi)ensation to those engaged in 
selling goods. That is, almost exactly 
two thirds of the total selling expense 
went to wages and salaries. Prac- 



tically identical amounts characterize 
the stores in the individual years, the 
difference from the amount for ihe 
combined years being, for 1919, $0.11, 
for 1918, $0.66, and for 1914, $1.22. 
As the stores increase in size, no ac- 
count being taken of location, there is 
a rough tendency for the amounts to 
decrease. This tendency is more 
marked for the year 1914 than for 
either of the other years, but, in 
general, may be said to characterize 
them all. 



TABLE 131 



TOTAL MBT SAIiBS, WAGES AND SALARIES, AND AM0X7NT OF WAGES AND SATiARlES 

$100 OF TOTAL NET SALES, FOB 154 STORES CLASSIFIED 
BY SIZE OF CITY AND STORE, 1914 
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The location of the stores, however, 
seems to influence the amonnts of 
wages and salaries when measured in 
terms both of total net sales and of 
total selling expense. It will be re- 
membared from a discussion above, 
pages 49 to 52, that the average 
amount of selling expense per $100 
of total expense, for the stores taken 
as a whole in the small cities, is 
slightly less than for the stores 
treated as a whole in the large cities. 



although the amounts for stores of 
the same size are higher for the stores 
in the small cities. As is shown by 
Tables 132 to 135, inclusive, the aver- 
age amounts of wages and salaries per 
$100 of selling expense, for stores in 
the combined and in the individual 
years, are larger for the stores in the 
small than for those in the large cities. 
This is true not only for the group 
treated as a total, but also, with minor 
exceptions, when stores of the same 



TABLE 132 

TOTAL SEUiINO EXPENSE, WAGES AND SALAUBS, AND AMOUNT OF WAGES AND SATiABTES 

FEB $100 OF SELUNG EXPENSE, FOB 154 U>ENTICAL STOBES CLAQSEFDED 

BT SIZE OF CITT AND 8T0BE, 1919, 1918, AND 1914, COMBINED 





ffUatUlftd 




Total 


Total 


Mk^M and Salarlai par •lOO 
of Balliag Rxpanaa 


•lt« 








(la oS'l) 


fiotal 
■•t SalM 

(la ooo't) 


Stora- 
yaara 


SaUiac 
lipaaaa 


Wasat ft 

Salarlas 


JMraBt 


Far Caat. 




Orafhia 
» 80 40 60 60 100 180 


AAtoal 












« 






total 
(Avaraco) 


46t 


•4,861,118 


•3,836,181 


•66.69 


1 
1 
1 


100.0 


Dotal 


Qadar #40 
|40 to |80 


189 
178 


904,954 

918,357 


818,119 
636,369 


69 .56 
69.67 


104.3 

104.8 




leo to (180 


117 


1,491,801 


998,687 


66.61 


1 


99.9 




tiao h ovar 


44 


8,141,000 


1,393,906 


65.06 


• 

« 

1 


97.6 




tbtal 
(Avarags) 


345 


8,061,388 


1,466,883 


71.13 


206.7 


40 


Ubtor |40 
|40 to IBO 


181 
138 


876,783 
670.140 


189,980 
481,917 


68.63 
71.91 


108.9 
107.8 




leo to (180 


77 


802,363 


680,311 


70.39 


! 


105.5 




llBO fle ovar 


9 


881,936 


166,075 


74.83 


• 

\ 

* 

t 
i 
• 


U2.8 




Total 
(Avarago) 


117 


8*789,750 


1,768,958 


63.n 


95.1 


40 iaA 


QBdar |40 


8 


88,831 


88,199 


78.63 


117.0 


OlfMP 


|40 to |80 


34 


8^3,817 


154,448 


63.50 




OSJB 




leo to (180 


40 


599,838 


365,386 


60.96 


1 

1 ] 


01.4 




#180 k ovar 


33 


1,919,064 


1,886,931 


63.93 




98.9 



Avaraga •66.69 



200 



aize, but with different location, are 
compared. It may be worth-while to 
point out for the combined years the 
comparative size of these amounts for 
the stores of the same size, but with 
different location. 

For the 121 store-years for the 
stores with sales under $40,000 and 
located in the small cities, the aver- 
age amount is $68.63, while for the 8 
stores of the same size located in the 
large cities it is $78.63. Relatively, 



the two amounts in relation to the 
average stand 2.9 and 17.9 per cent, 
higher, and relative to each other they 
stand in the relation of 100 to 114.6. 
For the remaining groups of stores 
in the two city-groups the average 
amounts for the stores in the small 
cities exceed those for the stores in 
the large cities. The percentages by 
which the averages for the stores in 
the small cities exceed the average for 
all of the stores, treated as a total. 
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BY SIZE OF CITY AND 8T0BE, 1919 
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TABLE 134 

TOTAL gELUNG EXPENSE, WAGES AND SALABIES, AND AHOTJNT OP WAGES AND SAT.ABTIg; 

PEB $100 OP SELUNG EXPENSE, POB 154 8T0BES CLASSIFIED 

BY SUaS OF CITY AND STOBE, 1918 
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being, respectively, for the different 
size-groups, 7.8, 5.5, and 12.2. The 
corresponding percentages by which 
the averages for the stores in the large 
cities are less than the average for all 
of the stores are 4.8, 8.6, and 4.1. 

Results similar to those just men- 
tioned may be secured by comparing, 
for each of the various years, stores 
of similar size but with different lo- 
cation. This the reader may do by 
consulting Tables 133 to 135, inclu- 
sive. 



From Tables 128 to 135, inclusive, 
it may be concluded as follows: First, 
the amounts of wages and salaries per 
$100 of total net sales increase as the 
stores increase in size, this being true 
for the stores treated as a whole and 
with minor exceptions when treated 
according to location. Second, the 
amounts of wages and salaries per 
$100 of total net sales are generally 
lower for stores in the small than for 
stores in the large cities, both when 
treated as a total and when compared 
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TABLE 135 

TOTAL SELLINa EXPENSE, WACEBS AND SALARIES, AND AMOUNT OF WAGES AND SALABIBS 

FEB $100 OF SELLING EXPENSE, FOB 154 STORES CLASSIFIED 
BY SIZE OF Cmr AND STORE, 1914 
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by size. This (condition is generally 
true for the combineci and for the 
individual years. Third, the amounts 
of wages and salaries per $100 of 
selling expense for stores in large 
cities decrease as the stores increase 
in size. For those in small cities, the 
reverse condition obtains. Fourth, 



the amounts of wages and salaries per 
$100 of selling expense for the stores 
in the small are higher than for the 
stores in the large cities, both when 
treated as a whole and when com- 
pared by size. This condition is gen- 
erally true for the combined and for 
the individual years. 
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E. — Summafy. 

(1). Wages and salaries in tenns 
of sales decreased between 
1914 and 1918, and 1918 and 
1919. 

(2). Approximately two thirds of 
selling expense is chargeable 
to the wages and salaries of 
the selling force. 

(3). Wages and salaries in terms 
of total selling expense in- 
creased between 1914 and 
1918, and decreased between 
1918 and 1919. 

(4). The amounts of wages and 
salaries per $100 of total net 
sales increase with the size of 
store for all stores, as well as 
for those located in small and 
large cities. 

(5). The amounts of wages and 
salaries per $100 of selling 
expense for all stores and for 
those in large cities decrease 
as the sales increase. The 
amounts increase with size of 
store in small cities. 

(6). For stores of the same size, 
wages and salaries in terms of 
sales are higher in large than 
in small cities. 

(7). The proportion of selling ex- 
pense chargeable to wages and 
salaries is higher in small 
than in large cities for stores 
of a given size. 



2. — ^YEARLY AMOUNTS OF WAGES AMD 
SALARIES IN RELATION TO THE 
AMOUNTS OF STOCK CARRIED, FOB 
STORES CLASSIFIED BY YEARS AND 
BY SIZE. 

The discussion of wages and salaries 
for stores classified by the amounts of 
inyentory carried per $100 of total 
net sales follows closely the corre- 
sponding section, pages 53 to 85, 
which relates to yearly amounts of 
total selling expense for stores classi- 
fied in the same manner. The 
amounts are measured in terms of 
sales, of selling expense, and of 
other appropriate units. The methods 
which are used to secure the different 
ratios are explained on page 4, and 
do not need to be repeated here. 

A. — Teariy Amaunis of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of SMing 
Expense, 1919, 1918, and 1914. 

The decreases from year to year in 
the amounts of wages and salaries 
per $100 of total net sales for 154 
stores are shown in actual amounts 
and in graphic form in Table 119. 
Similar decreases also hold from year 
to year for the 149 stores which are 
discussed in this section. In Table 
136 the amounts are shown to be 
$7.60 in 1914, $7.42 in 1918, and 
$7.04 in 1919. Moreover, when the 
stores are classified in each year by 
the amounts of inventory i>er $100 
of total net sales, wages and salaries 
decrease generally from year to year 
for stores having inventories of the 
same size. There are some exceptions 
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to this rale, primarily due to the 
small nmnber of stores included, but 
they eannot always be explained by 
this fact. It should be kept in mind 
that inventories in terms of sales were 
relatiyely lower in 1919 than in 
1914 or in 1918. Consequently, the 
amounts of wages and salaries per 
$100 of total net sales for stores in 
the different years may be more ac- 
curately compared by considering 
stores with inventories of the same 
si^ in the different years than by 
grouping the stores as totals. When 
the totals are compared, differences 
may be ascribed to changes in wages 
and salaries paid, to the increases or 
decreases in the sales, or to the 
changes in the inventories in relation 
to sales. 

For each year the amounts of 
Images and salaries per $100 of total 
net sales decrease as the inventories 
per $100 of total net sales increase. 
The amount for stores having inven- 
tories of less than $20 per $100 of 
total net sales is exceptionally low. 
In the discussion of selling expense 
per $100 of total net sales for the 
stores similarly classified, it will be 
recalled that the same condition held. 
It has been pointed out that the de- 
creases in the amounts, stated in terms 
of sales, can be explained, in part at 
least, by the fact that the large stores 
have relatively high selling expenses 
per $100 of total net sales and 
relatively low inventories, similarly 
measured. The same observation ap- 
plies to the detail of Table 136. 
Inasmuch as wages and salaries con- 
stitute on the average 66 per cent. 



of total selling expense, it is to be 
expected that the nature of the change 
in the amounts of selling expense 
will be reflected in the amounts of 
wages and salaries. 

The part of Table 136 which shows 
the amounts of wages and salaries per 
$100 of total net sales for each amount 
sold per $1 of inventory is more sig- 
nificant.* By the use of this unit the 
varying sizes of the stores are elim- 
inated and the amounts of wages and 
salaries i>er $100 of total net sales for 
stores of different-sized inventories 
made comparable. It will be seen by 
consulting the table that the amounts 
expressed in this more detailed form 
increase in each of the years as the 
inventories in relation to sales in- 
crease. How generally this condition 
obtains, and the regularity with which 
the increases occur, are shown graph- 
ically and in amounts in Table 136. 
It is unnecessary in view of the dis- 
cussion on page 55 to comment fur- 
ther upon this tendency. Attention, 
however, should again be called to the 
fact that wages and salaries constitute 
approximately 66 per cent, of the 
total selling expense and that the in- 
fluences which determine the amounts 
of wages and salaries are likely also 
to determine the amounts of selling 
expense. 

In order to supplement Table 136, 
Table 137 has been prepared. This 
table shows for each of the years the 
average amounts of inventory per 
$100 of total net sales for stores 
classified by amounts of wages and 

* The method by which this unit is eom- 
pnted is explained on page 4, item 17. 
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salaries paid i>er $100 of total net 
sales. The average inventory ^r 
$100 of total net sales decreased be- 
tween 1914 and 1918, and between 
1918 and 1919, the reduction being 
particularly noticeable between 1918 
and 1919. Within each year, more- 
over, the inventories decrease as the 
amounts of wages and salaries per 
$100 of total net sales increase. That 
is, there is an inverse relationship 
between inventories and wages and 
salaries when both are expressed in 
sales. A similar condition was shown 
in Table 20 for the stores when classi- 



fied in each of the years according to 
the amounts of selling expense per 
$100 of total net sales. 

In Table 138 the same 149 stores 
are classified in each of the years 
according to the amounts of inven- 
tory i>er $100 of total net sales, and 
for each group of stores the average 
amount of wages and salaries per 
$100 of selling exi)ense has been 
computed. For the combined years^ 
$66.88 out of every $100 of selling 
expense was paid to salesmen in wages 
and salaries. In 1914 the amount was 
$65.73, in 1918, $67.51, and in 1919, 



TABLE 136 

AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER AMOUNT SOLD 

PER $1 OF INVENTORY, FOR 149 mENTICAL STORES CLASSIFIED BT AMOUNT 

OF INVENTORY PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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$66.98. That is^ the atmoxints in- 
creased between 1914 and 1918 and 
decreased between 1918 and 1919. A 
similar condition was observed in 
Table 121 for 154 stores for the same 



When the 149 stores are classified 
for each of the years by the amounts 
of inventory per $100 of total net 
sales, as in Table 138, there is a gen- 
eral tendency, in the combined years, 
for the amounts of wages and salaries 
per $100 of selling expense to in- 



crease as the inyentories per $100 of 
total net sales increase. Those stores 
which had inventories less than $20 
per $100 of total net sales had wages 
and salaries per $100 of selling ex- 
pense of $62.42, while those which 
had inventories of $60 and over per 
$100 of total net sales had wages and 
salaries of $68.84 out of every $100 
of selling expense. When each of the 
years is considered separately, how- 
ever, the tendency for the amounts to 
increase or to decrease with the in- 



TABLB 137 

TOTAL NET SALES, INVENTORY, AND AMOUNT OF INVENTORY PER $100 OF TOTAL NVT 

SALES, FOR 149 IDENTICAL STORES CLASSIFIED BY AMOUNT OF WAGES AND 

SALARIES PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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TABLE 138 

TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNTS OF WAGES AND 

SALABIES PER $100 OF SELLING EXPENSE, FOR 149 IDENTICAL STORES 

CLASSIFIED BY AMOUNT OF INVENTORY PER $100 OP 

TOTAL NET SALES, 1919, 1918, AND 1914 
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crease in inventories in relation to 
sales is uncertain. It is of interest 
to observe, however, that in the years 
under consideration, the smallest 
amount of wages and salaries per 
$100 of selling expense was less than 
the average by 8.2 per cent., and the 



largest amount greater than the 
average by 4.4 x>er cent. That is, a 
remarkable degree of uniformity 
characterizes the amounts for all 
groups of stores in the different years. 
Similar uniformity in the amounts 
of wages and salaries per $100 of 
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TABLE 139 

TOTAL NET SALBS, WAOBS AND SALARIES, AND AMOUNT OF WAGES AND SALARIES PEE 

$100 OF TOTAL NET SALES, FOR 149 IDENTICAL STORES CLASSIFIED BY SIZE 

AND BT AMOUNT OF INVENTORY PER $100 OF TOTAL NET 

SALES, 1919, 1918, AND 1914, COMBINED 
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total exi>en8e was found to charac- 
terize the stores treated in Volume II* 
of the Bureau's study of Costs, Mer- 
chandising Practices, Advertising and 
Sales in the Retail Distribution of 
Clothing. *' Wages and salaries/' as 
there used, included all forms of com- 
pensation paid, and ''total expense'' 
included all operating expenses. In 
Table 138, "wages and salaries" in- 
cludes only the compensation paid to 
those who are involved in selling, and 
'^ selling expense" is used in the sense 
defined on page 34. What is being 
stressed now is the uniformity in the 
amounts of wages and salaries when 
measured in terms of two separate 
standards. 

From Tables 136 to 138, inclusive, 
it may be concluded: First, that the 
amounts of wages and salaries per 
$100 of total net sales in the years 
1919, 1918, and 1914, combined and 
individually, for stores having inven- 
tories^ similarly measured, of $20 and 
over, decrease as the amounts of 
inventory per $100 of total net sales 
increase. Second, the amounts of 
wages and salaries i>er $100 of total 
net sales decreased from 1914 to 1918, 
and 1918 to 1919. Third, the amounts 
of inventory per $100 of total net 
sales, in the individual and in the 
combined years, decrease as the 
amounts of wages and salaries (in 
terms of sales) increase. Fourth, the 
amounts of inventory per $100 of 
total net sales decreased between 1914 
and 1918, and 1918 and 1919. Fifth, 
the amounts of wages and salaries per 
$100 of selling expense increased be- 

* Pages 157 to 164. 



tween 1914 and 1918, and decreased 
between 1918 and 1919. Sixth, for 
the combined years the amounts of 
wages and salaries i>er $100 of selling 
expense roughly tend to increase as 
the amounts of inventories increase. 
For the individual years the ten* 
dencies to decrease or to increase are 
uncertain. 

B. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Sdling 
Expense, for Stores Classified hy 
Size, 1919, 1918, and 1914. 

In Tables 139 to 142, inclusive, the 
149 stores which are being considered 
are classified for the combined and 
for the individual years by size and 
by the amounts of inventory in rela- 
tion to their sales. For each g^roup 
the average amount of wages and 
salaries paid by stores to their selling 
force has been computed in terms of 
sales. 

In 1919 it cost in wages and salaries 
$7.04 to sell $100 worth of goods. 
For the stores with sales under $40,- 
000, the cost was $4.50 ; for those with 
sales of $40,000 to $80,000 it was 
$5.54; for those with sales of $80,000 
to $180,000 it was $7.25; and for 
those with sales of $180,000 and over 
it was $7.47. That is, the amounts 
increase as the stores increase in size. 
When the stores are classified, as in 
Table 140, by the amounts of in- 
ventory per $100 of total net sales, 
increases, with few exceptions, are 
found to characterize stores of in- 
creasing size, but with similar inven- 
tories in relation to sales. In some of 
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TABLE 140 

TOTAIi NET SALES, WAGfES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES PER 

$100 OF TOTAL NET SALES, FOR 149 STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 1919 
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the groups the number of stores is so 
smally when they are classified in this 
f orniy as to make direction of change 
uncertain. The irregularities in the 
amounts, however, are for the most 
part removed when the three years 



are combined as in Table 139. More- 
over, the tendency for the amounts 
to increase is more regular in 1919 
when a larger group of stores is used 
as in Table 144. 
The amounts of wages and salaries 



TABLE 141 

TOTAIi NBT SAIiBS, WAOBS AND SALARDBS, AND AMOUNT OF WAGES AND 8Af«ARnM FSB 

$100 OF TOTAL NET SALES, FOB 149 8T0BES CLASSIFIED BT SIZE AND BT 

AHOUNT OF mVENTOBT FEB $100 OF TOTAL NET SALES, 1918 
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TABLE 142 

TOTAL NBT 8ALES, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES PER 

$100 OF TOTAL NET SALES, FOR 149 STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 1914 
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per $100 of total net sales, however, 
in which we are most interested, are 
those for stores of essentially the same 
size, but with different amounts of 
inventory in relation to sales. These 
amounts are found in Tables 139 to 



142, inclusive. Within each group, 
when the stores are classified by size 
and by amounts of inventory in rela- 
tion to sales, there seems to be no 
general tendency for the amounts of 
wages and salaries i>er $100 of total 



AMOUNT 
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TABLE 143 

OF WAGES AND SATiARTKS FEB $100 OF TOTAL NET SALES PER AMOUNT SOLD 
$1 OF INVENTORY, FOR STORES CLASSIFIED BY SIZE AND AMOUNT OF 
INVENTORY PER $100 OP TOTAL NET SALES, 1919, 1918, AND 1914 
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net sales to increase or to decrease 
as the amonnts of inventory i>er $100 
of total net sales increase. In some 
groups, if the details for the combined 
years are taken as an illustration, the 
amounts decrease, while in others 
they increase. In view of this fact, 
it would be unsafe to generalize for 
all of the store-groups. The amounts, 
however, are of sufficient interest to 
warrant publication. 

Table 143 shows what it cost in 
wages and salaries per $100 of total 



net sales to sell the actual amounts 
sold per $1 of inventory* in 149 
stores classified by size and amount 
of inventory in terms of sales. By 
using this more detailed unit, the un- 
certain direction of change for wages 
and salaries is eliminated. For the 
stores as grouped, the amounts become 
larger as the size of the inventory in 
relation to sales increases. Such a con- 
dition for selling expense was observed 

* The method by which this unit is com- 
puted ifl explained on page 4, item 17. 



TABLE 144 

AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER STOCfK TURN- 
OVER, FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT OF INVENTORY 

PER $100 OF TOTAL NET SALES, 1919 
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in the discussion of Table 27 and it 
wonld naturally follow for wages and 
salaries, similarly measured, in view 
of the proportion which they consti- 
tute of total selling expense. Table 
143 should be considered in connec- 
tion with Tables 139 to 142, inclusive. 
In Table 144, the records of 282 
stores are studied for 1919, when the 



stores are classified by size and by the 
amounts of inventory per $100 of 
total net sales. In view of the fore- 
going discussion, it is unnecessary to 
consider further the amounts of wages 
and salaries i>er $100 of total net sales 
for the stores as classified. One sec- 
tion of this table, however, is of 
interest. The right-hand columns 
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TOTAL NBT SALES, INVENTOBT, AND AMOUNT OF INVENTOBY FEB $100 OF TOTAL NET 
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OF WAGES AND SALABIES FEB $100 OF TOTAL NBT SALES, 

1919, 1918, AND 1914, COMBINED 





MkCM fc 
BmUrf 

pw iXOO of 

lot BolM 


of 
Storo- 


f0tOl 

■it 8oloo 


••tol 
swostcvy 


amatory p« HOO or totol IM IUm 


< 


lOpOtrt. 


OrophU 1 
80 40 60 80i00180U81«0 




U««ro8>) 


4m 


•48, 888,8TB 


•16,880,406 


I87.84 


1. 

» 
1 

! • 

1 


1D0.O 


fe%U 


•4 tots 


86 

atfr 

188 


8,888,888 
84,888,987 

38,8U,880 


8,888,888 
8,087,^6 
8,088,041 


88.87 
87.98 
86.88 


iee.t 

88i^ 

88^ 




«»tu 

Ui^ovogo) 


1S7 


8,888, m 


1,888,818 


86.91 


uo.e 




1 t 


«M«««0 


•AtofS 
Itftoow 


88 
88 
88 


984,898 

1,804,806 

tT4,on 


808,668 

1,084,080 
488,888 


88.66 
88.74 
80.1P8 


i8ia. 


1 • - 




1 




t 

1 

» 

1 ■ 

1 • 

1 • 
1 • 

1 1 




, »»*oX . 
Oionroci) 


X86 


■ 9,880,848 


4,884,788 


48.48 


IfUl 


•«>«••» 


^tofS 

eekotow 


88 
V8 

88 


8,818,848 
4,805,848 

8,T88,188 


847,880 
8,081,188 
1,888,816 


40.8t 
48.88 
48.96 


3I08.8 




Uvovoco) 


US 


18,181,484 


8,188,191 


90.88 


108.4 


4bo to Hao 


TtodOF U 
•4 to 18 
|8 fc oT«r 


16 
88 

40 


1,697,880 
6,181,088 
8,988,118 


681,181 
8,688,806 
1,989,144 


98.88 
48.64 
96.96 


108.T 

113.8 

88.8 




tottO, 


48 


17,888,818 


4,981,968 


88.06 


74-T 


fiao ft ofw 


Qatar U 
•4 to 18 
|8ft o««V 


8 
80 

U 


779,867 
lS,088,6tt 

4,766,010 


186,898 
3,889,811 
1,848,888 


88.97 
88.84 

88.88 


«8.9 

73.8 
TBJI 



••r.M 



216 



TABLE 146 

TOTALi NET 8AIiB8» INVENTOBY, AND AMOUNT OF INVENTORY FEB $100 OF TOTAL NET 

SAIiESy FOB 149 STOBBS GLASSIFIBD BY SIZE AND BY AMOUNT OF WAGES 

AND 8ALABIES FEB $100 OF TOTAL NET SALES, 1919 
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show, for different groups of stores, 
the amoimts of wages and salaries per 
$100 of total net sales per stock turn- 
over.* That is, wages and salaries 
are measured in terms of a unit of 
sales for a single turn. 

For this group of stores, as goods 
are sold, it cost in wages and salaries 
$6.67 to sell $100 worth of goods, 

* The method by which this unit is com- 
pnted is explained on page 4, item 19. 



while it cost in wages and salaries per 
stock turnover, $3.03 to sell $100 worth 
of goods. The amounts of wages and 
salaries required to sell $100 worth of 
goods increase as stores increase ia 
size, but when they are expressed in 
terms of sales per turnover, they are 
essentially constant for the stores 
with sales under $80,000, increase for 
those with sales from $80,000 to $180,- 
000 and noticeably decrease for those 
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with sales of $180,000 and over. 
While the expense, due to wages and 
salaries per $100 of total net sales in 
the stores with sales of $180,000 and 
over, is 170.2 per cent, of the ayerage 
for all stores, the amount of wages 
and salaries per $100 of total net sales 
per stock turn is 84.2 per cent, of the 
average. 
For the stores as a whole and when 



classified by size, the amounts of 
wages and salaries per $100 of total 
net sales per stock turnover increase 
rapidly as the amounts of inventory 
per $100 of total net sales increase. 
The nature of the increase may be 
illustrated by selecting the 106 stores 
which had sales in 1919 of between 
$40,000 and $80,000. For the three 
stores which had inventories less than 



TABLE 147 

TOTAL NET SALES, INVENTORY, AND AMOUNT OP INVBNTOBY PBE $100 OP TOTAL NET 

SALES, FOB 149 STOBES CLASSIFIED BT SIZE AND BY AMOUNT OP WAGES 

AND SALABIES FEB $100 OP TOTAL NET SALES, 1918 
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TABLE 148 

TOTALi NET SALES, INVENTORY, AND AMOUNT OP INVENTORY PER $100 OP TOTAL NET 
SALES, FOR 149 STORES CLASSIFIED BY SIZE AND BY AMOUNT OF WAGES 
AND 8ALARTFi=; PER $100 OF TOTAL NET SALES, 1914 
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$20, it cost in wages and salaries 
$3.56 to sell $100 worth of goods, but 
per turnover the expense was but 
$0.85. For those that had inventories 
between $20 and $40 per $100 of total 
net sales, it cost in wages and salaries 
for each $100 of total net sales, $4.93, 



but for each unit of sales per stock 
turnover, $2.24. Similarly, for the 
stores which had inventories of $40 
and over, it cost $5.84 for each $100 
of total net sales, but for $100 of sales 
per stock turnover the amount was 
$3.o«7. 
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TABLE 149 

TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND BATiABIES 

PER $100 OF SELLING EXPENSE, FOR 149 IDENTICAL STORES CLASSIFIKD 

BT SIZE AND BT AMOUNT OF INVENTORY PER $100 OF TOTAL 

NET SALESy 1919/ 1918, AND 1914, COMBINED 




4roi*a^ vM*60 
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The detail in Table 144 may be 
studied with profit by merchants who 
are interested in measuring the effect 
which turnover has on wages and 
salaries as a part of selling costs. 

Tables 145 to 148, inclusive, show 
the amounts of inventories per $100 
of total net sales in the combined and 
individnal years for stores classified 
by size and by the amounts of wages 
and salaries paid per $100 of total 
net sales. The purpose of these tables 
is to determine the average size of the 
inventories in terms of sales for stores 
paying different amounts of wages 
and salaries per $100 of total net 
sales. When no account is taken of 
store size, the inventories are lowest 
when the amounts of wages and 
salaries in terms of sales are highest. 
That is, an inverse relationship ob- 
tains. When size of store is con- 
sidered this relationship does not 
hold. Indeed, an inverse condition 
holds. That is, small inventories 
generaUy accompany small amounts 
of wages and salaries when both are 
expressed in sales. In each year the 
size of the inventories expressed in 
terms of sales varies inversely with 
the size of the store similarly ex- 
pressed. 

Tables 149 to 152, inclusive, show 
the amounts of wages and salaries per 
$100 of selling expense for each of 
the years for stores classified by size, 
and further by the amounts of inven- 
tories per $100 of total net sales. The 
total sections of these tables agree 
with the details of Table 138 and do 
not call for further comment. The 
remaining parts of the tables require 



brief consideration inasmuch as they 
show the amounts of wages and sal- 
aries per $100 of selling expense for 
stores classified by size and by 
amounts of inventory in terms of 
sales. 

As the stores increase in size, gen- 
erally speaking, the amounts of wages 
and salaries per $100 of selling ex- 
pense decrease. There is one excep- 
tion to this rule for the combined 
years and one each for 1919 and 1918. 
Otherwise, the condition is general. 
What is of most interest in this con- 
nection, however, is not store size 
alone, but stores of the same size with 
varying inventories. When the de- 
tails are considered from this point 
of view it is impossible to generalize 
for all the groups as to whether the 
amounts increase or decrease as the 
inventories increase. For some 
groups of stores, as for instance those 
with sales of $80,000 to $180,000 for 
the combined years, the amounts de- 
crease, while for other groups, as for 
instance the group with sales of 
$40,000 to $80,000, there is a tendency 
for the amounts first to decrease and 
then to increase with increasing in- 
ventories. 

Nothing further need be said con- 
cerning the amounts for stores with 
different sales and different inven- 
tories in relation to sales. The actual 
figures are supplied for what they are 
worth. They constitute standards or 
norms for these stores, and from year 
to year show a remarkable con- 
sistency. 

Brief discussion is required of 
Table 153. In this table 282 stores 
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TABLE 150 



TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND 

PER $100 OF SELLING EXPENSE, FOB 149 STORES CLASSIFIED BY SIZE 

BY AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 1919 
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TABLE 151 



TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES 
FEB $100 OF SELLING EXPENSE, FOR 149 STORES CLASSIFIED BY SIZE AND 
BY AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 1918 
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TABLE 152 



TOTAL SELLXNO EXPBKSBy WAGES AND SAIiABIES, AND AMOUNT OF WAGES AND SATiABlES 

FEB $100 OF SELLING E3LPENSE, FOB 149 STOBES CLASSIFIED BY SIZE AND 

BY AMOUNT OF INVBNTOBY FEB $100 OF TOTAL NET SALES, 1914 




•6B.79 



224 



TABLE 153 

AMOT7NT OF WAGES AND BATiARITO FEB $100 OP SEmN« EXPENSE FEB STOCK 
OVEB, POB STOBES CLASSIFIED BT SIZE AND BT AMOUNT OF INVENTOBT 

FEB $100 OF TOTAL NET SALES, 1919 



TDBN- 




are classified for 1919, by size and by 
the amounts of inventory in relation 
to sales. For each group of stores two 
measures of the amounts of wages and 
salaries are supplied. The amounts 
are expressed, first, in relation to sell- 
ing expense, and second, in relation to 
selling expense per stock turnover.* 

For the 282 stores the proportion 
which wages and salaries constitutes 
of each $100 selling expense is $65.67. 
As the stores increase in size, this pro- 

* Tbe method bj which this unit is com- 
puted is explained on page 4, item 21. 



portion decreases, the amount for the 
stores with sales of $180,000 and over 
being $62.93. When the average 
amount of wages and salaries per 
$100 of selling expense— $65.67— is 
expressed per stock turnover, it be- 
comes $29.85. In other words, stock 
is turned on the average 2.2 times. 
Wages and salaries per $100 of total 
selling expense per turnover decrease 
as the stores increase in size, the 
amount being $22.48 for the stores 
which sold, during 1919, $180,000 
and over worth of goods. 
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As the amounts of inventory in 
relation to sales increase for each, 
group of stores, as measured by size, 
the amounts which wages and salaries 
constitute of each $100 of selling ex- 
pense per turnover rapidly increase. 
The amounts for the group of stores 
with sales of $40,000 to $80,000 may 
be used to illustrate this. When the 
inventories were less than $20 per 
$100 of total net sales, it cost $14.50 
in wages and salaries per $100 of 
selling expense per turnover. When 
the inventories were $20 to $40 per 
$100 of total net sales, the amount 
was $31.45, and when the inventories 
were $40 and over, it was $49.70. 
That is, the costs rapidly increase as 
the inventories in terms of sales in- 
crease in size. This is only another 
way of saying that, to sell a given 
amount of goods in a year, the costs 
attributable to wages and salaries in 
relation to the rates of turnover 
rapidly decrease as the inventories in 
relation to the sales decrease. That 
is, the cost per unit of turnover be- 
comes less as the rates at which the 
stock is turned, increase. 

The details of Table 153 should be 
considered in connection with those 
of Table 144. 

C. — Summary, 

(1). The amounts of wages and 
salaries per $100 of total net 
sales for all stores, for each 
of the years, tend generally 
to decrease as the amounts of 
inventory per $100 of total 
net sales increase. 



(2). The amounts of wages and 
salaries i)er $100 of total net 
sales for the amount sold for 
each dollar of inventory and 
also per stock turnover in- 
crease as the size of the 
inventory in terms of sales 
increases. This holds for 
stores treated as a whole and 
also when classified by size. 

(3). The amounts of wages and 
salaries per $100 of total net 
sales and per $100 of total 
net sales for the amount sold 
per doUi^r of inventory de- 
creased between 1914 and 
1918, and 1918 and 1919. 

(4). The amounts of wages and 
salaries per $100 of selling 
expense tend to increase as 
the inventories in terms of 
sales increase, for all stores. 
For stores of a given size, the 
direction of change is un- 
certain. 

(5). The amounts of wages and 
salaries per $100 of total sell- 
ing expense per stock turn- 
over decrease as stores in- 
crease in size and increase as 
the amounts of inventory in 
terms of sales increase. 

3. — ^TEABLY AMOUl^TS OP WAGES AND 
SALARIES IN RELATION TO THE 
AMOUNTS OP GOODS SOLD PEE FULL- 
TIME SALES-PERSON, AND TO THE 
METHODS BY WHICH SALESMEN ARE 
PAID, FOB STORES CLASSIFIED BT 
YEARS, BY SIZE, AND BY LOCA- 
TION. 
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The discussion of the amounts of 
wages and salaries paid to those who 
are selling goods under the condition 
established in this section closely fol- 
lows the corresponding section, pages 
85 to 127, relating to the total 
amount of selling expense for stores 
similarly classified.* 

(1) — TEABI.Y AMOUNTS OF WA«E3 
AND SALARIES IN RELATION TO 
THE AMOUNTS OF GOODS SOLD 
PER FULL-TIMS SALES-PERSON. 

This section has to do with the 
amounts of wages and salaries paid 
in stores when they are classified by 
amounts of goods sold per full-time 
sales-person; the discussion relating, 
first, to stores in different years, 
second, to stores of different size, and 
third, to stores of different size and 
location. 

A. — Yearly Amounts of Wages a/nd 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, 1919, 1918, and 1914. 

The year-to-year comparison of the 
amounts of wages and salaries paid to 
salesmen is based upon the records of 
the 146 identical stores which are 
discussed on page 86. The average 
expense in wages and salaries to sell 
$100 worth of goods was $7.20 for 
1919, 1918, and 1914, combined. In 
1914 the amount was $7.45, in 1918, 
$7.38, and in 1919, $6.97. That is, 
between 1914 and 1918, and 1918 and 
1919, the amounts decreased by 0.9 
and 5.6 per cent., respectively. Dur- 

* The methods bj which the amounts are 
computed is described on page 4. 



ing these years, both sales and wages 
and salaries were increasing. When 
the amounts of wages and salaries 
paid are expressed in terms of sales^ 
the decreases mean that from year to 
year the increase was greater in sales 
than in wages and salaries. 

The amounts of wages and salaries 
paid by stores to salesmen in each of 
the different years may also be ex- 
pressed in terms of $1,000 sold per 
person. This is done in Table 154. 
The reason for expressing the amounts 
in this form may be stated as follows : 
The total net sales, the amounts of 
wages and salaries, the number of 
salesmen, and the average amounts of 
goods sold per salesman, all vary from 
store to store. In order to take ac- 
count in a single measure, of these 
different conditions, and to reduce 
them to a unit basis, use is made of 
this complex unit.f 

The amounts for the combined and 
the respective years are $0.45, $0.66, 
$0.47, and $0.34. That is, between 
1914 and 1918, and 1918 and 1919, 
they decreased, the percentages of de- 
crease being larger than when wages 
and salaries are expressed in terms of 
total net sales alone. Moreover, for 
the stores in each of the years when 
they are classified by the amounts sold 
per full-time sales-person, the ex- 
penses attributable to wages and 
salaries, measured in this manner, 
decrease as sales per full-time sales- 
person increase. In the combined 
years, in the stores where salesmen 

t The method by which the whole process 
is carried out is described by formula on 
page 4, item 22. 
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sold less than $12,000 per year, the 
average amoimt of wages and salaries 
per $100 of sales for each $1,000 sold 
was $0.84. For the stores in which 
salesmen sold $32,000 and over, the 
corresponding expense was $0.13. 
How nearly these results are dupli- 
cated in the individual years may be 
seen by consulting the amounts and 
their graphic representation in Table 
154. 



In Table 155, for the combined and 
for each of the years under considera- 
tion, the same stores are classified by 
the amounts of wages and salaries 
paid per $100 of total net sales. For 
each group of stores the average 
amount of sales per full-time sales- 
person is calculated. For the com- 
bined years, salesmen sold on the 
average $16,149 worth of goods. In 
1914, 1918, and 1919 the correspond- 



TABLE 154 

AMOUMT OF WA€BS AND SAIiAHroS FEB $100 OF TOTAL NET SALES FEB $1,000 OF 

SALES FEB FULL-TIME SALBS-FEBSON, FOB 146 n>ENTICAL STOBBS 

CLASSIFIED BY AMOUNT OF SALES FEB FULL-TIME SALES- 

PEBSON, 1919, 1918, AND 1914 
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in^ amonnts were, respectively, $11,- 
345, $15,613, and $20,437. 

When the stores paid less than $4 
in wages and salaries per $100 of 
total net sales, salesmen, on the aver- 
age, for the combined years, sold 
$17,908; when they paid $4 to $8 in 
^i^ages and salaries for each $100 sold, 
the salesmen sold on the average 
$16,905 ; and when they paid $8 and 
over the sales 'per fnll-time sales- 



person averaged $14,177. As the 
amounts paid in wages and salaries 
per $100 of total net sales increase, 
the sales per fall-time sales-person 
decrease. In each of the years, the 
same general tendency with minor 
exceptions holds. The details of 
Table 155 supplement those of Table 
154 and should be read in connection 
with them. 
Another way of stating the rela- 
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TOTAL MBT SALES, NUMBER OF SALES-PEOPLE, AND AMOUNT OF SALES FEB FULL-TIME 
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OF WAGES AND SALARIES PER $100 OF TOTAL NBT 
SALES, 1919, 1918, AND 1914 
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lions between wages and salaries paid 
to salesmen and sales is shown in 
Table 156. For stores in the com- 
bined years, the average amount of 
sales secured for each $100 of wages 
and salaries paid was $1,389. In 1914 
it was $1,343, in 1918, $1,355, and in 
1919, $1,436. That is, the average 
amount increased slightly between 
1914 and 1918 and by a larger margin 
between 1918 and 1919. 

For the combined and for the sep- 
arate years, the sales per $100 of 
wages and salaries paid, increase as 
the amounts sold per full-time sales- 
person increase. That is, the larger 
the amount of goods sold by each 
salesman in a year, the greater is the 
return in sales to the merchant for 
each $100 paid in the form of wages 
and salaries. This is only another 
way of sa3dng that with larger sales 
per sales-person, savings can be made 
in wages and salaries measured in 
terms of total sales. The actual 
amounts of sales secured for each 
$100 paid in wages may be seen by 
consulting Table 156. 

Other methods of stating the 
amounts of wages and salaries paid 
to salesmen in each of the different 
years, for stores classified by the 
amounts of sales per full-time sales- 
person, are found in Table 157. 

For the combined years, out of 
every $100 of selling expense, $66.88 
was paid to salesmen in the form of 
wages and salaries. In 1914 the 
amount was $65.59, in 1918, $67.47, 
and in 1919, $67.05. That is, the 
amounts increased between 1914 and 
1918 and slightly decreased between 



1918 and 1919. Generally speaking, in 
each of the years when all the stores 
are considered, two thirds of the total 
selling expense is paid to salesmen 
in the form of wages and salaries. 
However, when such amounts are ex- 
pressed in terms of total selling 
expense for each $1,000 sold per fuU- 
time sales-person the direction of 
change from year to year is differ- 
ent.* For the combined years the 
average stated in this form is $4.14. 
For 1914 it was $5.78, for 1918, $4.32, 
and for 1919, $3.28. That is, between 
1914 and 1918, and 1918 and 1919, 
there was a decrease. This is due, of 
course, to the increased sales per fuU- 
time sales-person in 1918 over 1914, 
and in 1919 over 1918, as shown in 
Table 155. 

For the combined years, wages and 
salaries per $100 of selling expense 
decrease as the amounts sold per full- 
time sales-person increase. That is, 
wages and salaries are relatively 
smaller proportions of total selling 
expense in stores where salesmen sell 
large than where they sell small 
amounts per year. This general ten- 
dency aLso characterizes 1919 and 
1918, and 1914, if the five stores hav- 
ing average sales per f uU-time sales- 
person of $24,000 and over in 1914 
are ignored. In comparisons of this 
type, however, salesmen's activities 
are not reduced to a unit basis. This 
is done in the right-hand columns of 
Table 157, where wages and salaries 

* The occasions for expressing the amounts 
in this form are analogous to those for ex- 
pressing them in a similar form in terms of 
sales. See page 227 for a brief statement 
of this fact. 
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TABLE 156 



TOTAL WAGES AND SALARIES, TOTAL l^T SALES, AND AMOUNT OF TOTAL NET SALES 
PER $100 OF WAGES AND SALARIES, FOR 146 IDENTICAL STORES 
CLASSIFIED BT AMOUNT OF SALES PER FULL-TIME 
SALES-PERSON, 1919, 1918, AND 1914 
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are expressed in terms of Belling ex- 
X>ense for each $1,000 sold per full- 
time sales-person.* In the combined 
and in the individual years the 
amounts rapidly decrease as the sales- 

* The method by which fbis unit is eom- 
pvted ifl explained on page 4, item 24. 



men's sales increase. In the com- 
bined years when salesmen sold less 
than $12,000, the cost in wages and 
salaries measured in this maimer was 
$7.49; when they sold $32,000 and 
over, it was $1.55. 

In each of the different years, for 
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TABLE 157 

AMOUNT OF WAGES AND SAT^Aftfies PKB $100 OF SELLING EXPENSE PER $1,000 OF SALES 

PER FULL-TIME SALBS-PEBSON, FOR 146 IDENTICAIi STORES CLASSIFEBD 

BY AMOUNT OF SALES PER FULIr-TIME SALES-PERSON, 

1919, 1918, AND 1914 




stores classified by the amount sold 
per fuU-time sales-person, wages and 
salaries expressed either in terms of 
selling expense alone or in terms of 
selling expense for each $1,000 sold 
per fnll-time sales-person, may be 
seen by consulting Table 157. The 
direction of change in the amounts is 
evident from the graphic summary. 
A brief summary of Tables 154 to 
157, inclusive, may be expressed as 



follows: First, the amounts of wages 
and salaries, measured in terms of 
sales, and in terms of sales for each 
$1,000 sold per full-time sales-person, 
decreased between 1914 and 1918, 
and 1918 and 1919. Second, the 
amounts sold per full-time sales- 
person increased between 1914 
and 1918, and 1918 and 1919. 
Third, as the amounts of wages and 
salaries per $100 of total net sales 
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increase, sales per fall-time sales- 
person decrease. Fourth, the amounts 
of total net sales secured for each 
$100 of wages and salaries paid, in- 
creased between 1914 and 1918, and 
1918 and 1919. Fifth, as the sales 
per full-time sales-person increase, 
wages and salaries in terms of sales 
alone, or combined with the amount 
sold per sales-person, decrease. Sixth, 
the amounts of wages and salaries, 
when expressed for each $100 of sell- 
ing expense, increased between 1914 
and 1918, and decreased between 
1918 and 1919. When they are 
expressed in the complex unit they 
decreased between 1914 and 1918, and 
1918 and 1919. 

B. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of SeUvng 
Expense, for Stores Classified 
by Size, 1919, 1918, and 1914. 

In the discussion of the amounts of 
wages and salaries paid to salesmen 
in stores of different size and with 
different amounts sold per full-time 
sales-person, the records of two 
groups of stores are available. For 
the year 1919 alone, as is shown in 
Table 158, 269 stores may be studied. 
Wages and salaries are measured, 
first, in terms of sales, and second, in 
terms of sales and the rapidity with 
which stock is turned in each of the 
groups. 

For the 269 stores in 1919 it cost 
in wages and salaries paid to salesmen 
for each $100 of total net sales, $6.68. 
For stores with sales under $40,000, 
the average cost was $4.19 ; for stores 



with sales of $40,000 to $80,000 it was 
$5.40 ; for stores with sales of $80,000 
to $180,000 it was $6.72; and for 
stores with sales of $180,000 and over, 
it was $7.28. That is, as the stores 
increase in size, the amounts paid in 
wages and salaries per $100 of total 
net sales increase. These increases, 
however, from store-group to store- 
group are probably better shown for 
stores in which the same amount is 
sold per full-time sales-person, but in 
which the total sales are different. 
Any one of the groups of stores in 
Table 158 may be chosen to illustrate 
this. If the stores are used in which 
the sales per full-time sales-person 
were $16,000 to $24,000 per year, the 
expense attributable to selling in the 
stores with sales under $40,000 was 
$4.42. The corresponding amount 
for those which sold $40,000 to $80,- 
000 was $4.69; for those which sold 
from $80,000 to $180,000, $6.38 ; and 
for those which sold $180,000 and 
over, $9.86. Similar differences are 
observed for the stores which had 
larger and smaller amounts sold per 
full-time sales-person. It is unneces- 
sary to set these out in detail inas- 
much as they are contained in Table 
158. 

When the amounts of wages and 
salaries paid to salesmen are ex- 
pressed in terms of $100 of total net 
sales per stock turnover, the disad- 
vantages associated with the large 
stores, however, are reduced. The 
amounts are smallest in stores whidi 
are largest, although for those with 
sales less than $180,000 they slightly 
increase with store size. It is worth- 



233 



TABLE 158 

AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER STOCK TURN- 
OVER, FOR STORES CLASSIFIED BT SIZE AND BT AMOUNT OF 8AIS8 

PER FULL-TIME SALES-PERSON, 1919 




while in this connection to indicate 
the precise amounts. When all the 
stores are considered as a unit, it cost 
$3.04 in wages and salaries per $100 
of total net sales per stock turnover. 
For the stores vnth sales under $40,- 
000, the amount was $2.79 ; for those 



with sales of $40,000 to $80,000, 
$3.00 ; for those with sales of $80,000 
to $180,000, $3.54 ; and for those with 
sales of $180,000 and over, $2.70. 
Using for illustration the group of 
stores in which the sales per full-time 
sales-person per year were between 
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$12,000 and $16,000, it cost on the 
average for all stores, $3.45. For 
those with sales under $40,000, it cost 
$2.38 ; for those with sales of $40,000 
to $80,000, $3.70 ; for those with sales 
of $80,000 to $180,000, $4.28 ; and for 
those with sales of $180,000 and over, 
$2.53. 

The relative advantage which the 
large stores have in the amounts of 
wages and salaries paid, when they 
are measored in this form as con- 
trasted to sales alone, is, of course, 
attributable to the relatively greater 
rapidity with which they turn their 
stock. The actual rates for 282 stores, 
classified by size, are shown in Table 
41. It is unnecessary to give the 
figures in this case. 

The details of Table 158 have a 
practical significance to merchants, 
which it is worth-while to mention. 
When the amounts of sales per full- 
time sales-person increase, the cost of 
oi^eration in wages and salaries per 
$100 of total net sales decreases. This 
is true for the stores treated as a 
whole and when classified by size. 
For the group of 103 stores with sales 
of $40,000 to $80,000, it is found that 
the amount of wages and salaries per 
$100 of total net sales is $6.65 for 
those in which the salesmen sold less 
than $12,000, while it is $3.00 for the 
stores in which the salesmen sold 
$32,000 and over. Between these 
limits the amounts decrease with a 
single exception as the amounts sold 
per full-time sales-person increase. 
That is, in practical operation, the 
cost of selling, expressed in sales, may 
be decreased more than 50 per cent. 



through increasing the amounts sold 
per full-time sales-person. 

Still greater savings in expenses, 
so far as wages and salaries are con- 
cerned, may be secured by increasing 
the rate at which stock is turned. The 
same group of stores — ^those with 
sales of $40,000 to $80,000— may be 
used to illustrate this point. For the 
16 stores in which salesmen sold less 
than $12,000 for the year, it cost in 
wages and salaries per $100 of total 
net sales per turnover, $4.43. For 
those in which the salesmen sold be- 
tween $12,000 and $16,000, the corre- 
sponding cost was $3.70. For those 
in which the salesmen sold $32,000 
and over, it cost but $1.58. The 
regularity with which the amounts, 
measured in this form, decrease for 
the different groups of stores is not 
uniform. Over the entire range, how- 
ever, the direction of change is un- 
mistakable and points at once to the 
conclusion that the greater the sales 
per full-time sales-person the smaller 
is the expense of wages and salaries 
for each $100 of total net sales per 
turnover. 

The amounts of wages and salaries 
for these 269 stores in 1919 may also 
be expressed in terms of sales for 
each $1,000 sold per full-time sales- 
person. This is done in the part of 
Table 159 carrying this caption. For 
all stores the average amount is $0.33. 
For those with sales under $40,000, 
it is $0.25; for those with sales of 
$40,000 to $80,000, it is $0.32; for 
those with sales of $80,000 to $180,- 
000, $0.35 ; and for those with sales of 
$180,000 and over, $0.31. Within 
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each of the groups of stores when thqr 
are classified by size, the amounts 
rapidly decrease as the sales per full- 
time sales-person increase. By using 
again the 103 stores with sales of 
$40,000 to $80,000 and the unit de- 



scribed above, it is found that it cost 
the stores in which salesmen sold less 
than $12,000, $0.66, while for those 
in which the salesmen sold $32,000 
and over, it cost $0.07. Between these 
limits, the amounts decrease as the 



TABLE 159 

AMOUNT OF WAGES AND SALARIES PEB $100 OF TOTAL NET SALES FEB $1,000 OF 

SALES FEB FULL-TIME SALES-PEBSON, FOB STOBES CLASSIFIED BY SIZE 

AND BY AMOUNT OF SALES PEB FULL-TIME SALES-PEBSON, 1919 
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amounts sold per salesman increase. 
The nature of these decreases as well 
as the actual amounts may be ob- 
aenred by consulting Table 159. 

Table 160 shows the association 
between the amounts of wages and 
salaries paid per $100 of total net 
sales and the average sales per full- 
time sales-person. The total section 
supplements the detail for 146 stores 
in 1919, as shown in Table 155. The 



remaining parts show the average 
amounts sold in stores of different 
size, having different wage and salary 
expense in relation to sales. Suffi- 
cient attention has already been given 
to the amounts for the stores treated 
as a whole. The condition for a single 
group may be illustrated by choosing 
again the group of 103 stores with 
sales of $40,000 to $80,000. When 
the amount of wages and salaries per 
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TOTAIi NET BALES, NUMBEB OF FUUi-TIME SALES-PEOPLE^ AND AMOUNT OF SALES PEB 

FULL-TIME SALES-PEBSON, FOB STOBES CLASSIFIED BT SIZE AND BY AMOUNT 

OF WAGES AND SALABIES PEB $100 OF TOTAL NET SALES, 1919 
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$100 of total net sales is less than $4, 
the average amount sold per fall-time 
sales-person is $20,158. When the 
amount of wages and salaries per 
$100 of total net sales is between $4 
and $8, the amount of sales per full- 
time sales-person is $16,172; and 
when the corresponding amount of 
wages and salaries is $8 and over, the 
amount of sales is $12,510. Table 160 
supplements Table 159, and should be 
considered in connection with it. 

In the discussion of the relation of 
wages and salaries to sales. Table 161 
is of interest. For the 269 stores 
which are studied, $1,496 in sales 
were secured in 1919 for each $100 
of wages and salaries paid. As the 
stores increase in size the amounts of 
sales secured for each $100 of wages 
and salaries decrease. For those with 
sales under $40,000, the average 
amount is $2,385 ; for those with sales 
of $180,000 and over, it is $1,374. 
Within each group of stores, however, 
when classified by size, the amounts 
increase as the sales per full-time 
sales-person increase. For the 16 
stores which sold between $40,000 and 
$80,000, and in which the amount sold 
per full-time sales-person was less 
than $12,000, $1,505 were secured in 
sales for each $100 of wages and 
salaries paid. For the 13 stores 
having the same amount of sales, but 
in which each salesman sold $32,000 
and over, $3,329 in sales were secured 
for each $100 of wages and salaries 
paid. Similar increases follow for 
the stores in the other size-groups, 
although in some the amounts are 
erratic and the direction of change 



uncertain, due primarily to the few 
stores which are included. 

The foregoing discussion of the 
amounts of wages and salaries paid 
to salesmen per $100 of total net sales 
refers to 1919. Sales were high in 
this year, due not only to the amounts 
of goods sold, but also to prices 
realized. In view of this f act^ it has 
been thought worth-while to study, 
in this connection, a g^up of iden- 
tical stores for the years 1914, 1918, 
and 1919. Fewer records are avail- 
able for this purpose, but those which 
can be used are probably sufficient 
to serve as a basis for generalization. 
They are certainly helpful in measur- 
ing the condition in 1919 relative to 
the earlier years. 

In Tables 162 to 165, inclusive, 146 
stores classified by size and by the 
amounts of goods sold per full-time 
sales-person in 1919, 1918, and 1914 
are studied for the purpose of deter- 
mining the amounts of wages and 
salaries, measured in different ways, 
which are paid to salesmen. The dis- 
cussion of the 269 stores for 1919 had 
to do primarily with the amounts 
paid in stores of different size and 
with different sales per full-time sales- 
person. In the discussion of Tables 
162 to 165, inclusive, chief interest 
lies in the amounts paid in the differ- 
ent years. These are fully set out in 
the tables, the units of analysis being 
the same as those used hi Table 159. 

For the 146 stores under considera- 
tion, it is shown in Table 154 that the 
amounts of wages and salaries per 
$100 of total net sales and per $100 
of sales for the amount sold per full- 
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TABLE 161 

AND SALARIES, TOTAL NET SALES, AND AMOUNT OF TOTAL NET SALES 
$100 OF WAGES AND SALARIES, FOR STORES CLASSIFIED BY SIZE AND BY 
AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1919 
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TABLE 162 

AMOUNT OP WAGES AND SALARIES PES $100 OF TOTAL NET SALES FEB $1,000 OF SALES 
FEB FULL-TIME SALES-PERSON, FOB 146 IDENTICAL STORES CLASSIFIED 
BY SIZE AND BT AMOUNT OF SALES PER FULL-TIME SALES- 
PERSON, 1919, 1918, AND 1914, COMBINED 




time sales-person decreased between 
1914 and 1918, and 1918 and 1919, 
Tables 162 to 165, inclusive, show that 
this condition held for each group of 
stores when classified by size. More- 
over, decreases from year to year also 
hold for each group of stores when 
the amounts are measured in terms of 



sales for each $1,000 sold per full- 
time sales-person. The direction of 
the change from year to year, there- 
fore, seems to be uniform. 

For this group of stores in each 
year, as for the 269 in 1919, the 
amounts of wages and salaries in- 
crease as the stores increase in size. 
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However^ for each group, when the 
stores are classified by size, the 
amonnts of wages and salaries per 
$100 of total net sales and per $100 
of total net sales for each $1,000 sold 
per full-time sales-person decrease as 
the amounts sold per full-time sales- 



person increase. To this general rule 
there are some exceptions. Had the 
records of even a larger number of 
stores been analyzed, some exceptions 
would have been expected. For this 
group, they are so few that they do 
not invalidate the conclusion that an 



TABLE 163 

AMOUNT OF WAGES AND SALARIES PES $100 OF TOTAL NET SALES PER $1,000 OF SALES 

PER FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BT SIZE AND 

BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1919 
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TABLE 164 



AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER $1,000 OF SAUES 

PEE FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND 

BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1918 
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effective method of reducing the 
amounts of wages and salaries per 
$100 of total net sales is to increase 
the amount sold per full-time sales- 
person. 

The amounts of wages and salaries 
paid to salesmen may also be ex- 
pressed in terms of total selling ex- 
pense. This is done in detail in 



Table 166 for the 269 stores classified 
by size and by the amounts sold per 
full-time sales-person. For 146 stores, 
in 1919, as shown in Table 157, it 
cost in wages and salaries $67.05 out 
of every $100 of selling expense. For 
269 stores, as shown in Table 166, the 
corresponding cost for the same year 
was $65.67. Inasmuch as wages and 
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salaries become a proportionately 
smaller percentage of selling expense 
as the stores increase in size, the 
actual amounts for two groups of 
stores depend on the proportions in 



which stores of different size are in- 
cluded. The amounts in 1919 for 269 
stores of different size are shown in 
Table 166. Briefly, they are as fol- 
lows : For the stores with sales under 



TABLE 165 

▲MOUNT OF WAOES AND SALARIES PER $100 OF TOTAL NET SALES PER $1,000 OF SALES 

PER FULL-TIMS SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND 

BT AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1914 
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$40,000, the average amount is 
$71.29; for those with sales of $40,- 
000 to $80,000, it is $71.93; for those 
with sales of $80,000 to $180,000, it is 
$66.95; and for those with sales of 
$180,000 and over, $63.07. That is, 
the amounts over the entire range of 
sizes decrease, although the average 
for the stores with sales of $40,000 to 
$80,000 is slightly larger than that for 
the stores with sales under $40,000. 
Moreover, the amounts for stores 
having a given amount sold per full- 
time sales-person tend to decrease as 
the stores increase in size, although 
from group to group the tendency is 
somewhat irregular. 

When the stores are classified by 
size and further by the sales per full- 
time sales-person, the proportions 
which wages and salaries constitute 
of each $100 of selling expense de- 
crease as the amounts sold per full- 
time sales-person increase. This con- 
dition characterizes the 269 stores in 
1919, shown in Table 166, as it did 
the smaller number for the same year 
shown in Table 157. 

The amounts of wages and salaries 
may also be expressed per $100 of 
selling expense per stock turnover. 
This is done in the columns of Table 
166 having this caption. For the en- 
tire group of stores, irrespective of 
size, the average amount in 1919 was 
$29.80. For the stores with sales 
under $40,000, it was $47.53; for 
those with sales of $40,000 to $80,000 
it was $39.96 ; for those with sales of 
$80,000 to $180,000 it was $35.24; 
and for those with sales of $180,000 
and over, $23.36. That is, the amounts 



decrease as the stores increase in size, 
the percentages of difference being 
somewhat larger when the amounts 
are expressed in this form than when 
they are expressed in selling exx>ense 
alone. Moreover, the amounts of 
wages and salaries per $100 of selling 
expense per turnover decrease as the 
amounts sold per full-time sales- 
person increase. This condition holds 
for the stores treated as a whole and 
when classified by size. There are a 
few exceptions to this general role but 
these are inadequate to alter the con- 
clusion. An effective way of reducing 
wages and salaries measured in terms 
of selling expense per turnover is to 
increase the amounts sold per fuU- 
time sales-person. The latter, of 
course, may result from increasing 
the sales of a given force or from 
reducing the size of the seUing force. 
Table 167 shows the amounts of 
wages and salaries per $100 of selling 
expense for each $1,000 sold per full- 
time sales-person. The stores in- 
cluded are the same as those in Table 
166. For aU the stores, irrespective 
of size or of the amounts sold per full- 
time sales-person, the average amount 
of wages and salaries per $100 of 
selling expense for each $1,000 sold 
per full-time sales-person was $3.24. 
When the stores are classified in the 
four size-groups customarily used, the 
amounts on the whole decrease as the 
stores increase in size. For those 
with sales under $40,000 the amount 
was $4.20, for those with sales of 
$180,000 and over, $2.73. Moreover, 
when the stores are classified by the 
amounts sold per full-time sales- 
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TABLE 166 

AMOTTNT OF WA6E8 AND BATiABTRS PER $100 OF SELLING EXPENSE FEB STOOK TC7BN- 
OVEBy FOB 8T0BES CLASSIFIED BY SIZE AND BY AMOUNT OF SALES 

FEB FULL-TIME SALES-PEBSON, 1919 




person, the wages and salaries i)er 
$100 of selling expense for each $1,000 
sold per full-time sales-person de- 
crease as the salesmen's activities in- 
crease. This is to be expected in view 
of the method by which the stores are 



classified. The only virtue of ex- 
pressing the amounts in this form is 
to place them on a uniform or $1,000 
basis. By doing this, the different 
store-groups become directly com- 
parable. 
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The meaning of Table 167 may be 
made clearer if the amounts of wages 
and salaries for a single group of 
stores are studied. For stores having 
sales of $40,000 to $80,000, it cost 
$7.31 in wages and salaries per $100 



of selling expense for each $1,000 sold 
per person when a salesman sold less 
than $12,000 per year. It cost but 
$1.40 in wages and salaries similarly 
measured when salesmen sold $32,000 
and over. Prudence and business 



TABLE 167 

AXOUMT OF WAGBS AND SATiARTTO FEB $100 OF SELLIKC XZPBNSE FEB $1,000 OF 

8ALBS FEB FULI#-TI1IE SAIiBS-FEBSON, FOB STOBBS CLASSIFIED BT SIZE AND 

BT AMOUNT OF SALES FEB FULL-TIME SALES-FEB80N, 1919 
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sense immediately suggest the desir- 
ability of stimulating sales as a 
method of reducing the percentage 
of selling expense reflected in wages 
and salaries* 



The data in Table 167, however, 
refer alone to the year 1919. In many 
particulars this is an exceptional year, 
and it has been thought of interest to 
include data similarly classified for 



TABLE 168 

▲MOUNT OF WAGES AND SALARIES PER $100 OF 8ELLIK6 EXPENSE PER $1,000 OF SALES 

PER FULL-TIME SALES-PERSON, FOR 146 IDENTICAL STORES CLASSIFIED BT 

SIZE AND BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 

1919, 1918, AND 1914, COMBINED 
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TABLE ie9 



AMOUNT OF WAGES AND BAIiARTWS PESB $100 OF SELLENC EZFEN8B FEB $1,000 OP SALES 

PER FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND 

BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1919 
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146 stores for the years 1919, 1918, 
and 1914, individually and combined. 
This is done in Tables 168 to 171, 
inclusive. 

The data in Table 168, for the three 
years combined, show the same ten- 



dencies found in Table 167 ; i. e., for 
the proportions of selling expense at- 
tributable to wages and salaries, 
measured in either the simple or the 
complex unit, to decrease as sales per 
full-time sales-person increase and 
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also as the size of the stores increases. 
These relations hold in a general way 
for each of the years. When the de- 
tail for the separate years are com- 
pared, for stores of a given size and 
with a given amount of sales per full- 
time sales-person^ the amounts of 



wages and salaries per $100 of selling 
expense for a $1,000 of sales per full- 
time sales-person tend, in a general 
way, to decrease from year to year. 

Tables 158 to 171, inclusive, and 
the discussion concerning them, may 
be summarized as follows: First, for 



TABLE 170 

▲MOUKT OF WAGES AND SALARIES FEB $100 OF SELLING EXPENSE FEB $1,000 OF SALES 

PER FULL-TIHE SALES-PERSON, FOB 146 STOBES CLASSIFIED BY SIZE AND 

BY AMOUNT OF SALES PEB FULL-TIME SALES-PERSON, 1918 
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stores of a given size, the amounts of 
wages and salaries, measured in any 
of the units, decrease as the sales per 
full-time sales-person increase. Sec- 
ond, for stores with a given amount 
of sales per full-time sales-person, the 
amounts of wages and salaries per 
$100 of total net sales and per $100 
of total net sales per stock turnover 
increase, while per $100 of total net 
sales per $1,000 of sales per full-time 
sales-person, they decrease as stores 
increase in size. Third, for stores 
with a given amount of sales per full- 
time sales-person, the proportions of 
selling expense chargeable to wages 
and salaries, measured either in the 
simple or in the complex units, de- 
crease as the size of the stores in- 
creases. 

C. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling Ex- 
pense, for Stores Classified hy 
Size and hy Size of City in 
WJUch Located/^ 1919. 

The discussion of wages and sal- 
aries in relation to sales in Volume 
lit of t^c Bureau's study of Costs, 
Merchandising Practices, Advertising 
and Sales in the Retail Distribution 
of Clothing showed that the entire 
wage bill in terms of sales was rela- 
tively lower for stores in small than 
for those in large cities. In the fol- 
lowing section the effect of location 
on wages and salaries paid to sales- 
men is studied for a group of stores, 
having in 1919 sales between $40,000 

* Populatioxi flgaree are for 1920. 
f Pages 146 to 156, inclnsive. 



and $80,000 and located in different 
sized cities. This part of the discus- 
sion closely follows that on imges 
112 to 118. 

In Table 172, 103 stores with an- 
nual sales of $40,000 to $80,000 are 
classified according to location and 
the amounts sold per full-time sales- 
I>er8on. The average amount of 
wages and salaries per $100 of total 
net sales for the 89 stores in the small 
cities in 1919 was $5.34; for the 14 
stores located in the large cities it was 
$5.76. That is, it cost on the average 
$0.42 more to sell $100 worth of goods 
for the stores in the large than for 
stores of similar size in the small 
cities. This advantage, however, does 
not always hold for the stores with 
different location, but having the same 
amount sold per full-time sales-per- 
son. To test satisfactorily this latter 
condition would require more store 
records for stores in the large cities 
than are available. Within each city- 
group, however, the amounts of 
wages and salaries per $100 of total 
net sales decrease, with minor excep- 
tions, as the amounts sold per full- 
time sales-person increase, the con- 
tinuity of the decrease being un- 
broken for the stores in the small 
cities and interrupted, in*spite of the 
few stores considered, at only two 
places for the stores in the large 
cities. 

Table 172 also supplies the data 
for a more refined analysis of the 
amounts of wages and salaries. In 
the right-hand columns of the table, 
the amounts per $100 of total net 
sales per stock turnover are shown 
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TABLE 171 



AMOUNT OF WAGBS AND SALARIEB PER $100 OF 6ELUN6 EXPENSE PER $1,000 OF SALES 

PEB FULL*TIM£ SALES-PERSON, FOR 146 STORES CLASSIFIBD BY SIZE AND 

BY AMOUNT OF SALES PER FUI^-TIME SALES-PERSON, 1914 
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for stores with annual sales from 
$40,000 to $80,000 and with different 
amounts sold per full-time sales- 
person. When the amounts are ex- 
pressed on a per turn basis, and when 
the stores are considered as a group, 



those in the large cities spend less 
than do those in the small cities* 
When they are classified by the 
amounts sold per full-time sales- 
person, however, this advantage does 
not hold in each individual instance^ 
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TABLE 172 



AMOUNT OF WAGES AND SATiARTKS FEB $100 OF TOTAL NET SAIjBS FEB STOCK TUBN- 

OVEBy FOB STOKES WITH SALES OF $40,000 TO $80,000, CLASSIFIED BY SEZB 

OF CITY AND BY AMOUNT OF SALES FEB FULL-TIME SALES-PEBSON, 1919 
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the number of stores being too few 
to reveal characteristic amounts. 
Within each city-group, however, the 
amounts of wages and salaries, when 
measured in a unit of sales per stock 
turnover, decrease as the amounts 
sold per full-time sales-person in- 
crease. Generally speaking, the 
greater rapidity of turnover for the 
stores in the large cities more than 
compensates for the disadvantage 
under which they operate so far as 
payments for wages and salaries in 
relation to sales are concerned. 

It wiU be remembered that stores 
of not widely different size are in- 



volved in this comparison. The prac- 
tical significance of the conclusions 
seems to be that merchants^ doing a 
given amount of business, have lower 
amounts of wages and salaries in 
terms of sales in the small than in the 
large cities, but that they have higher 
expenses of the same type when 
measured in terms of sales per turn- 
over. 

Table 173 is similar to Table 172. 
The same stores are included and the 
method of grouping them is identical. 
The only additional feature of Table 
173 is that expenses attributable to 
wages and salaries are expressed in 
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terms of sales for each $1,000 sold per 
full-time sales-person. When the 
amonnts are shown in this form, the 
stores in the small cities, when treated 
as a whole, retain their advantage. 
When those having the same amounts 
of sales per full-time sales-person, but 
differently located, are compared, two 
of the groups in the small cities have 
smaller amounts than those in the 
large cities, and three have larger 
amounts. 

The effect of location and amounts 
of goods sold per full-time sales-per- 
son on wages and salaries may also 
be measured by expressing wages and 
salaries in terms, first, of selling ex- 



pense ; and, second, of selling expense 
per stock turnover. This is done in 
Table 174 by using the same stores as 
those studied in Tables 172 and 173. 
Out of every $100 of selling expense, 
wages and salaries constitute $72.69 
for the stores in the small cities and 
$68.09 {or the stores in the large 
cities. Moreover, with the exception 
of one case, the amounts stand in this 
order for stores with different loca- 
tions, but with equal amounts sold 
per full-time sales-person. Within 
each city-group there is little or no 
tendency for the amounts to increase 
or decrease as the amounts sold per 
full-time sales-person increase. When, 



TABLE 173 

AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER $1,000 OF SALES 

PEE FULL-TIME SALES-PERSON, FOR STORES WITH SALES OF $40,000 TO 

$80,000, CLASSIFIED BY SIZE OF CIT7 AND BY AMOUNT OF 

SALES PER FULL-TIME SALES-PERSON, 1919 
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TABLE 174 



AMOUNT OF WAGES AND 8ALABIES PEB $100 OF SELLING EXPENSE PER STOCK TDBN- 

OVEB, FOB STORES WITH SALES FBOH $40,000 TO $80,000, CLASSIFIED BY filZB 

OF CITY AND BY AMOUNT OF SALES PEB FULL-TIME SALES-PEBSON, 1919 
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however, the amounts of wages and 
salaries per $100 of selling expense 
are shown per stock turnover, rather 
different conditions follow. The aver- 
age amount expressed in this form for 
the stores in the small cities is $42.76. 
For those in the large cities it is 
$32.42. Moreover, in each group of 
stores, classified by the amounts of 
sales per full-time sales-person, the 
amounts are larger with one excep- 
tion for the stores in the small than 
for those in the large cities. In addi- 
tion, the differences between the 



amounts in the large cities and those 
in the small cities are more marked 
when amounts of wages and salaries 
are expressed in terms of selling ex- 
pense per stock turnover, than when 
shown in terms of selling expense 
alone. 

Within each city-group, the 
amounts of wages and salaries per 
$100 of selling expense per stock turn- 
over decrease as the amounts per full- 
time sales-person increase. For the 
stores in the small cities there is no 
exception to this rule and for those 
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in the large cities, even with the few 
stores considered, only two exceptions. 
The possibilities of reducing wages 
and salaries as a part of selling ex- 
pense for each stock turnover by 
stimulating sales may be shown con- 
cretely if the group of 89 stores 
located in small cities is used for 
illustrative purposes. For the stores 
in which salesmen sold less than $12,- 
000, the amount of wages and salaries 
per $100 of selling expense for each 
stock turnover was $49.04, while for 
the stores in which salesmen sold $32,- 
000 and over the corresponding 



amount was $29.92. Between these 
limits, as amounts sold per full-time 
sales-person increase, a saving is 
shown for each group of stores. Sim- 
ilar, but less certain advantages 
through stimulating sales may also 
be observed by considering the stores 
in the large cities. 

Still another method of stating the 
amounts of wages and salaries for 
stores classified by location and by 
amounts sold per full-time sales-per- 
son may be used to advantage. In 
Table 175 the amounts of wages and 
salaries per $100 of selling expense 



TABLE 175 

AH OUMT OF WAGES AND SALARIES PEB $100 OF SELLING EXPENSE PER $1,000 OF SALES 

PER FULL-TIME SALES-PERSON, FOR STORES WITH SALES FROM $40,000 

TO $80,000, CLASSIFIED RY SIZE OF 0IT7 AND AMOUNT OF 

SALES PER FULL-TIME SALES-PERSON, 1919 
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for each $1,000 sold per full-time 
sales-person are shown for the stores 
classified as in Table 173. The bases 
of classification are location and 
amount sold per full-time sales-per- 
son. The amounts of wages and 
salaries in terms of selling expense 
for the stores thus classified are made 
fully comparable from group to 
group when they are put on a $1,000 
basis. The actual amounts with the 
graphic representation are shown in 
the right hand columns of Table 175. 
Stated in this form, the amounts of 
wages and salaries for stores in the 
small cities are relatively high and for 
those in the large cities relatively low. 
That is, the amounts stand in the 
same relative position as do those in 
which the unit is selling expense 
alone. Within each city-group they 
decrease rapidly as the sales per full- 
time sales-person increase, the abso- 
lute and percentage reductions in the 
small and large stores being, respec- 
tively, $5.84 or 80.4 per cent., and 
$6.43 or 83.6 per cent 

Z). — Summary, 

(1). From year to year, the 
amounts of wages and sal- 
aries, in terms of sales alone 
and of sales per $1,000 sold 
X)er full-time sales-person de- 
creased. This condition holds 
generally for all stores and 
also for stores classified by 
size and by amount sold per 
full-time sales-person. 

(2). Prom year to year, the 
amounts of wages and sal- 



aries per $100 of selling ex- 
pense per $1,000 of sales per 
full-time sales-person de- 
creased. 

(3). The amount of sales per full- 
time sales-person increased 
between 1914 and 1918, and 
1918 and 1919. 

(4). Wages and salaries in terms 
of sales^ of selling expense, 
and in terms of either per 
stock turnover or per $1,000 
sold per full-time sales-i>er- 
son, decrease as the amounts 
of sales per full-time sales- 
person increase. This holds 
for all stores and for stores 
of a given size. 

(5). For stores with a given 
amount of sales per sales-per- 
son, the amounts of wages 
and salaries per $100 of total 
net sales and per $100 of 
total net sales per stock turn- 
over increase as the stores in- 
crease in size, while the 
amounts of wages and sal- 
aries per $1,000 sold per full- 
time sales-person decrease as 
stores increase in size. 

(6). For stores with a given 
amount of sales per full-time 
sales-person, the amounts of 
wages and salaries per $100 
of selling expense, per stock 
turnover, and per $100 of 
selling expense per $1,000 
sold per full-time sales-per- 
son decrease as the stores in- 
crease in size. 
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(7) • The amounts of sales per fnll- 
time sales-person increase as 
the size of the store increases, 
and decrease as the wages and 
salaries per $100 of total net 
sales increase. 

(8) . The amounts of sales for each 
$100 of wages and salaries 
decrease as the stores increase 
in size and increase as the 
amounts sold per full-time 
sales-person increase. 

(9). When stores of a given size 
are classified by size of city 
in which they are located, 
wages and salaries per $100 of 



total net sales, expressed 
either in simple or in complex 
units, decrease as the sales 
per full-time sales-person in- 
crease. 

(10). When stores of a given size 
are classified by size of city 
in which they are located, the 
amounts of wages and sal- 
aries per $100 of selling ex- 
pense alone tend neither to 
increase nor to decrease, 
while the amounts in terms 
of both selling expense per 
stock turnover and selling 
expense for the amount sold 



TABLE 176 

AMOUNT OF WAGES AND SATiABTKS FEB $100 OF TOTAL NET SAIiBS FEB STOCK TURN- 
OVER, FOR STORES CLASSIFIED BY SIZE AND BY METHOD OF 
PAYING BEGULAR SALESMEN, 1919 
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TABLE 177 

AMOUNT OF WAGES AND 8ALABIB8 FEB $100 OF TOTAL NET SALES FEB $1,000 OJ 

SALES PER FULL-TIMS SALES-PEBSON, FOB STOBES CLASSIFIED BY SIZE 

AND BY METHOD OF PAYING BBGULAB SALESMEN, 1919 




per full-time sales-person de- 
crease as the sales per full- 
time sales-person increase. 

(2) — ^YBABLY AMOUNTS OF WAGES 
AND SALABIES IN BELATION TO 
THE METHODS BY WHICH SALES- 
MEN ABE PAID. 

Tables 176 to 183, inclusive, are 
submitted as throwing light on the 
question — ^Are wages and salaries, 
when measured in terms of sales, or 
selling expense alone, or when com- 
bined with stock turnover, and sales 
per full-time sales-person, higher or 
lower in stores where straight salaries 



are used than in stores where salaries 
and a commission or a bonus are paid 
to salesmen f 

A. — YEABLY AMOUNTS OF WAGES AND 
SALABQBS PEB $100 OF TOTAL NET 
SALES AND PEB $100 OF SELLING 
EXPENSE, FOB STOBES CLASSIFIED 
BY SIZE, 1919. 

Without repeating the substance of 
the discussion on pages 118 to 127, 
which had to do with an analysis of 
total selling expense in terms of sales 
and total operating expense for stores 
paying their salesmen by different 
methods, it will suffice to summarize 
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the data in Tables 176 to 183, indii- 
sive, bearing upon the amounts of 
wages and salaries paid to salesmen 
in stores which pay their salesmen 
according to the methods indicated. 

In these tables, the stores are clas- 
sified, first, by size, and second, by 
the methods of compensating regular 
salesmen, distinction being made for 
the stores using straight salaries as 
contrasted with those which use sal- 
aries and commission. 

When wages and salaries are ex- 
pressed in terms of sales, as in Tables 
176 and 177, the average amounts are 
lower for stores using straight salaries 
in five, and lower for stores using 
salaries and commission in seven of 



the groups.* When they are ex- 
pressed in terms of selling expense, 
as in Tables 178 and 179, they are 
lower for straight salaries in three 
and lower for salaries and commission 
in nine of the groups. In these group- 
ings both the simple and complex 
units are counted. When the amounts 
are expressed in terms of $100 of 
sales and $100 of selling expense, 
they are lower where straight sal- 
aries predominate in three of the 
groups and where salaries and com- 
missions are used, in five of the 
groups. When they are expressed in 
terms of sales and selling expense per 

* The low averages in the various tables 
are underlined. 



TABLE 178 

AliOUNT OF WA«ES AND SALARIES PER $100 OF SELLINO EXPENSE PER STOCS TURN- 
OVER, FOR STORES CLASSIFIED BY SIZE AND BY METHOD OF 
PAYING REGULAR SALESMEN, 1919 
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TABLE 179 

AMOUNT OF WAGES AND 8ALABIE8 PEB $100 OF SELUNO EXPENSE PER $1,000 OP 

SALES PEB FITLL-TIHE SALES-PERSON, FOB STOBES CLASSIFIED BY SIZE 

AND BY METHOD OF PAYING BEGULAB SALESMEN, 1919 




turnover, they are lower in two of the 
^oups where salaries alone are nsed 
and lower in six of the groups where 
salaries and commissions are em- 
ployed. When they are expressed in 
terms of sales and of selling expense 
per $1,000 sold per full-time sales- 
person, the amounts are lower in 
three groups where straight salaries 
are used, and lower in five cases 
where salaries and commissions are 
used. No account is taken of groups 
wherein the amounts are identical. 
Cumulating this evidence, it is found, 
when all measures are used, that the 
amounts are lower where salaries and 
commissions are employed in sixteen, 



and lower where salaries alone are 
used, in eight of the cases. 

Obviously, the tables in question 
have other uses than those of indicat- 
ing the relative advantages, so far as 
expenses are concerned, of using dif- 
ferent methods of compensating sales- 
men. The norms or standards them- 
selves are of interest, reflecting, as 
they do for a rather large experience, 
the conditions which obtain in retail 
clothing stores. 

Tables 180 to 183, inclusive, show 
the amounts paid to salesmen in 
stores classified by size and by the 
use or non-use of bonuses. 

In terms of sales, the amounts of 
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wages and salaries, as shown in Tables 
180 and 181, are lower in every case 
except one where stores paid no 
bonuses. When they are expressed 
as proportionate parts of selling ex- 
pense, as in Tables 182 and 183, they 
are lower where no bonuses are paid 
for seven groups of stores and lower 
where bonuses are paid in five of the 
groups. 

When they are measured in terms of 
sales and of selling expense alone, as 
in Tables 180 and 182, they are lower 
in seven cases where bonuses are not 
used and lower in one where they are 
used. When they are expressed in 



terms of sales and of selling expense 
for each turnover, as in Tables 180 
and 182, they are lower where bonuses 
are not paid in six of the cases and 
lower where bonuses are paid in two 
of the cases. When they are expressed 
in terms of sales and of selling ex- 
pense per $1,000 sold per full-time 
sales-person, as in Tables 181 and 
183, they are lower where bonuses are 
not paid in five, and where bonuses 
are paid in two of the cases. Cumu- 
lating the evidence, therefore, the 
amounts, when measured in all the 
different units, are lower in eighteen 
cases where no bonuses are paid, and 



TABLE 180 

AHOirNT OF WAGES AND SALABDCS PER $100 OF TOTAIj NET SAIjES FEB STOCK TUBN- 

OVEB, FOB STORES FATING OR NOT PAYING A BONUS TO REGULAR 

SAIiBSMEN, CLASSIFIED BY SIZE OF STOBE, 1919 
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TABLE 181 



AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER $1,000 OF SALES 

PER FULL-TIME SALES-PERSON FOR STORES PAYING OR NOT PAYING A BONUS 

TO REGULAR SALESMEN, CLASSIFIED BY SIZE OF STORE, 1919 
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lower where bonuses are used in Ave 
cases. 

From the evidence available, it 
seems safe to conclude that bonus pay- 
ments, having little or no relation to 
salesmen's activities, result in making 
wages and salaries relatively high. 
On the other hand, when commissions 
are paid, salesmen's activities are 
stimulated with the result that wages 
and salaries in terms of sales are rela- 
tively lower under such conditions 
than when straight salaries alone 
obtain.* 

* A somewhat different conclusion was 
reached in the discussion of total selling 



Oo.a> 

It is not contended, of course, that 
these data prove a causal connection 
between the method of paying sales- 
men and the expenses involved. With 
another selection, or with a more gen- 
erous sampling of stores, the conclu- 
sions might have been different The 
tables are incorporated in the study 
largely because they represent the 
information available, and they may 
be useful in the establishment of 

expense in relation to the methods by which 
salesmen are paid. €ni>Tiousl7, it is more 
satisfactory to rest the case in this respect 
on conclusions drawn from an analysia of 
wages and salaries alone than from an an- 
alysis of tiie total selling expense into which 
enter expenses other than wages and salaries. 
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TABLE 182 



AMOUNT OF WA€£S AND SALARIES PER $100 OF SELLING EXPENSE PER STOCK TURN* 

OVERy FOR STORES PAYING OR NOT PAYING A BONUS TO REGULAR 

SALESMEN, CLASSIFIED BY SIZE OF STORE, 1919 
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norms for the guidance of merchants 
in this field of distribution. 

4. — ^YEARLY AMOUNTS OF WAGES AND 
SALARIES IN RELATION TO THE EX- 
PENDITURES FOR RENT AND INVEST- 
MENTS IN FIXTURES, FOR STORES 
CLASSIFIED BY YEARS, BY SIZE, AND 
BY LOCATION. 

The discussion of the amounts of 
wages and salaries follows that for 
the corresponding section relating to 
total amounts of selling expense, and 
utilizes, in most respects, the same 
units of comparison.* 

* The methods by which these units are 
computed are explained on page 4. 



(1) — ^YEARLY AMOUNTS OF WAGES AND 
SALARIES IN RELATION TO EXPEN- 
DITURES FOR RENT PER 100 
SQUARE FEET OF FLOOR SPACE. 

The same 303 stores which are used 
to determiae the relation of selling 
expense to expenditures for rent per 
100 square feet of floor space, are 
analyzed below in the study of wages 
and salaries for stores similarly 
grouped. The records are available, 
in the detail given, for 1919 only. In 
view of the discussion of selling ex- 
pense in relation to expenditures for 
rent, it is necessary in the treatment 
of wages and salaries to print only 
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TABLE 183 

AMOUNT OP WAGES AND SALARIES FEB $100 OF SELIilNO EXPENSE FEB $1,000 OF 
FEB FULL-TIME SALES-PEBSON, FOB STOBES PAYINO OB NOT FAYING A BONUS 
TO BEGULAB SALESMEN, CLASSIFIED BY SIZE OF STOBE, 1919 




those tables which have particular 
application to the subject. 

A. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling Ex- 
pense, for Stores Classified hy 
Size, 1919. 

Table 184 shows the amormts of 
wages and salaries per $100 of total 
net sales and per $100 of total net sales 
for the amount sold per square foot 
of floor space for 303 stores, classi- 
fied by size and by expenditures for 
rent for each 100 square feet of floor 
space used. Attention has already 



been called to the fact that expendi- 
tures for wages and salaries, meas- 
ured in terms of sales increase, and, 
when expressed in terms of sales and 
the amounts sold per unit of floor 
space, decrease as stores increase in 
size. Of chief interest now are the 
amounts expressed in both units for 
stores with varying expenditures for 
rent. 

It will be recalled from an earlier 
discussion that, for a given amount 
of sales, less floor space is used when 
rentals are high than when they are 
low, and this fact should be kept in 
mind in interpreting the details of 
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Table 184 wherein the amoimts are 
expressed in the unit of sales made 
on a given floor space. 

When the stores are classified by 
size, the general tendency for two of 
the groups of stores is for the amounts 
of wages and salaries per $100 of 
total net sales to increase as the 
amounts expended for rent per 100 
square feet of floor space increase. 
For the remaining groups, the direc- 
tion of change is uncertain. An in- 
crease, however, would normally be 
expected in view of the fact that 
wages and salaries^ relative to sales, 
are high in the large stores, and it is 
these stores in which the rentals rela- 
tive to floor space are high. 

The store-groups which have large 
amounts of wages and salaries in 
terms of sales have small amounts 
when they are expressed in terms of 
the amounts sold per square foot of 
floor space. Within each group of 
stores^ when classified by size, they 
decrease as the rent paid per 100 
square feet of fioor space increases. 
This is to be expected in view of the 
rduced fioor space which accompanies 
high rentals. That is, as the rents 
I>aid per 100 square feet of fioor space 
increase, there is a tendency to save 
on the space occupied, thus producing 
larger amounts of sales for each unit 
of space. When the amounts of 
wages and salaries are divided by 
sales and further by the amounts sold 
per unit of fioor space, they are re- 
duced. The extent of this reduction 
in the different store-groups may be 
seen by consulting Table 184. 

In an earlier discussion it is shown, 



as a result of studying various groups 
of stores, that the amounts of wages 
and salaries, as proportions of sell- 
ing expense, decrease as stores in- 
crease in size. It is also shown, when 
they are measured in terms of sales 
made per square foot of fioor space, 
that they decrease as stores increase 
in size. Table 185 confirms both of 
these tendencies. Interest, at this 
point, however, is not so much in the 
relative size of wages and salaries for 
stores of different size as it is in the 
relative amounts for stores of the 
same size, but with different expendi- 
tures for rent per square foot of fioor 
space. The details of Table 185 show 
that for each group of stores, when 
classified by size, there is a tendency 
for the proportions which these 
amounts constitute of total selling ex- 
pense, to decrease as the amounts 
spent for rent per square foot of fioor 
space increase. 

When wages and salaries are ex- 
pressed as proportionate parts of sell- 
ing expense and these in turn are 
divided by the amounts sold per 
square foot of fioor space they rapidly 
decrease as expenditures for rent in 
terms of fioor space increase. This is 
to be expected in view of the fact, as 
noted above, that with high rents 
there is a tendency for stores to save 
in fioor space. The nature of these 
decreases as well as the actual 
amounts may be seen by consulting 
the details of Table 185. The graphic 
part of the table throws into bold 
relief the unmistakable tendency 
which characterizes the amounts in 
each group of stores. 
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TABLE 184 



AMOUNT OF WAOES AND SALARIES PER $100 OF TOTAL NET SALES FOR THE AMOUNT 

SOLD PER SQUARE FOOT OF FLOOR SPACE, FOR STORES CLASSIFIED BT SIZE AND 

BT AMOUNT OF RENT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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5.— rYeoriy Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, far Stores Classified hy 
Size of City in Which Located,* 
1919. 

The actual amoimts of rent paid, 
as well as the relations which they 

* Popnlatioii figures are for 1920. 



bear to the floor space utilized, are 
determined in large part by the size 
of the city in which the stores are 
located. Accordingly, it was neces- 
sary to classify by location the 303 
stores studied in Tables 184 and 185. 
Two city-groups have been used for 
this purpose— those with population 
under 40,000 and those with popula- 
tion of 40,000 and over. For each 
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group of stores, as located, a further 
classification has been made accord- 
ing to the rent expenditures per 100 
square feet of floor space. For each 
group of stores in this detail, the 
amounts of wages and salaries per 
$100 of total net sales and per $100 
of total net sales for the amounts sold 
per square foot of floor space have 



been determined. They are shown in 
Table 186. 

For the 225 stores located in the 
small cities and for the 78 stores 
located in the large cities, there is 
no unmistakable tendency for the 
amounts of wages and salaries per 
$100 of total net sales to increase or 
to decrease with the amounts 



TABLE 185 

AMOUNT OF WAGES AND SALARIES PER $100 OF SELLINO EXPENSE PER SALfiS PER 

SQUARE FOOT OF FLOOR SPACE, FOR STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF RENT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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pended for rent per 100 square feet 
of floor space. The average amount 
for the stores in the small cities is 
noticeably less than that for the stores 
in the large cities. Respectively, they 
are $5.92 and $7.15. Moreover, the 
amounts for stores with the same ex- 
penditure for rent, but with different 
location, are higher for the stores in 
the large than for those in the small 
cities. 

When the amounts of wages and 
salaries per $100 of total net sales 
for the amounts sold on each square 
foot of floor space are determined for 
the stores with different location and 
different expenditures for rent, the 



average for the stores in the lai^e 
cities is less than that for the stores 
in the small cities, and within each 
city-group the amounts decrease as 
the expenditures for rent increase. 
This tendency is likewise to be ex- 
pected in view of the general con- 
clusion that the higher the rent paid 
I)er unit of floor space, the smaller is 
the floor space used for a given 
amount of sales. 

Attention should be called to the 
fact, however, that in Table 186 no 
distinction is made for stores of dif- 
ferent size. When a city classifica- 
tion is used, however, the stores are, 
on the average, smaller in the small 



TABLE 186 

AMOUNT OF WAGES AND SALARIES FEB $100 OF TOTAL NET SALES PER SALES 
SQUARE FOOT OF FLOOR SPACE, FOR STORES CLASSDIED BT SIZE OF CIT7 
AND BT AMOUNT OF RENT PER 100 SQUARE FEET OF FLOOR SPACE^ 1919 
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TABLE 187 

AMOUNT OP WAGES AND SATiARTES PER $100 OF SELLING EXPENSE PER SALES PER 

SQUARE FOOT OF FLOOR SPACE, FOR STORES CLASSIFIED BT SIZE OF CITY AND 

AMOUNT OF RENT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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than in the large cities. This would 
explain, in part, the difference in the 
totals for the stores in the two city- 
groups. 

Table 187 classifies the 303 stores 
in the same form as Table 186. The 
amounts of wages and salaries, how- 
ever, are expressed in Table 187 as 
proportionate parts of selling expense. 
When stores in the two city-groups, 
taken as a whole, are compared, it is 
found that the average amount of 
wages and salaries per $100 of sell- 
ing exi)ense is $9.58 less for the stores 
in the large than for those in the 
small cities. The actual amounts 
are, respectively, $61,88 and $71.46. 
Within each city-group, when the 



stores are classified by the amounts 
of rent paid per square foot of floor 
space, wages and salaries become pro- 
portionately smaller parts of the sell- 
ing expense as the rent expenditures 
in terms of floor space increase. 
There are some exceptions to this 
general rule, but they are inconse- 
quential. 

When the amounts of wages and 
salaries, as proportionate parts of 
selling expense, are further expressed 
in terms of the sales per square foot 
of floor space, as is done in the right- 
hand columns of Table 187, the aver- 
ages are smaller for the stores in the 
large than for those in the small 
cities, and in both city-groups the 
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amounts decrease as the expenditures 
for rent increase. There are some ex- 
ceptions to this rule, but they are not 
sufficient to invalidate the general 
conclusion. 

C. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, for Stores Classified hy 
Size and by Size of City in Which 
Located,^ 1919. 

Because of the effect which the loca- 
tion, as well as the size of stores, has 
upon the amount of rent paid per 
square foot of floor space, it has been 
thought of interest to select for special 
study a group of 87 stores having 
sales in 1919 between $40,000 and 
$80,000, and to classify them accord- 
ing to their expenditures for rent in 
terms of floor space. This is done in 

* Population figores are for 1920. 



Table 188. This table also includes 
comparative figures for stores paying 
$60 and over in rent per 100 square 
feet of floor space, but differently 
located. The methods by which 
amounts of wages and salaries are 
measured are those which have been 
used throughout this study. It is 
worth-while briefly to consider the 
actual amounts measured in the dif- 
ferent ways and the tendencies which 
characterize them under different 
conditions of rent expenditure. 

For the 87 stores located in cities 
with population of less than 40,000, it 
cost in wages and salaries $5.35 to 
sell $100 worth of goods. The aver- 
age amount per $100 of total net sales 
per stock turnover was $3.15; per 
$100 of total net sales for each $1,000 
sold per full-time sales-person it was 
$0.33 ; and in terms of sales for the 
amount sold per full-time sales-per- 
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KELATION OF WAGES AND SAIiABIBS TO TOTAL NET SALES AND SELLINO EXPENgB, FOB 

STORES HAVING SALES BETWEEN $40,000 AND $80,000, CLASSIFDSD 

BT SIZE OF CITY AND BT AMOUNT OF BENT FEB 100 

SQUARE FEET OF FLOOB SPACE, 1919 
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son, $0.31. As the amounts expended 
for rent per unit of floor space in- 
crease, there is no tendency for wages 
and salaries in terms of sales alone 
either to increase or to decrease. This 
is not true, however, when the amounts 
are expressed in terms of sales per 
tomover. The larger the amount of 
rent paid per square foot of floor 
space, the larger is the amount of 
wages and salaries expressed in this 
unit. A similar increase with the 
amount of rent per 100 square feet of 
floor space holds also for wages and 
salaries expressed in terms of sales 
per $1,000 sold per full-time sales- 
person* On the other hand, the ten- 
dency is equally certain for the 
amounts, measured in terms of sales 
for the amount sold per square foot 
of floor space, to decrease as expendi- 
tures for rent per 100 square feet of 
floor space increase. 

When the amounts of wages and 
salaries are expressed as proportion- 
ate parts of selling expense, some- 
what different tendencies are ob- 
served. It is unnecessary to comment 
on these in particular. Those who 
are interested may consult the table 
as to amounts and directions of 
change. 

It is worth-while, however, to call 
attention to the fact that location 
affects the size of the amounts of 
wages and salaries when measured in 
terms of sales and of selling expense 
in stores having the same amount of 
expenditure for rent. Only a single 
group of stores — ^those which spent 
$60 and over per 100 square feet of 
floor space — is available for such a 



comparison. The detMls are found in 
Table 188. 

D. — Summary. 

(1). When stores are classified by 
size, the amounts of wages 
and salaries in terms of sales 
increase in some and decrease 
in other groups, while, in 
terms of sales for the amount 
sold per square foot of floor 
space, they consistently de- 
crease as the rental payments 
per 100 square feet of floor 
space increase. 

(2) . For stores of a given size, the 
amounts of wages and sal- 
aries in terms of selling ex- 
pense alone, and in terms of 
selling expense for the 
amounts sold per square foot 
of floor space decrease as the 
rent per square foot increases. 

(3). For stores with a given 
amount of rent per 100 square 
feet of floor space, the 
amounts of wages and sal- 
aries per $100 of total net 
sales are higher, while per 
$100 of totid net sales, per 
sales per square foot of floor 
space, they are lower in large 
than in small cities. 

(4). For stores with a given 
rental per 100 square feet of 
floor space, the amounts of 
wages and salaries per $100 
of selling expense alone and 
per $100 of selling expense 
for the amount sold per 
square foot of floor space are 
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higher in small than in large 
cities. 

(5). When stores of a given size, 
located in small cities, are 
classified by the amounts of 
rent paid per 100 square feet 
of floor space, wages and sal- 
aries measured in terms of 
sales per stock turnover, and 
of sales for the amount sold 
per full-time sales-person in- 
crease, while in terms of sales 
for the amount sold per 
square foot of floor space they 
decrease, as the rental pay- 
ments per square foot of floor 
space increase. 

(6). When stores of a given size 
located in small cities are 
classified by amounts of rent 
paid per 100 square feet of 
floor space, wages and salaries 
measured in terms of selling 
expense for the amount sold 
per full-time sales-person in- 
crease and, in terms of selling 
expense for the amount sold 
per square foot of floor space, 
they decrease as the rental 
payments per square foot of 
floor space increase. The 
direction of change is uncer- 
tain for wages and salaries 
per $100 of selling' expense 
per stock turnover. 

(2) — ^YEARLY AMOUNTS OP WAGES AND 
SALARIES IN RELATION TO INVEST- 
MENTS IN FIXTURES PER $100 OF 
TOTAL NET SALES. 

The order of the discussion of the 
amounts of wages and salaries per 



$100 of total net sales in this section 
closely follows that for the amounts 
of selling expense in relation to sales, 
pages 141 to 164. 

A. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, 1919, 1918, and 1914. 

The records of 135 identical stores 
in each of the years, 1919, 1918, and 
1914, are available for the study of 
the amounts of wages and salaries 
paid to salesmen for each $100 of 
total net sales, for stores classified 
according to the amounts invested in 
fixtures in relation to sales. The de- 
tails are contained in Table 189. In 
1914 the amount was $7.64, in 1918, 
$7.48, and in 1919, $7.11. The aver- 
age for the three years is $7.34. Both 
wages and salaries increased from 
year to year, but sales increased the 
faster. Accordingly, wages and sal- 
aries in terms of sales decreased. 

When the stores are classified ac- 
cording to the amounts of fixture in- 
vestment, there is a general tendency 
in the combined and in the individual 
years for the amounts of wages and 
salaries to increase as the amounts in- 
vested in fixtures increase, both being 
expressed in terms of sales.* 

In Table 190 the amounts of wages 
and salaries are expressed as propor- 
tionate parts of total selling expense. 
For the stores in the combined years, 
the average amount is $67.28. In 

* In 1919 and 1918 the ayerage amounts 
are relatively lar^ for the stores having less 
than $2 per $100 of sales invested in fixtures. 
The explanation for these variations is 
found in Tables 194 and 195. 
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1914 the average amount was $65.83, 
in 1918, $67.87, and in 1919, $67.54. 
That is, there was an increase be- 
tween 1914 and 1918, and a slight de- 
crease between 1918 and 1919. "When 
the stores are classified by the amount 
invested in fixtures per $100 of total 



net sales, there is a general tendency 
for the amounts of wages and salaries 
in terms of selling expense to de- 
crease as fixture investments in rela- 
tion to sales increase. Inasmuch, 
however, as the stores from year to 
year differ in size, and that the 



TABLE 189 

TOTAL NET SALES, WAGES AND SALARTKS, AND AMOUNT OF WAGES AND SALARIES FEB 

$100 OF TOTAL NET SALES, FOR 135 n>ENTICAL STORES CLASSIFIED 

BY AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL 

NET SALES, 1919, 1918, AND 1914 
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TABLE 190 

TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND 

BATiABIES FEB $100 OF SSLUNG EXPENSE, FOB 135 IDENTICAL STORES 

CLASSIFIED BY AMOUNT OF FIXTUBE ACCOUNT PER $100 

OF TOTAL NET SALES, 1919, 1918, AND 1914 




amounts both of wages and salaries 
and of selling expense are influenced 
by the size of the store, the absence 
of a marked tendency of change is to 
be expected. The relation of wages 
and salaries to selling expense for 
stores of different size is discussed 
later. 



B.— 



Yearly Anumnts of Wages wnd 
Salaries per $100 of Total Net 
Sales and per $100 of Selling Ex- 
pense, for Stores Classified hy 
Size, 1919, 1918, and 1914, 



The records of two groups of stores 
are available for the study of wages 
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and salaries for stores classified by 
size and by investment in fixtures per 
$100 of total net sales. The first 
group— 303 stores — applies alone to 
1919. For 1919, 1918, and 1914, the 
records of 135 identical stores are 
used. 

In 1919, based upon 303 stores, it 
cost $6.54 in wages and salaries to 
sell $100 worth of goods. As the 
stores increase in size, the amounts 
increase, the minimum — $4.48 — char- 
acterizing the stores with sales under 
$40,000 and the maximum— $7.30— 
applying to the stores with sales of 
$180,000 and over. When the stores 
are classified by size, and further by 
the amounts of fixture investments 
per $100 of total net sales, the 
amounts of wages and salaries per 
$100 of total net sales increase as the 
fixture investments, similarly meas- 
ured, increase. To this general rule 
there are some exceptions, but they 
are neither important nor numerous. 

The puri)ose of classifying the 
stores as in Table 191 is to secure, if 
possible, an answer to the following 
question: Are wages and salaries in 
terms of sales relatively high in stores 
which have relatively large amounts 
invested in fixtures in relation to 
sales t The results of the analysis make 
it possible, with certain reservations, 
to answer the question in the affirma- 
tive. The stores as grouped are not 
precisely identical in size, although the 
variations, on the average, within the 
groups are not large. Obviously, 
there are many conditions which de- 
termine the amounts of wages and 
salaries. It is the purpose of this 



analysis to show only the association 
between high wages and salaries and 
high fixture investments when both 
are measured in sales. 

In Table 192 the amounts of total 
net sales secured for each $100 of 
wages and salaries paid, have been 
calculated for the 303 stores as in 
Table 191. As the stores increase in 
size, relatively smaller amounts of 
sales are secured for each $100 of 
wages and salaries. For each group 
of stores, when classified by size, and 
for the total, there is a general ten- 
dency for the amounts of sales secured 
for each $100 of wages and salaries 
paid to decrease as the amounts in- 
vested in fixtures in relation to sales 
increase. In the total-section of the 
table, the decrease is more apparent 
than real, depending as it does upon 
the proportion in which stores of dif- 
ferent size are included. It is the 
large stores which have relatively 
large fixture investments in relation 
to sales and it is precisely those which 
have relatively low amounts of sales 
in terms of wages and salaries paid. 
Accordingly, the effect of grouping 
all the stores together as in the total- 
section is to emphasize the inverse re- 
lation between sales secured for a 
given wage payment and the amounts 
invested in fixtures. A more suitable 
comparison is found in the details for 
stores of essentially the same size. 
For these stores, the tendency for the 
amounts of sales per $100 of wages 
and salaries paid to decrease is not 
uniform, although it is generally ap- 
parent. Irrespective of any tendency 
which the amounts may describe, 
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TABLE 191 

TOTAL NET SALES, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SATtABIBR FEB 

$100 OF TOTAL NET SALES, FOB STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1919 
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they are significant in themselves as 
standards obtaining in 1919 for stores 
of different size having different 
amounts of fixtures in relation to 
their sales. 

For the years 1919, 1918, and 1914, 
combined and individually, the rec- 
ords of 135 stores are available for 



the same type of analysis as that 
made in Table 191. For the stores 
for the combined years, as shown in 
Table 193, it cost in wages and sal- 
aries $7.34 to sell $100 worth of goods. 
As the stores increase in size, the ex- 
pense for this purpose, measured in 
sales, increases from $5.90 for stores 



TABLE 192 

WAGOSS AND SALABIES, TOTAL NET SALES, AND AMOUNT OF TOTAL NET SALES PEB 

$100 OF WAGES AND SALABIES, FOR STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF FIXTUBE ACCOUNT PEB $100 OF TOTAL NET SALES, 1919 
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TABLE 193 

TOTAL NET SALES, WAGES AND SALARIES, AND AMOUNT OF WAGES AND RATiARTRS 
$100 OF TOTAL NET SALES, FOB 135 IDENTICAL STORES CLASSIFIED BY SIZB 
AND BY AMOUNT OF FIXTURE ACCOUNT FEB $100 OF TOTAL 
NET SALES, 1919, 1918, AND 1914, COMBINED 
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with sales under $40,000, to $7.91 for 
stores with sales of $180,000 and over. 
Moreover, when all the stores are com- 
bined, irrespective of size, for the 
three years, the amounts tend gener- 



ally to increase as the amounts in- 
vested in fixtures per $100 of total net 
sales increase. The same general ten- 
dency, with certain exceptions, also 
holds for the stores classified by size. 



TABLE 194 

TOTAL NET SALES, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES PER 

$100 OF TOTAL NET SALES, FOR 135 STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1919 
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It may be of interest briefly to call 
attention to this tendency for the 
stores which sold between $80,000 and 
$180,000 worth of goods in any one 
of these years. The average amount 
for the entire group is $7.46. For 



the stores with fixture investment 
less than $2 per $100 of total net 
sales, it is $7.01 and for those with 
a fixture investment per $100 of total 
net sales of $6 or more, it is $8.45. 
Between these limits, the average 



TABLE 195 

TOTAL NET SALES, WAGES AND SALARIES, Al^ AMOUNT OF WAGES AND SALABIES 
$100 OF TOTAL NET SALES, FOB 135 STORES CLASSIFIED BY SIZE AND BY 
AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1918 
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TABLE 196 



TOTAL NBT SALES, WAQES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES 
$100 OF TOTAL NET SALES, FOR 135 STORES CLASSIFIED BY SIZE AND BY 
AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1914 
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amounts increase as the fixture in- 
vestments increase. It should be re- 
membered in this connection, how- 
ever, that identical stores from year to 
year are not included. The sales of 
all the stores in each year, however, 
fall within the limits set up for this 
group. 

A more satisfactory comparison of 
the amounts of wages and salaries 
per $100 of total net sales can be 
made from year to year for stores of 
the same size, but with different fix- 
ture investments in relation to sales. 
Comparisons of this character can be 
made by consulting Tables 194 to 196, 
inclusive, which refer respectively to 
the years 1919, 1918, and 1914. It 
will be remembered that, in the 
anal3rsis of Table 191, the records of 
303 stores for 1919 were used. Table 
194 contains the records of 135 stores 
for the same year, similarly classified. 
Both groups of stores on the whole 
tend to show that the amounts of 
wages and salaries per $100 of total 
net sales increase as the amounts of 
fixtures per $100 of total net sales 
increase. It is true that the stores in 
the two tables are not mutually ex- 
clusive. All of the 135 stores in the 
total-section of Table 194 are included 
in the corresponding part of Table 
191 for 303 stores. The reason for 
selecting two groups of stores was to 
make use of the widest possible ex- 
perience of stores for a single year. 

It is shown in Table 189 that the 
amounts of wages and salaries per 
$100 of total net sales decreased from 
1914 to 1918, and from 1918 to 1919. 
Such a condition also holds from year 



to year when these stores are clas- 
sified by size. Moreover, from year 
to year, on the whole, the amounts 
seem to decrease for stores of the same 
size with given amounts of fixture 
investment per $100 of total net sales. 
It is unnecessary to point out the ex- 
tent of this agreement or the in- 
stances in which it does not hold, in- 
asmuch as the actual amounts are 
shown in the tables in detail and are 
available to the reader for such a 
comparison. 

In the discussion of the amounts of 
selling expense per $100 of total n^ 
sales, the point was made that fixture 
investments tend on the whole to be 
large in terms of sales where selling 
expenses, in terms of sales, are large. 
A series of tables, 93 to 96, inclusive, 
was presented to show this tendency. 
It is thought to be unnecessary, in 
view of the fact that approximately 
66 per cent, of selling expense is 
chargeable to wages and salaries, to 
show similar tables giving the 
amounts of fixtures per $100 of total 
net sales in stores with different 
amounts of wages and salaries in re- 
lation to sales. The influences which 
determine the relation of fixtures to 
sales for stores with different amounts 
of selling expense, similarly measured, 
would also operate to determine the 
amount of fixtures when the stores 
are classified according to wages and 
salaries in relation to sales. 

The amounts of wages and salaries 
for stores of different sizes and fix- 
ture investments per $100 of total 
net sales, may also be expressed as 
proportionate parts of selling er 
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TABLE 197 

TOTAL SELLING EXPENSE, WAQE8 AND SALABIES, AND AMOUNT OF WAGES AND SALARIES 

PEB $100 OF SELLING EXPENSE, FOB STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF FIXTUBE ACCOUNT PEB $100 OF TOTAL NET SALES, 1919 
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TABLE 198 

TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNT OP WAGES AND S 
PEE $100 OP SELLING EXPENSE, FOR 135 IDENTICxVL STORES CLASSIJ:IKD 
SIZE AND BY AMOUNT OP FIXTURE ACCOUNT PER $100 OF TOTAL 
NET SALES, 1919, 1918, AND 1914, COMBINED 
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pense. This is done for 1919 in Table 
197 and for the years 1919, 1918, and 
1914, combined and individually, in 
Tables 198 to 201, inclusive. 

In 1919, for the 303 stores the 
records of which are available, wages 
and salaries constituted $65.85 out of 
every $100 of selling expense. As the 
stores increase in size, however, this 
amount becomes a relatively smaller 
proportion. The amount for stores 
having sales of $180,000 and over is 
$63.73, or 96.8 per cent, of the aver- 
age. Within each group of stores, 
when classified by size, there seems to 
be no definite tendency for the 
amounts of wages and salaries per 
$100 of selling expense to increase or 
decrease with the amounts invested 
in fixtures per $100 of total net sales. 
Moreover, the variations in the actual 
amounts from store-group to store- 
group in stores of the same size are 
not large. 

Table 198 shows the amounts of 
wages and salaries per $100 of sell- 
ing expense for 135 stores for the 
combined years 1919, 1918, and 1914. 
For these years, wages and salaries 
constitute $67.28 of each $100 of sell- 
ing expense. Moreover, for the com- 
bined years, the amounts generally 
become smaller proportionate parts 
of selling expense as the stores in- 
crease in size. In other words, what 
is true for 1919 alone is also true for 
a nmnber of identical stores for the 
three years combined. When the 
stores for the combined years are 
classified by size, there seems to be 
no clear tendency for the amounts of 
wages and salaries per $100 of sell- 



ing expense, in stores of the same 
size, either to increase or to decrease 
regularly as the amounts invested in 
fixtures per $100 of total net sales in- 
crease. Here, again, the experience 
for a limited number of stores for the 
three years combined is similar to that 
for 1919 when a larger store experi- 
ence is used. 

In Tables 199 to 201, inclusive, the 
amounts of wages and salaries per 
$100 of selling expense are shown for 
the years 1919, 1918, and 1914, re- 
spectively, for the stores classified by 
size and by their fixture investments. 
Attention was called in Table 185 to 
the fact that the amounts of wages 
and salaries per $100 of selling ex- 
pense increased between 1914 and 

1918, and decreased between 1918 and 

1919. The tendency from year to 
year for stores of the same size, as 
shown in these tables, is uncertain. 
The actual amounts are contained in 
the table and anyone who is inter- 
ested may compare them for himself. 

C. — Yearly Amounts of Wages and 
Salaries per $100 of Toial Net 
Sides, for Stores Classified by 
Amounts of Inventory per $100 
of Total Net Sales, 1919. 

In the foregoing discussion, the 
bases of classification have been years, 
size of store, and fixture investment 
per $100 of total net sales. In Table 
202, an additional basis of classifica- 
tion is used for a group of 282 stores 
for 1919. No cognizance, however, is 
taken of store size. The stores are 
classified according to the amounts 
of inventories which they had at the 
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TABLE 199 

TOTAL BEIjUNO EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND gAf.Attneg 

PES $100 OF SELUNG EXPENSE, FOB 135 STORES CLASSIFIED BY SIZE 

AND BY AMOUNT OF FIXTURE ACCOUNT PER $100 OP 

TOTAL NET SALES, 1919 




Avarac* #97.54 
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TABLE 200 

TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES 

PES $100 OF SELLING EXPENSE, FOR 135 STORES CLASSIFIED BY SIZE 

AND BT AMOUNT OF FIXTURE ACCOUNT PER $100 OF 

TOTAL NET SALES, 1918 
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close of 1919 and, further, by their 
fixture investment per $100 of total 
net sales. Two methods of measuring 
wages and salaries are used : first, in 
terms of sales, and second, in terms 
of sales per stock turnover. This 
table merits consideration. It should 
be remembered that the larger the 
store, generally speaking, the smaller 
the inventory and the larger the stock 
turnover. Keeping this fact in mind, 
the attention of the reader is called 
to the details of the table. 

For stores which had inventories at 
the close of 1919 of less than $20 per 
$100 of total net sales, it cost in wages 
and salaries $5.64 to sell $100 worth 
of goods. For those that had inven- 
tories of $20 to $40, it cost $7.05, and 
for those that had inventories of $40 
and over, the amount was $6.07. 
Within each group of stores having 
these inventories, the table also shows 
the amounts of wages and salaries per 
$100 of total net sales for stores 
having different fixture investments 
in relation to their sales. When the 
stores are classified in this form, there 
is a general but not uninterrupted 
tendency for the amounts to increase 
with the fixture investments. The ir- 
regularity may be due to the size of 
the store, the rapidity of the stock 
turnover, and the widths of the groups 
used in the classification of the inven- 
tories. The actual amounts, how- 
ever, are of interest in spite of the 
fact that they do not regularly in- 
crease. 

Table 202 also contains the amounts 
of wages and salaries expressed in 
terms of sales per stock turnover. As 



the business of these 282 stores is 
transacted, it costs $6.67 in wages 
and salaries to sell $100 worth of 
goods. When the amount is divided 
by the average turnover, it becomes 
$3.03. As the inventories increase, 
the amounts of wages and salaries per 
$100 of total net sales per stock turn- 
over also increase. The average 
amount for the stores having inven- 
tories of less than $20 per $100 of 
total net sales is $1.28 and for those 
with inventories of $40 and over per 
$100 of total net sales, $4.34. For the 
group of stores with inv^itories of 
less than $20 per $100 of total net 
sales, the data are inadequate to an- 
swer the question whether wages and 
salaries per $100 of total net sales 
per stock turnover increase or de- 
crease with the amount invested in 
fixtures per $100 of total net sales. 
For the other two groups of stores, 
when classified by inventories, the 
data reveal a general tendency for 
the amounts to increase as the invest- 
ments in fixtures increase. That is, 
for stores with a given amount of in- 
ventory, it costs more in wages and 
salaries per $100 of total net sales per 
stock turnover to sell a given amount 
of goods when fixture investments are 
large in relation to sales, than when 
they are small. 

The significance of Table 202 to the 
merchant is clear in certain respects. 
It indicates the value of low inven- 
tories and high turnover as a means 
of reducing the cost of wages and sal- 
aries in relation to sales. Moreover, 
it also emphasizes the fact that wages 
and salaries are relatively low in 
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TABLE 201 

TOTAL SELUNO EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SALARIES 

PER $100 OF SELUNG EXPENSE, FOR 135 STORES CLASSIFIED BY SIZE 

AND BY AMOUNT OP FIXTURE ACCOUNT PER $100 OF 

TOTAL NET SALES, 1914 
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TABLE 202 



AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER STOCK TURN- 
OVER, FOR STORES CLASSIFIED BY AMOUNT OF INVENTORY PER $100 OP 
TOTAL NET SALES AND BY AMOUNT OF FIXTURE ACCOUNT 
PER $100 OF TOTAL NET SALES, 1919 




terms of sales per stock turnover when 
fixture investments in relation to 
sales are kept at a minimum. 

D. — Summary. 

(1) . For stores of a given size and 
with a given amount invested 
in fixtures per $100 of total 
net sales, the amounts of 
wages and salaries per $100 of 
total net sales tend generally 
to decrease from year to year. 
The direction of change is un- 



certain for wages and salaries 
per $100 of selling expense. 

(2). When the stores are classified 
by size, the amounts of wages 
and salaries per $100 of total 
net sales tend to increase as 
the amounts of investment in 
fixtures per $100 of total net 
sales increase. 

(3). When stores are classified by 
size, the amounts of wages 
and salaries per $100 of sell- 
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ing expense tend neither to 
increase nor to decrease as the 
investments in fixtures in 
terms of sales increase. 

(4). For stores with a given 
amount of inventory per $100 
of total net sales, the amounts 
of wages and salaries in 
terms of sales alone, increase 
as the investments in fixtures 
in terms of sales increase. 
Moreover, the amounts of 
wages and salaries per $100 
of total net sales per stock 
turnover increase as the fix- 
ture investments in terms of 
sales increase. 

(3) — ^TEABLT AMOUNTS OP WAGES AND 
SALARIES IN RELATION TO INVEST- 
MENTS IN FIXTURES PER 100 
SQUARE FEET OF FLOOR SPACE. 

In the foregoing discussion, stores 
have been classified by the amounts 
invested in fixtures per $100 of total 
net sales. In this section the stores 
are classified by the amounts invested 
in fixtures per 100 square feet of fioor 
space. 

A. — Yearly Amounis of Wages and 
Salaries per $100 of Toial Net 
Sales and per $100 of Selling 
Expense, for Stores Classified by 
Size, 1919. 

The records of 303 stores are avail- 
able for study in order to determine 
the amounts of wages and salaries per 
$100 of total net sales and per $100 
of total net sales for the amounts sold 
per square foot of floor space for 



stores classified by si^e and by the 
amounts invested in fixtures per 100 
square feet of fioor space. The clas- 
sification of stores in this form is con- 
tained in Table 203. 

For stores of the same size, but with 
varying amounts of fixture invest- 
ments in relation to floor space, the 
amounts of wages and salaries per 
$100 of total net sales on the whole 
tend to increase with the investment 
in fixtures measured in this form. 
There are exceptions to this rule, but 
on the whole the same tendency which 
was encountered for selling expense 
obtains for wages and salaries. When 
the amounts of wages and salaries, 
however, are expressed in terms of 
sales for the amount sold per square 
foot of floor space, they decrease gen- 
erally with the investment in fixtures 
per 100 square feet of floor space. 
That is, the high cost in wages and 
salaries in relation to sales which ac- 
companies large investment in fix- 
tures per unit of floor space are com- 
pensated for by the amounts sold. 
The disadvantage which accrues to 
the stores with large fixture invest- 
ments is in fact an advantage in terms 
of the use to which the space is put. 
In view of the discussion of selling 
expense, pages 164 to 170, it is un- 
necessary further to consider wages 
and salaries for stores classified in 
this form. 

In Table 204 the amounts of sales 
for each $100 of wages and salaries 
paid are shown for stores classified as 
in Table 203. As the stores increase 
in size, relatively smaller sales are 
secured for a given amount of wages 
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TABLE 203 



AMOUNT OF WAGES AND 8AT1ARTK8 PEB $100 OP TOTAL NET SALES PER SALES FEB 

SQUABE FOOT OF FLOOR SPACE, FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF FIXTURE ACCOUNT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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and salaries paid. Moreover, for 
stores of the same size, but with dif- 
ferent investments in fixtures in re- 
lation to floor space, the amounts of 
sales secured for each $100 of wages 
and salaries decrease as the fixture 
investments increase. The amounts 



secured for a given wage payment are 
shown in Table 204, and the relation- 
ship obtaining between them may be 
observed by consulting the graphic 
part of the table. 

In Table 205 the amounts of wages 
and salaries are expressed, first, in 
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terms of selling expense, and second, 
in terms of selling expense for the 
amounts sold per square foot of floor 
space.* The basis of classification for 
the stores is the same as in Tables 203 

* Tbe method by which this unit is eom- 
pnted is explained on page 4, item 26. 



and 204. Moreover, the same stores 
are used for purposes of analysis. 
Within each group, when classified by 
size, the details show that there is no 
general tendency for the amounts 
either to increase or to decrease as 
the fixture investments in relation to 



TABLE 204 

WAQES AND SALARIES, TOTAL NET SALES, AND AMOUNT OF TOTAL NET SALES PER $100 

OF WAGES AND SALARIES, FOR STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF FIXTURE ACCOUNT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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TABLE 205 



AMOUNT OF WAGES AND SALARIES PER $100 OF SELLING E^ENSE PER SALES FEB 
SQUARE FOOT OF FLOOR SPACE, FOR STORES CLASSIFIED BY SIZE AND 
BT AMOUNT OF FIXTURE ACCOUNT PER 100 SQUARE 
FEET OF FLOOR SPACE, 1919 
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floor space increase. The actual 
amounts, however, are of interest be- 
cause they establish the average con- 
ditions existing for 1919 for these 
groups of stores. When wages and 
salaries in their relation to selling ex- 
pense are determined for the amounts 
sold per square foot of floor space, 
they decrease as the amounts invested 



in fixtures increase. There are certain 
exceptions to this rule, but on the 
whole it obtains with rather more 
striking regularity than might be ex- 
pected. The actual amounts and their 
relation to each other for the stores 
as classified may be seen by consult- 
ing the table. 
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B. — Summary. 

(1). Wages and salaries in terms 
of sales alone are relatively 
high for stores having large 
investments in fixtures per 
100 square feet of floor space. 

(2). The amounts are relatively 
low, however, when they are 
expressed in terms of sales 
for the amounts sold per unit 
of floor space. 

(3). The amounts of wages and 
salaries as proportionate parts 
of selling expense tend neither 
to increase nor to decrease 
generally for stores with in- 
creasing amounts invested in 
fixtures pep unit of floor 
space. 

(4). When the amounts are ex- 
pressed in terms of selling ex- 
pense for the amounts sold on 
each unit of floor space, they 
decrease as fixture investment, 
similarly measured, increase, 
thus suggesting the practical 
conclusion that high fixture 
investments in relation to 
floor space operate to dimin- 
ish relatively the amounts 
which wages and salaries con- 
stitute of total selling ex- 
pense. 

5. YEABLT AMOUNTS OF WAQES AND 
RATiARTKS IN RELATION TO EXPENDI- 
TURES FOE ADVERTISING FOR STORES 
CLASSIFIED BY SIZE, BY liOGATION, 
AND BT RATES OF STOCK TURN- 
OVER. 

The order of the discussion of the 
amounts of total selling expense, for 



stores classified by amounts of ad- 
vertising, is followed closely in the 
treatment of wages' and salaries per 
$100 of total net sales and per $100 of 
selling expense for stores similarly 
classified. 

A. — Yearly Amawnts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling 
Expense, for Stores Classified by 
Size, 1919. 

In the analysis of the amounts of 
wages and salaries per $100 of total 
net sales and per $100 of selling ex- 
pense, the records of 282 stores for 
1919 are available for study. The 
stores are classified by size and by the 
amounts of advertising expenditure 
per $100 of total net sales. 

In Table 206 the amounts are ex- 
pressed first, in terms of sales, and 
second, in terms of sales per stock 
turnover.* For the 282 stores it cost 
$6.67 in wages and salaries to sell 
$100 worth of goods. For the 79 
stores which spent in advertising less 
than $1 per $100 of total net sales, 
the corresponding cost was $5.93. 
From this amount as a minimum, the 
costs increase to $7.57 for the 66 
stores which spent between $2 and $3 
in advertising per $100 of total net 
sales. For those which spent more 
than this amount, treated as a total, 
the cost was $6.61. As the stores in- 
crease in size, the amounts of wages 
and salaries per $100 of total net sales 
increase. This condition holds not 
only for the stores treated as totals, 

* The method by which this unit is derived 
is explained on page 4, item 20. 
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but for stores when classified by the 
amounts expended for advertising per 
$100 of total net sales. The increase 
in the latter respect is in some in- 
stances irregular, due primarilj to 
the small number of stores involved. 

When the amounts of wages and 
salaries for the stores as classified are 
measured in terms of sales per stock 
turnover, the average for the entire 
group is $3.03. For those which spent 
under $1 in advertising per $100 of 
total net sales, it is $2.82, and from 
this amount as a minimum the 
amounts increase to $3.29 for the 66 
stores which spent in advertising per 
$100 of total net sales, between $2 
and $3. For those that spent $3 and 
over, the corresponding cost is $2.75. 
For each group of stores classified by 
size, the amounts of wages and sal- 
aries per $100 of total net sales per 
stock turnover increase as the amounts 
spent in advertising per $100 of total 
net sales increase. There are some 
exceptions to this rule, however, the 
size and nature being shown in actual 
amounts and in graphic form in the 
columns of the table under this cap- 
tion. 

Attention has already been called 
to the fact that wages and salaries per 
$100 of total net sales per stock turn- 
over increase as stores increase in 
size for the stores selling less than 
$180,000 annually, and decrease for 
those seUing in excess of $180,000. It 
is unnecessary from this point of view 
to discuss Table 206. 

In Table 207 the same 282 stores 
are classified as in Table 206, but the 
amounts of wages and salaries are ex- 



pressed in terms, first, of selling ex- 
pense, and second, in terms of selling 
expense per stock turnover. For the 
entire group treated as a whole, wages 
and salaries constitute $65.67, or 
roughly two-thirds of each $100 of 
selling expense. As the stores in- 
crease in size the amounts decrease, 
the range being from $71.92 for stores 
with sales of $40,000 to $80,000 to 
$62.93 for stores with sales of $180,- 
000 and over. Within each group of 
stores and for the total, the amounts 
spent for wages and salaries, meas- 
ured in terms of seUing expense, de- 
crease as the amounts of expenditure 
for advertising in terms of sales in- 
crease. This condition is to be ex- 
pected in view of the fact that wages 
and salaries and advertising, com- 
bined, constitute, on the average, ap- 
proximately 88 per cent, of selling ex- 
pense. It will be noted, however, that 
the amounts of advertising are ex- 
pressed in sales, while wages and 
salaries are measured in terms of sell- 
ing expense. It is unnecessary to in- 
dicate the actual amounts for each 
group of stores in view of the fact 
that these are set out both in tabular 
and in graphic form in Table 207. 

Wages and salaries are also ex- 
pressed in Table 207 in terms of $100 
of selling expense per stock tumover. 
As stores increase in size, the amounts 
decrease from $47.39 as a maximum 
for stores with sales less than $40,000, 
to $22.48 for those with sales of $180,- 
000 and over. The decrease is much 
more noticeable when wages and sal- 
aries are expressed in this form than 
when measured in terms of selling 
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TABLE 206 

AMOUNT OF WAGES AND SALARIES PER $100 OF TOTAL NET SALES PER STOCK TURN- 
OVERy FOR STORES CLASSIFIED BT SIZE AND BT AMOUNT OF ADVER- 
TISING PER $100 OF TOTAL NET SALES, 1919 
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expense alone. This, of course, fol- 
lows as a result of the increased rates 
at which stocks are turned as stores 
increase in size. 

Tables 206 and 207 should be inter- 
preted with the following facts in 
mind: First, the amounts of wages 



and salaries per $100 of total net 
sales increase as stores increase in 
size. Second, wages and salaries per 
$100 of selling expense decrease as 
stores increase in size. Third, amounts 
of advertising per $100 of total net 
sales increase as stores increase in 



297 



size. Fourth, the rates at which stock 
is turned increase with the increased 
size of stores. The figures in these 
tables constitute standards or norms 
of expense distribution for the stores 
considered, and are of value to mer- 
chants in measuring the relative po- 
sitions of their own stores when clas- 
sified in the form used. 



B. — Yearly Amounts of Wages and 
Salaries per $100 of Total Net 
Sales and per $100 of Selling Ex- 
pense, for Stores Classified by 
Size of City in Which Located,* 
1919. 

In Tables 208 and 209, the same 
282 stores which are used in Tables 

* Population figures are for 1920. 



TABLE 207 

WAGES AND SALARIES PEB $100 OF SELLING EXPENSE PER STOCK TURNOVER, 
STORES CLASSIFIED BT SIZE AND BT AMOUNT OF ADVERTISING 
PER $100 OF TOTAL NET SALES, 1919 



FOB 
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206 and 207 are classified, irrespective 
of size, by location and by the 
amounts spent for advertising per 
$100 of total net sales. A moment's 
consideration of them is of interest. 
As shovm in Table 208, it cost on the 
average in wages and salaries $6.12 
to sell $100 worth of goods in the 
stores in small cities. For the 78 
stores in the large cities, the corre- 
sponding cost was $7.17. For the 
stores in the small cities the amounts 
increase as the amounts spent for 
advertising per $100 of total net sales 
increase. Regularity of change, how- 
ever, for the stores in the large cities 
does not hold. When stores in the 



two locations having the same amount 
of expenditure for advertising per 
$100 of total net sales are compared, 
the amounts, in every ease except one, 
are lower for the stores in the small 
than for those in the large cities. 
It will be remembered, however, in 
comparing these figures that store- 
size is ignored. It cannot, however, 
be forgotten in assigning significance 
to this fact. On the whole, the stores 
in the small, are smaller on the aver- 
age than those in the large cities, and 
undoubtedly this explains in part the 
difference in the amounts of wages 
and salaries per $100 of total net 
sales. 



TABLE 208 

AMOUNT OP WAGES AND SALARIES PER $100 OP TOTAL NET SALES PER STOCK TURN- 
OVER, FOR STORES CLASSIFIED BY SIZE OP CITY AND BY AMOUNT OP 
ADVERTISING PER $100 OP TOTAL NET SALES, 1919 
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TABLE 209 



AMOUNT OF WAGES AND RATiARTTO PKB $100 OF SELLING EXPENSE FEB STOCK TUBN- 

OVER, FOB 8T0BES CLASSIFIED BY SIZE OF CITY AND BY AMOUNT OF 

ADVEBTISING FEB $100 OF TOTAL NET SALES, 1919 




^••r 



When wages and salaries are ex- 
pressed in terms of sales per stock 
tumover, as in Table 208, the average 
cost is higher for the 204 stores in 
the small than for the 78 in the large 
cities. Moreover, the same condition 
holds for three of the fonr groups of 
stores differently located, but with 
similar expenditures for advertising 
per $100 of total net sales. This fact 
is undoubtedly attributable in large 
part to the more rapid turns which 
characterize the stores in the large 
cities. The figures are submitted for 
what they are worth as showing the 
conditions which obtain. They must, 
however, be interpreted in the light 



of the conditions named for Tables 
206 and 207. 

In Table 209, wages and salaries 
are expressed in terms of selling ex- 
pense for the 282 stores classified as 
in Table 208. For the 204 stores 
located in the small cities, wages and 
salaries constituted $71,09 of every 
$100 of selling expense; for the 78 
stores in the large cities the amount 
was $62.03. That is, wages and sal- 
aries are a relatively smaller propor- 
tion of selling expense for stores in 
large than for stores in the small 
cities. When stores of different loca- 
tion, but with the same expenditures 
for advertising per $100 of total net 
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sales, are compared, the amounts are 
lower for two and higher for two 
groups of stores located in the small 
than for those located in the large 
cities. The average for the entire 
group, therefore, must be considered 
in the light of these divergent ten- 
dencies. The size of stores is un- 
doubtedly of significance in determin- 
ing the actual amounts involved. 

When wages and salaries are ex- 
pressed in terms of seUing expense 
per stock turnover, the averages for 
the stores in the two city-groups are 
not only lower than when they are 
expressed in selling expense alone, 
but are in the inverse order so far as 
size is concerned. The amount for 
the 204 stores in the small cities is 
$37.42, and for the 78 in the large 
cities, $23.86. Moreover, the amounts 
are larger for the stores in the small 
cities than for those in the large cities 
when classified by expenditures for 
advertising per $100 of total net sales. 
This condition is due not so much to 
the absolute difFerence in wages and 
salaries as a part of selling expense, 
as to the relative rapidity with which 
stock is turned in stores with different 
locations. Here again the actual 
amounts are of interest inasmuch as 
they constitute the norms of expense 
distribution found in these stores. 

C — Yearly Amownis of Wages and 
Salaries per $100 of Total Net 
Sales a/nd per $100 of Selling 
Expense, for Stores Classified hy 
Bates of Stock Turnover, 1919. 

In Tables 210 and 211, respectively, 
wages and salaries are expressed in 



terms of sales and of selling expense 
for stores classified by rates of stock 
turnover and by expenditures for 
advertising per $100 of total net sales. 
The body of Table 210 is of interest. 
For the 145 stores that turned their 
stock less than twice, it cost in wages 
and salaries $6.54 to sell $100 worth 
of goods. For those which turned 
their stock between two and three 
times, and three times and over, 
the corresponding costs, respectively, 
were $6.84 and $6.51. That is, the 
average amount was highest for the 
stores turning their stock between 
two and three times. For the other 
two groups the amounts are essen- 
tially constant. 

Interest in the table lies quite as 
much in the amounts spent for adver- 
tising as in the rates at which stock 
is turned in 1919. The order of the 
table makes it possible to compare the 
amounts of wages and salaries per 
$100 of total net sales for stores hav- 
ing given rates of stock turnover, but 
with different amounts spent for 
advertising per $100 of total net sales. 
Without specifying in detail each of 
the various average amounts, it is of 
interest to observe that the amounts 
of wages and salaries per $100 of 
total net sales increase with the ex- 
penditures for advertising per $100 
of total net sales for the stores which 
turned their stock less than two times. 
A corresponding increase, except for 
one group of stores, also holds for 
those which turned their stock be- 
tween two and three times. For the 
37 stores with stock turnover rates of 
three and over, the amounts are ir- 
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regular and the direction of change 
uncertain. 

In interpreting Table 210, it should 
be remembered that store-size, as 
such, is not used as a basis of classi- 
fication, although generally it may be 
said that the more rapidly stocks are 



turned and the greater the amounts 
spent for advertising in relation to 
sales, the larger the store. Accord- 
ingly, the tendency for the amounts 
of wages and salaries per $100 of 
total net sales generally to increase 
with expenditures for advertisinfir in 



TABLE 210 

TOTAL NET SALES, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SATjARIKS 
$100 OF TOTAL NET SALES, FOB STORES CLASSIFIED BT RATES OF STOCK 
TURNOVER AND BY AMOUNT OF ADVERTISING PER $100 

OF TOTAL NET SALES, 1919 




Avarsg* |6*67 
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TABLE 211 

TOTAL SELLING EXPENSE, WAGES AND SALARIES, AND AMOUNT OF WAGES AND SATiARTTO 

PER $100 OF SELLING EXPENSE, FOR STORES CLASSIFIED BY RATES 

OF STOCK TURNOVER AND BY AMOUNT OF ADVERTISING 

PER $100 OF TOTAL NET SALES, 1919 
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terms of sales is explained in part by 
the size of the stores. In spite of this 
limitation of the data, the actual 
amounts are of interest in themselves. 
In Table 211 the basis of classifica- 
tion is the same as in Table 210, the 
amounts of wages and salaries, how- 



ever, being expressed in terms of 
selling expense. For the stores which 
turned their stock less than twice, the 
amount which wages and salaries con- 
stitute of every $100 of selling ex- 
pense is $68.87. The corresponding 
amounts for those which turned their 
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stock between two and three times, 
and three times and over, are $64.54 
and $63.68, respectively. That is, the 
amounts decrease as the rates of 
stock tamover increase. 

For each group of stores classified 
by rates of stock turnover, the details 
of the table make it possible to com- 
pare the amounts of wages and sal- 
aries per $100 of selling expense for 
stores spending different amounts for 
advertising in relation to sales. The 
basis of classification of wages and 
salaries is the relation which they 
bear to selling expense, while that of 
advertising is the relation which it 
bears to sales. Advertising, however, 
constitutes a part of selling expense 
as do also wages and salaries. Ac- 
cordingly, with this form of classi- 
fication, it is to be expected that the 
amounts of wages and salaries per 
$100 of selling expense will decrease 
with the increase in advertising ex- 
penditure per $100 of total net sales. 
Such a decrease characterizes each 
group of stores when classified by 
rates of stock turnover. The extreme 
differences are most noticeable in 
stores which turned their stock most 
rapidly. It is unnecessary to indicate 
for each group of stores the actual 
size of these amounts or the relative 
rates at which they decrease. Such 
comparisons may be made by the 
reader if he is interested. 

In Tables 208 to 211, inclusive, 
store size is ignored in the classifi- 
cation. The data should be inter- 
preted with this fact in mind, inas- 
much as the amounts of wages and 
salaries, in relation to selling expense, 



seem to be determined by the size of 
stores, by the rates at which stock is 
turned, and by the amount expended 
for advertising in relation to sales. 

P. — Summary. 

(1). The amounts of wages and 
salaries per $100 of total net 
sales and per $100 of total 
net sales per stock turnover, 
increase as the expenditures 
for advertising in terms of 
sales increase. This holds for 
all stores and for stores of a 
given size. 

(2). For stores with a given 
amount of advertising expen- 
diture in terms of sales, the 
amounts of wages and salaries, 
measured in terms of sales 
alone, increase as stores in- 
crease in size. The amounts 
in terms of both sales and 
stock turnover increase with 
the size of the stores for those 
having annual sales of less 
than $180,000, and decrease 
for those having sales in ex- 
cess of this amount. 

(3). The amounts of wages and 
salaries per $100 of selling 
expense, and per $100 of sell- 
ing expense per stock turn- 
over, decrease as the amounts 
of advertising in terms of 
sales increase, and also as the 
size of the stores increases. 

(4). For stores with a g^ven 
amount of advertising expen- 
diture per $100 of total net 
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saleSy wages and salaries in 
terms of sales alone are higher 
in the large than in small 
cities, while in terms of sales 
per stock turnover they are 
lower in large than in small 
cities. 

(5). For stores with a given 
amount of advertising expen- 
diture per $100 of total net 
saleSy the proportions of sell- 
ing expense attributable to 
wages and salaries tend to be 
neither higher nor lower in 
small than in large cities. 



The amounts of wages and 
salaries per $100 of selling 
expense per stock turnover 
are higher for stores in the 
small than for those in large 
cities. 

(6). When stores are classified by 
rates of stock turnover, the 
amounts of wages and salaries, 
when expressed in terms of 
sales, increase and in terms of 
selling expense, decrease as 
the amounts of advertising 
per $100 of total net sales 
increase. 



805 



V. EXPENDITURES FOE ADVERTISING 



1. — ^EXPENDITUBBB FCtt ADVEBTISINa 
FOB STORES CLASSIFIED BY TEABS, 
BT SIZE AND BY LOCATION. 

The expression, "expenditures for 
advertising/' includes all the money 
spent for advertising, as such, as well 
as the salaries of window trimmers 
and advertising men. In the small 
stores where such employees do not 
give their full time to advertising or 
to window trimming, the compensa- 
tion paid to them is included in wages 
and salaries. Moreover, in establish- 
ments having window trimmers and 
advertising men, all forms of com- 
pensation paid to them are included 
in advertising in spite of the fact that 
occasionally they may have devoted 
part of their time to selling. In inter- 
preting the following data, these facts 
should be kept in mind. They may 
help to explain in part some of the 



differences in the amounts of adver- 
tising expenditure for stores of dif- 
ferent size.* 

A. — TeaHy Amounts of Expenditure 
for Advertising per $100 of Total 
Net Sales and per $100 of Selling 
Expense, 1919, 1918, and 1914, 

The records of 154 identical stores 
for the years 1919, 1918, and 1914 are 
available for the study of the amounts 
of expenditure for advertising charge- 
able to selling. In Table 212, these 
amounts are expressed in terms of 
sales. For the three years combined, 
the expenditure for advertising per 
$100 of total net sales was $2.30. In 

*It should be noted that "adyertuing'' 
as used herein differs in some respeets from 
the corresponding item in the Bureau's 
studj. Casts, Merchandising Praetices, Ad- 
vertising, and ScUes in the Setatt Distribu- 
tian of Clothing, Volume V. 



TABLE 212 

TOTAL NET SALES, ADVERTISING, AND AMOUNT OP ADVERTISING PER $100 OF TOTAL 
NET SALES, FOR 154 IDENTICAL STORES, 1919, 1918, AND 1914 
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1914 the corresponding amount was 
$2.61, in 1918, $2.22, and in 1919, 
$2.22. That is, there was a decrease 
between 1914 and 1918, but between 
1918 and 1919 the amounts remained 
constant. 

In Table 213 the amounts of adver- 
tising expenditures per store and 
sales per store are set out for 154 
stores so as to show relatively the 
rates at which both items increased 
in 1918 and 1919 as compared with 
1914. The table also shows the rela- 



age increases in both items in 1918 
and 1919 over 1914. Selling expense 
increased 106 per cent., and advertis- 
ing expenditures, 92.8 per cent., be- 
tween 1914 and 1919. Smaller in- 
creases in both elements of expense 
occurred between 1914 and 1918. 
When the amounts of advertising 
expenditure are expressed per $100 
of selling expense, they decreased 
10.8 per cent, between 1914 and 1918 
and 6.4 per cent, between 1914 and 
1919. 



TABLE 213 

4VERA0E AMOUNT AND PER CENT. INCREASE OR DECREASE OF TOTAL NET SALES AND 

ADVERTISING PER STORE, AND AMOUNT OF ADVERTISING PER $100 OF TOTAL 

NET SALES, FOR 154 IDENTICAL STORES, 1919, 1918, AND 1914 




tive decrease in the advertising ex- 
penditure in relation to sales in 1918 
and 1919 as compared with 1914. For 
the stores in question, while sales in- 
creased 126.4 per cent, between 1914 
and 1919, the amounts expended for 
advertising increased in the same 
period 92.8 per cent. When the ad- 
vertising expenditures are expressed 
in terms of sales, the amounts in 1919 
and 1918 were 14.9 per cent, lower 
than in 1914. 

Table 214 shows the amounts of 
selling expense and advertising ex- 
penditure per store and the percent- 



From Tables 212 to 214, inclusive, 
it may be concluded as follows : First, 
advertising expenditures per $100 of 
total net sales for stores, irrespective 
of size, decreased between 1914 and 
1918 and remained constant between 
1918 and 1919 in spite of the fact that 
both sales and expenditures for ad- 
vertising per store increased in each 
of the years as compared with 1914. 
Second, expenditures for advertising 
per $100 of selling expense for stores, 
irrespective of size, decreased between 
1914 and 1918, and increased between 
1918 and 1919. 
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TABLE 214 



▲VBBAGB AMOUNT AND FEB CENT. INCBEASE OB DEGBBASE OF EOSLLING EXPENSE AND 
ADVEBTISING FEB STOBE, AND AVEBAGE AMOUNT vOF ADVEBTISINO 
$100 OF SELLING EXPENSE, FOB 154 IDENTICAL 8TOBB8, 

1919, 1918, AND 1914 




B. — Yearly Amounts of Expenditure 
for Advertising per $100 of Total 
Net Sales and per $100 of Selling 
Expense, for Stores in 1919, 1918, 
and 1914, Classified hy Size. 

In Table 215, stores are classified 
by size and for each group the ex- 
penditures for advertising per $100 
of total net sales are shown for each 
of the different years under consid- 
eration. The total section of this 
table is the same as that shown in 
Table 212. For each group of stores, 
when classified by size, the amount of 
expenditure for advertising per $100 
of total net sales was less in 1918 than 
in 1914, and in eadi group, except 
that which includes stores with an- 
nual sales of $180,000 and over, less 
in 1919 than in 1918. 

In Table 216 the amounts of adver- 
tising expenditures per $100 of sell- 
ing expense are shown for the 154 
stores in each of the years 1914, 1918, 
and 1919, as classified in Table 215. 
For the entire group, these expendi- 
tures decreased between 1914 and 



1918, and increased between 1918 and 

1919. When the stores are classified 
by size, for each group there was a 
decrease in the amounts between 1914 
and 1918. Between 1918 and 1919 
the amounts increased for two gronpe 
and decreased for two groups of 
stores. 

C — Yearly Amounts of Expenditure 
for Advertising per $100 of Toid 
Net Sales and per $100 of Selling 
Expense, for Stores in 1919, 1918, 
and 1914, Classified by Size of 
City in Which Located* 

In Table 217, the 154 stores are 
classified by the size of the city in 
which they are located, two siz^ 
groups being used for this purpose. 
For the 115 stores located in tlie small 
cities, net sales per store were 109.4 
per cent, higher and expenditures for 
advertising per store, 67.1 per cent 
higher in 1919 than in 1914. Between 
1914 and 1918, sales per store in- 
creased 49.4 per cent, and advertising 

* Population fignrei are for 1920. 
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per Btore, 27.9 per cent. Accordingly, 
when the expenditures for advertis- 
ing are expressed in terms of sales, 
there was a decrease of 14.1 per cent, 
in the amounts between 1914 and 
1918, and of 19.9 per cent, between 
1914 and 1919. 

For the 39 stores located in the 
large cities, net sales increased be- 
tween 1914 and 1919 by 144.6 per 



cent., while advertising increased 
110.5 per cent. Between 1914 and 
1918 the sales for these stores in- 
creased 70.3 per cent., and the 
amounts of advertising, 40.7 per cent. 
When the advertising expenditures 
are expressed in terms of sales there 
was a decrease of 17.2 per cent, be- 
tween 1914 and 1918, and of 13.8 per 
cent, between 1914 and 1919. 



TABLE 215 

TOTAL NBT SALES, ADVEBTISINa, AND AMOUNT OF ADVERTISING PER $100 OF TOTAL 
NET SALES, FOB 154 n>ENTICAL STOBES CLASSIFIED BY SIZE, 

1919, 1918, AND 1914 
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TABLE 216 

TOTAL SELLING EXPENSE, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OF 
SELLING EXPENSE, FOR 154 IDENTICAL STORES CLASSIFIED 

BY SIZE, 1919, 1918, AND 1914 
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An inspection of this table shows 
that both sales and advertising ex- 
penditures increased more rapidly 
for the stores in the large than for 
those in the small cities, when the 
comparisons are made between 1914 



and 1919, and 1914 and 1918. In 
spite of this fact, however, the de- 
crease in the amounts of advertising 
expenditure per $100 of total net 
sales between 1914 and 1919 was less 
in the stores in the large than in those 
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TABLE 217 



lUELATION OF ADVERTISING TO TOTAL NET SALES, FOB 154 IDENTICAL 8T0BES CLASSI- 
FIED BY SIZE OF CITY, 1919, 1918, AND 1914 
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in the small cities. An inverse condi- 
tion obtains for the stores in the two 
city-groups when 1918 is compared 
with 1914. No recognition is taken 
of store size in Table 217, the basis 
of comparison being identical stores 
with different locations. The influ- 
ence of the size of store upon adver- 
tising expenditure is discussed later. 
In Table 218, the 154 stores are 
classified as in Table 217. This table 
compares, from year to year, the 
amounts of selling expense and adver- 
tising for stores located in cities of 
different size. For the 115 stores 
located in the small cities, selling ex- 
pense per store increased between 
1914 and 1919 by 85.4 per cent, and 
between 1914 and 1918 by 40.8 per 
cent. The corresponding percentages 
of increase in advertising were 67.1 
and 27.9, respectively. When the 
expenditures for advertising are ex- 
pressed in terms of $100 of selling 



expense, the amounts decreased by 
9.8 per cent, between 1914 and 1919 
and by 9.1 per cent, between 1914 
and 1918. 

For the 39 stores in the large cities, 
the selling expense per store increased 
between 1914 and 1919 by 123.2 and 
between 1914 and 1918 by 61.3 per 
cent. The corresponding percentages 
of increase in the expenditures for 
advertising were, respectively, 110.5 
and 40.7. When the advertising ex- 
penditures are expressed in terms 
of selling expense, the amounts de- 
creased between 1914 and 1919 by 
5.7, and between 1914 and 1918 by 
12.8 per cent. 

When the two groups of stores are 
compared, it is found that the per- 
centages of increase in selling expense 
and advertising expenditure were 
greater for the stores located in the 
large cities. When the advertising 
expenditures are expressed in terms 
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of selling expense, however, the de- 
crease is smaller between 1914 and 
1919 for the stores in the large, than 
for those in the small cities. An in- 
verse condition holds for the decreases 
between 1914 and 1918. 

In Table 219 the 154 stores are 
classified by years and by location, 
the purpose being to show, in each of 
the years, the relative amounts of 
advertising expenditures per $100 of 
total net sales for the stores as 
located. For the stores in the com- 
bined years the average amount ex- 
pended for advertising in relation to 
sales by the stores in the small cities 
was $1.78. The corresponding amount 
spent by the stores in the large cities 
was $2.80. That is, the average 
amount for the stores in the small 
cities was 77.4 per cent, and for the 
stores in the large cities, 121.7 per 



cent, of the average for aU stores 
irrespective of location. Between 
1914 and 1918, and 1918 and 1919, 
the amounts decreased for stores 
located in the small cities. In those 
located in the large cities, there was 
a decrease between 1914 and 1918, 
and an increase between 1918 and 
1919. 

The basis of classification in Table 
220 is the same as that in Table 219, 
but the advertising expenditures are 
expressed as proportionate parts of 
selling expense. For the stores in the 
combined years, expenditures for ad- 
vertising constituted $18.88 of eveiy 
$100 of selling expense for the stores 
in the small, and $22.99 for the stores 
in the large cities. Relatively, these 
amounts are 88.8 and 108.2 per cent^ 
respectively, of the average for all 
stores. Between 1914 and 1918, and 
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BELATION OF ADVEBTISINa TO SELUNG EXPENSE, FOB 154 mENTICAL STORES CLASSI- 
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TABLE 219 

TOTAL NET SALES, ADVEBTISINa, AND AMOUNT OF ADVEBTISINa PER $100 OF TOTAL 
NET SALES, FOR 154 IDENTICAL STOKES CLASSIFIED BY SIZE 

OF CITY, 1919, 1918, AND 1914 
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1918 and 1919, the amounts decreased 
for the stores in the small cities, while 
between 1914 and 1918 they decreased 
and between 1918 and 1919 they in- 
creased for the stores in the large 
cities. The purpose of this table is to 
make readily comparable from year 
to year the amounts for identical 
stores when they are classified accord- 
ing to location. 

In Tables 214, 216, 218, and 220, 
advertising expenditures are ex- 
pressed as proportionate parts of 
selling expense. Wages and salaries 
constitute, on the average, for the 154 
stores considered, 66.7 per cent, of 



AvMpaga ie*80 

total selling expense. The changes in 
wages and salaries from year to year, 
therefore, affect the relation of expen- 
ditures for advertising to total selling 
expense. From year to year, as the 
proportions of total selling expense 
attributable to wages and salaries in- 
crease, the proportions attributable to 
advertising expenditures decrease, 
and vice versa. The * * other ' ' expenses 
properly chargeable to selling make 
up the balance of selling expense. 
The changes of these expenses from 
year to year are indicated in the 
tables which pertain to them.* 
* Pagee 392 to 395. 
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TABLE 220 



TOTAL SELUNG EXPENSE, ADVEBTISINO, AND AMOUNT OF ADVEBTISINO PER $100 OF 

BELLING EXPENSE, FOR 154 IDENTICAL STORES CLASSIFIED BY 

SIZE OF CITY, 1919, 1918, AND 1914 
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From Tables 217 to 220, inclusive, 
it may be concluded as follows : First, 
advertising expenditures per $100 of 
total net sales decreased between 1914 
and 1918, and 1914 and 1919 for the 
stores when classified by location, the 
extent of decrease between 1914 and 
1919 being larger for the stores in 
small than for those in the large 
cities, and between 1914 and 1918 
larger for those in the large than for 
those in the small cities. Second, for 
the stores classified by location, ad- 
vertising expenditures per $100 of 
selling expense decreased between 
1914 and 1918, and 1914 and 1919, 



for stores in the two city-groups^ the 
extent of the decrease between 1914 
and 1918 for the stores in the small 
being greater than for those in the 
large cities, and between 1914 and 
1918 greater for those in the large 
than for those in the small cities. 
Third, the amounts of advertising 
expenditure per $100 of total net sales 
are larger for the stores in the large, 
than for those in the small cities. 
Fourth, for the stores as a whole, the 
expenditures for advertising per $100 
of selling expense decreased between 
1914 and 1918, but increased between 
1918 and 1919. They increased be- 



314 



tween 1918 and 1919 for the stores 
in the large, and decreased for those 
in the small cities. 

D- — Yearly Amounts of Expenditure 
for Advertising per $100 of Total 
Net Sales and per $100 of Selling 
Expense, for Stores Classified hy 
Size and by Size of City in Which 
Located,"^ 1919, 1918, amd 1914. 

In Tables 221 to 224, inclusive, the 
amounts of advertising expenditures 
-per $100 of total net sales in the eom- 

* Population figures are for 1920. 



bined and individual years are shown 
for stores of different size and with 
different location. The variations in 
these amounts are interesting. As the 
stores increase in size, no account 
being taken of location, the amounts 
in relation to sales increase. This 
condition, however, does not hold in 
the combined years for the stores 
located in the small citiei^, but it does 
hold over the entire range of sizes for 
the stores located in the large cities. 
The amounts are larger without ex- 
ception for the stores in the large 



TABLE 221 

TOTAIi KET SALES, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OF TOTAL 

NET SALES, FOR 154 IDENTICAL STORES CLASSIFIED BY SIZE OF CITY 

AND STORE, 1919, 1918, AND 1914, COMBINED 
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than for those of the same size in the 
small cities. A comparison of this 
sort is more satisfactory than one 
which includes the totals only. 

In view of the details shown in 
Tables 221 to 224, inclusive, it is 
unnecessary in the text discussion to 
indicate the characteristic amounts 
or the general relations which they 
bear to each other in each of the 
different years. The reader may con- 
sult those in which he is interested. 

In Tables 225 to 228, inclusive, 
advertising expenditures per $100 of 



selling expense are shown for stores 
of different size and location. For 
the stores in the combined years, as 
the stores increase in size, advertisiiig 
constitutes an increasing proportion 
of selling expense. This condition, 
however, holds only when no accoimt 
is taken of the location of the stores. 
When they are classified by location, 
the amounts for the stores in the 
small cities decrease as the size of the 
stores increases, and for those in the 
large cities increase as the stores in- 
crease in size. For stores with sales 



TABLE 222 

TOTAL NET SAIiBS, ADVEBTISINO, AND AMOUNT OF ADVERTISING PES $100 OF TOTAL 
NET SALES, FOB 154 STORES CLASSIFIED BY SIZE OF CITY AND 8T0BB, 1919 
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TABLE 223 



TOTAL NET BALES, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OF TOTAL 
NET SALBS^ FOR 154 STORES CLASSIFIED BY SIZE OF CITY AND STORE, 1918 
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tmder $40,000, the advertising expen- 
ditures constitute a larger proportion 
of selling expense for the stores in 
the small than for those in the large 
cities, while for stores with sales in 
excess of this amount, an inverse con- 
dition obtains. 

Tables 226 to 228, inclusive, contain 
the data for the years 1919, 1918, and 
1914, respectively. Prom year to year 
for stores of different size and loca- 
tion, the advertising expenditures 
vary in amount and in direction of 
change. The nature of these varia- 



tions is evident from the detail of 
the tables. 

Tables 221 to 228, inclusive, may 
be summarized as follows : First, ad- 
vertising expenditures per $100 of 
total net sales increase as stores in- 
crease in size when no account is 
taken of location. When stores of 
varying size and location are com- 
pared, expenditures for advertising 
remain essentially constant for stores 
of different size, located in small 
cities, but increase with the size of 
stores for stores in the large cities. 
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TABLE 226 



TOTAL SELLING EXPENSE, ADVEBTISING, AND AMOUNT OF ADVEBTISINO FEB $100 OP 
SELLING EXPENSE, FOB 154 STOBBS CLASSIFIED BY SIZE OF CITY AND STOBE, 1919 
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(4). The amounts of advertising 
expenditure per $100 of total 
net sales for all stores and for 
those located in large cities 
increase as stores increase in 
size, while they remain prac- 
tically constant for stores in 
small cities. 

(5). For stores of a given size, 
advertising expenditures in 
terms of sales are higher in 
large than in small cities. 

(6). The proportions of selling 



expense attributable to adver- 
tising increase with the size 
of store for all stores and for 
those located in large cities, 
while they decrease as the 
stores increase in size for 
stores in small cities. 

(7). For stores of given size, the 
amounts of advertising ex- 
penditure per $100 of selling 
expense are generally higher 
in large cities than for stores 
in small cities. 
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TABLE 227 



TOTAL 8ELLIN0 EXPENSE, ADVERTISING, AND AMOUNT OF ADVEBTISINa FEB $100 OF 
SKLLIN« EXPENSE, FOB 154 STOBES CLASSIFIED BY SIZE OF Cm AND STOBE, 1918 
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2. — HBABLT AMOUNTS OF EXPENDITUBE 
FOB ADVEBTISma IN BELATION TO 
THE AMOUNTS OF STOCK CABBIED, 
FOB STOBES CLASSIFIED BY YEABS, 
BY SIZE, AND BY BATES OF STOCK 
TUBNOVEB. 

On pages 53 to 85, and 204 to 
226, respectively, the amounts of 
selling expense and of wages and 
salaries were discussed for stores 
classified by the amounts of stock 
carried. In this section, expenditures 
for advertising are similarly treated. 



A. — Yearly Amottnts of ExpendUure 
far Advertising per $100 of Total 
Net Sales and per $100 of Selling 
Expense, 1919, 1918, and 1914. 

For the study of the amounts of 
advertising expenditure per $100 of 
total net sales in relation to the size 
of inventories, the records of 149 
stores are available for the years 1914, 
1918, and 1919. The amounts are 
contained in Table 229. For the 
combined years, the stores which had 
inventories less than $20 per $100 of 
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TABLE 228 

TOTAL SELLING EXPENSE, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OP 
SELLING EXPENSE, FOR 154 STORES CLASSIFIED BY SIZE OF CITY AND STORE, 1914 
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total net sales spent $1.78 for adver- 
tising in terms of sales. This, like the 
amounts of total selling expense and 
wages and salaries for this group of 
stores, is relatively smalL For the 
stores which had inventories between 
$20 and $40 per $100 of total net 
sales, the advertising expenditure was 
$2.47. From this figure as a maxi- 
mum, the expenditures decrease to 
$1.94 for the stores which had inven- 
tories of $60 and over. That is, if 
exception is made for stores with in- 
ventories of less than $20, expendi- 



tures for advertising for the stores in 
the combined years decrease as the 
inventories in relation to sales in- 
crease. A similar relationship obtains 
in each of the different years. 

For the 149 stores in 1914, the aver- 
age amount of expenditure for adver- 
tising per $100 of total net sales was 
$2.63. In 1918 it was $2.23 and in 
1919, $2.24. That is, there was a 
decrease between 1914 and 1918 and 
a slight increase between 1918 and 
1919. With the exception, in each of 
the years, of the stores which had the 
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lowest inventorieSy the amounts of 
adTertising expenditure decreased be- 
tween 1914 and 1918, and 1918 and 
1919. It is this comparison which is 
of most significance, the totals for the 
respective years being affected by the 
amounts of the sales and by the size 
of the inventories in relation to sales. 
When the amounts of expenditure 
for advertising per $100 of sales for 
stores with inventories of different 
size are reduced to a common basis 



by expressing them in terms of the 
amount sold per $1 of inventory, they 
increase, in the combined years, from 
$0.31 for the stores with smallest, to 
$1.36 for the stores with largest rela- 
tive inventories. Similar increases 
occur in each of the years considered. 
The inverse relationship between 
the average amount of inventory per 
$100 of total net sales and the average 
amount of advertising expenditure, 
similarly measured, is shown in Table 



TABLE 229 

AMOX7NT OF ADVERTISING PER $100 OF TOTAL NET SALES FEB AMOUNT SOLD FEB 
OF mVENTOBY, FOB 149 IDENTICAL STOBES CLASSIFIED BY AMOUNT OF 
INVENTOBY FEB $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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230. For the combined years, stores 
which spent less than $1 in adver- 
tising in terms of sales had on the 
average an inventory of $40.94. The 
amount of inventory for those which 
spent between $1 and $2 was slightly 
larger, and for those that spent more, 
considerably less than this amount. 
When the separate years are con- 



sidered, the inventories, with a few 
exceptions, decrease as the amounts 
spent for advertising per $100 of 
total net sales increase. The average 
amount of inventory for the stores in 
the combined years is $37.54. For 
1914 it was $43.44, for 1918, $40.53, 
and for 1919, $32.84. That is, the 
inventories decreased between 1914 



TABLE 230 

TOTAL NBT 8AUB8, INVBNTOBY, AND AMOUNT OF INVENTORY PBS $100 OF TOTAL NET 

BALES, FOB 149 n>BNTIOAL STORES CLASSIFIED BY AMOUNT OF ADVERTISINQ 

FXR $100 OF TOTAL NBT SALES, 1919, 1918, AND 1914 
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TABLE 231 

TOTAL SELUNG EXPENSE, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OF 
SELLING EXPENSE, FOR 149 IDENTICAL STORES CLASSIFIED BY AMOUNT OF 
INVENTORY PER $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 
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and 1918, and 1918 and 1919, the 
margin of difference between 1918 
and 1919 being 2.6 times as great as 
between 1914 and 1918. 

In Table 231, for the same stores as 
those considered in Tables 229 and 



230, the average amounts of adver- 
tising expenditures are expressed as 
proportionate parts of selling expense. 
For the stores in the combined years, 
the average is $21.27. In 1914 it was 
$22.72, in 1918, $20.33, and in 1919, 
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$21.26. For the stores in the com- 
bined years and in 1919 and 1914, 
the amounts i)er $100 of selling ex- 
pense remain essentially constant as 
inventories in relation to sales in- 
crease.* Approximately $21 might be 
said to be the characteristic amount. 
From Tables 229 to 231, inclusive, 
it may be concluded: First, if the 
stores with smallest inventories in 
relation to sales are^ excepted, the 
amounts of advertising expenditure 
per $100 of total net sales decrease 
as the amounts of inventories per 
$100 of total net sales increase. 
Second, the amounts of advertising 
expenditure per $100 of selling ex- 
pense are essentially constant for 
stores having different amounts of 
inventory in relation to sales.* 

B. — Yearly Amounts of Ezpendiiiire 
for Advertising per $100 of Total 
Net Sales amd per $100 of Selling 
Expense, for Stores Classified hy 
Size, 1919, 1918, and 1914. 

In the foregoing tables, the stores 
are not classified according to size. 
Such a classification is made in 
Tables 232 to 235, inclusive. 

In Table 232 the amounts of ad- 
vertising expenditure are shown for 
stores in the three years 1914, 1918, 
and 1919, combined. On the basis of 
the experience of 447 store-years, the 
average amount spent for advertising 
per $100 of total net sales is $2.32. 

* For a somewhat larger number of stores^ 
and with wider groupings of inventories in 
relation to sales, as shown in Table 246, the 
amounts decrease, as inyentories in relation 
to sales increase in size. The same condi- 
tion tends to hold for the stores in 1914. 



For those with sales under $40,000, 
it is $1.67; for those with sales of 
$40,000 to $80,000, $1.69; for those 
with sales of $80,000 to $180,000, 
$2.39; and for those with sales of 
$180,000 and over, $2.72. That is, 
the amounts increase as the size of 
the stores increases. When the stores 
are classified by size, and farther by 
the amounts of inventory per $100 of 
total net sales, expenditures for ad- 
vertising generally tend to increase 
as the inventories per $100 of total 
net sales increase. However, to this 
general rule for the stores in the 
combined and in the different years^ 
there are so many exceptions that it 
is difficult to generalize. The reader 
is advised to consult the tables for 
the direction of change for the dif- 
ferent groups of stores. 

In Tables 233 to 235, inclusive, the 
amounts of advertising expenditure 
per $100 of total net sales are shown 
for stores classified as in Table 232 
for the years 1919, 1918, and 19H 
respectively. It is unnecessary, in 
view of the consideration already 
given to expenditures for advertising 
for the combined years, to consider 
these tables in detail. Year to year 
comparisons of the total amounts 
have already been made and an in- 
spection of the tables will show how 
the amounts vary for the stores of 
different size in each of the years. 
In a general way, the relationships 
which obtain in the combined, also 
hold for the individual years. 

In Tables 232 to 235, inclusive, 
advertising expenditures are ex- 
pressed in terms of sales alone. In 
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TABLE 232 

TOTAL NET SALES, ADVERTISING, AND AMOUNT OP ADVBBTISINQ PER $100 OP TOTAL 
NET SALES, FOB 149 IDENTICAL STOBES CLASSIFIED BY SIZE AND BY 
AMOUNT OP INVENTORY PEE $100 OF TOTAL NET SALES, 
1919, 1918, AND 1914, COMBINED 
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Table 236 they are expressed in terms 
of sales for the amount sold per $1 
of inventory.* 

* The method by which this unit is eom- 
puted is explained on page 4, item 17. 



For the stores in the combined 
years, $0.87 was expended for adver- 
tising i)er $100 of total net sales for 
the amonnt sold for each $1 of in- 
ventory. In 1914 the corresponding 



TABLE 233 

TOTAL NXT SALES, ADVERTISIKa, AND AMOUNT OF ADVEBTISINO FEB $100 OF TOTAL 

NET SALES, FOB 149 STOBBS CLASSIFIED BY SIZE AND BT AMOUNT OF 

INVENTOBY FEB $100 OF TOTAL NET SALES, 1919 
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TABLE 234 

TOTAIi MET SALES, ADVEBTISINO, AND AMOUNT OF ADVERTISING PER $100 OF TOTAD 
NET SALES, FOB 149 STORES CLASSIFIED BY SIZE AND BT AMOUNT OF 
INVENTORY PER $100 OF TOTAL NET SALES, 1918 
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TABLE 235 

TOTAL NBT SALES, ADVEBTISINO, AND AMOUNT OF AiyVEBTISINO FEB $100 OF TOTAL 

NET SALES, FOB 149 STOBBS CLASSIFIED BT SIZE AND BY AMOUNT OF 

INVBNTOET FEB $100 OF TOTAL NET SALES, 1914 
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TABLE 236 

AMOUNT OF ADVERTISING PER $100 OF TOTAL NET SALES FEB AMOUNT SOLD FEB $1 

OF INVENTORY, FOR 149 IDENTICAL STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 

1919, 1918, AND 1914 




amount was $1.14; in 1918, $0.90; 
and in 1919, $0.73. That is, the 
amounts decreased from 1914 to 1918, 
and 1918 to 1919. When the records 
of the stores in the three years are 
combined, the amounts spent for ad- 
vertising per $100 of sales for the 
amount sold per $1 of inventory, 
increase as the inventories per $100 
of total net sales increase. For the 



stores with inventories of less than 
$20 per $100 of total net sales, the 
average amount is $0.31. From this 
as a minimum, the amounts increase 
to $1.36 for the stores having inven- 
tories of $60 and over in relation to 
their sales. Similar increases also 
characterize the stores as a whole in 
each of the years. Moreover, for each 
group of stores when classified by 
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TABLE 237 



TOTAL NET SALESy INVBNTOBY, AND AMOUNT OF mVENTOET PER $100 OP TOTAL NET 

SALES, FOE 149 IDENTICAL STORES CLASSIFIED BT SIZE AND BT 

AMOUNT OP ADVERTISING PER $100 OF TOTAL NET SALES, 

1919, 1918, AND 1914, COMBINED 
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TABLE 238 



TOTAL NET SALES, INVENTORY, AND AMOUNT OP INVENTORY PER $100 OP TOTAL NET 

SALES, POR 149 STORES CLASSIPIED BY SIZE AND BY AMOUNT OP 

ADVERTISING PER $100 OP TOTAL NET SALES, 1919 
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size, the advertising expenditures, 
measured in this unit, increase as the 
inventories per $100 of total net sales 
increase. This, of course, is to be 
expected in view of the method of 
classifying the stores. B7 the use of 



such a measure, stores with different 
sales and inventories are reduced to 
a unit basis. 

Table 236 should be considered in 
connection with the details in Tables 
232 to 235, inclusive. Moreover, it is 
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of interest to compare Table 236 with 
Tables 26 and 143 which show respec- 
tively the amounts of selling expense 
and the amounts of wages and salaries 
expressed in this form. 



Tables 237 to 240, inclusive, for the 
combined and individual years, show 
the amounts of inventories i)er $100 
of total net sales for stores dassified 
by size and by amounts of advertising 



TABLE 239 

TOTAL NBT SALES, INVENTORY, AND AMOUNT OP INVENTORY PER $100 OP TOTAL 
SALES, POR 149 STORES CLASSIPIED BY SIZE AND BY AMOUNT OF 
ADVERTISING PER $100 OP TOTAL NBT SALES, 1918 
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TABLE 240 

TOTAL NBT SALES, INVENTORY, AND AMOUNT OP INVENTORY PER $100 OF TOTAL NET 
SALES, FOB 149 STORES CLASSIFIED BY SIZE AND BY AMOUNT OF 
ADVERTISING PER $100 OF TOTAL NET SALES, 1914 




knmut 148.44 
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expenditure in relation to sales. These 
tables support the detail contained in 
Tables 232 to 235, inclusive. 

In considering Table 230, it was 
pointed out that the amounts of in- 
ventories per $100 of total net sales 
vary inversely with the amounts of 
advertising ezi>enditure per $100 of 
total net sales. But in this table, 
stores were not classified by size. 
When store-size is considered, as in 
Tables 237 to 240, inclusive, no such 
general tendency is observed. The 
larger the store, the smaller the in- 
ventories, but for stores of the same 
size, the amounts of inventory are 
substantially the same for stores hav- 
ing different amounts of advertising 
expenditure per $100 of total net 
sales.* In other words, store-size is 
more important in determining the 
amount of inventory in relation to 
sales than is the amount of adver- 
tising expenditure. 

In Tables 241 to 244, inclusive, 
the amounts expended for advertising 
are expressed in terms of selling ex- 
pense for stores classified by size and 
by the amounts of their inventories in 
relation to sales. When the stores for 
the combined years are considered, it 
is found that the advertising expendi- 
tures per $100 of selling expense in- 
crease, on the whole, as stores increase 
in size. The average for the three 
years for all the stores is $21.27. For 



* For the stores with sales of $80,000 to 
$180,000, inyentories per $100 of sales in- 
crease with advertising per $100 of sales in 
the combined yearsy and in 1919 and 1918. 
The same condition holds in 1919 and 1918 
for the stores with sales of $40,000 to 
$80,000. 



those stores with annual sales under 
$40,000, it is $19.79; for those with 
annual sales of $40,000 to $80,000, it 
is $18.06 ; for those with annual sales 
of $80,000 to $180,000, it is $21.67; 
and for those with annual sales of 
$180,000 and over, $22.53. When the 
entire group of stores is considered, 
irrespective of size, but in accordance 
with the amounts of inventory in 
relation to sales, advertising expendi- 
tures remain essentially constant pro- 
portions of selling expense. When 
the stores are classified by size, more- 
over, while the proportions increase 
as stores increase in size, they show 
no regular direction of change with 
changing inventories for the different 
size-groups. It is difficult to gener- 
alize with respect to them in view of 
the divergent tendencies. The tables 
give the detail for the combined and 
individual years. By means of the 
graphic summaries, the relationships 
which obtain between them may be 
readily compared. 

It should be remembered in con- 
sulting these tables that a group of 
identical stores has been used. From 
year to year, however, the stores vary 
in sales and in the amounts of their 
inventories. Inventories^ as a whole, 
were lower in 1918 than in 1914, and 
lower in 1919 than in either of the 
other years. Acoordingly, as may be 
seen from Tables 242 to 244, inclusive, 
not only is the number of stores dif- 
ferent from year to year in each of 
the size-groups, but also different in 
each of the inventory groups. The 
changes may be illustrated as follows : 
In 1914, 71 of the stores had sales 
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TABLE 241 



TOTAL SELLING EXPENSE, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OF 
SELLING EXPENSE, FOR 149 IDENTICAL STORES CLASSIFIED BT SIZE AND 
BY AMOUNT OF INVENTORY PER $100 OP TOTAL NET 
SALES, 1919, 1918, AND 1914, COMBINED 
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TABLE 242 

TOTAL SELUNO EXPENSE, ADVERTISING, AND AMOUNT OP AOVEBTISINO FEB $100 OP 
SELLING EXPENSE, FOB 149 STOKES CLASSIFIED BY SIZE AND BY AMOUNT 
OF INVENTOEY FEB $100 OF TOTAL NET SALES, 1919 
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under $40,000. In 1918, there were 
42 with sales of this amount, and in 
1919 there were 14. Moreover, in 
1914, 29 or 41 per cent, of the 71 
stores^ had inventories of $60 and 
over. In 1918, 23, or 55 per cent 



of the 42 stores, had inventories of 
this size, and in 1919, 4, or 29 per 
cent, of the 14 stores, had inventories 
of this size. Similar changes in other 
groups characterize the stores from 
year to year. 



TABLE 243 

TOTAL SELIiINO EXPENSE, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OF 

SELLING EXPENSE, FOR 149 STORES CLASSIFIED BY SIZE AND BT AMOUNT 

OF INVENTORY PER $100 OF TOTAL NET SALES, 1918 
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Another group of stores, somewhat 
larger than that considered above, is 
available in 1919 for the study of 
advertising expenses in relation to 
sales and selling expense. The de- 
tails for this study are contained in 
Tables 245 and 246. The stores are 
classified by size and by the amounts 
of inventory per $100 of total net 
sales. 

In Table 245 for 282 stores, the 
advertising expenditure per $100 of 
total net sales is $2.25. For 149 
stores, as shown in Table 233, the 
corresponding figure was $2.24. As 
the stores increase in size, the amounts 
expended for advertising per $100 of 
total net sales increase. In spite of 
the fact that approximately twice as 
many stores as in Table 233 are here 
considered, the differences in the 
amounts are small. This suggests 
again the fact that the experience 
available for study, even with the 
fewer stores, is adequate for safe 
generalization. 

In Table 245, the amoxmts of adver- 
tising expenditure are measured in 
terms of sales alone and also in terms 
of sales per stock turnover.* It is 
this latter measure which is of pri- 
mary interest in this connection. The 
average amount expressed in this 
manner for the entire group of stores 
is $1.02. The smallest amount, char- 
acterizing the stores with sales be- 
tween $40,000 and $80,000, is $0.76. 
The largest amount, applying to the 
stores with sales of $80,000 to $180,- 
000, is $1.05. Over the entire range 

* The method bj whieh this unit is eom* 
puted is explained on page 4, item 19. 



of sizes, the amounts increase as the 
stores increase in size, but by a lesser 
percentage than they do when ex- 
pressed in terms of sales alone. That 
is, stock turnover in stores of increas- 
ing size acts as a compensating factor 
to the increased exi)enditure8 for 
advertising, measured in terms of 
sales alone. 

Interest lies, however, not only in 
the amoxmts for stores of different 
size, but also in those for stores of a 
given size, but with different amounts 
of inventory per $100 of total net 
sales. For the stores as a whole, and 
when classified by size, advertising 
expenditures per $100 of total net 
sales per stock turnover increase with 
the amounts of inventory per $100 of 
total net sales. That is, large inven- 
tories in 1919 in relation to sales cor- 
respond to large advertising expendi- 
tures per $100 of total net sales per 
stock turnover, and small inventories 
I>er $100 of total net sales correspond 
to small advertising expenditures per 
unit of sales per stock turnover. 

The value of Table 245 lies in the 
use of the more complex method of 
expressing advertising, since by this 
measure the variations in the turn- 
over rates in the different stores are 
reduced to a unit basis. This table 
by itself and in connection with Table 
233 merits careful study. 

Table 246 shows for the 282 8tor», 
classified as in Table 245, the amounts 
of advertising expenditure in terms 
of selling expense alone and of selling 
expense per stock turnover. WhUe 
the amounts of advertising i>er $100 
of selling expense tend neither to 
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TABLE 244 

TOTAIi SELUKO EXPENSE, ADVBBTISINa, AND AMOUNT OF ADVEBTISINO PER $100 OF 

SELLING EXPENSE, FOR 149 STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF INVENTORY PER $100 OF TOTAL NET SALES, 1914 
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increase nor to decrease regolarly as 
inventories increase, the amounts per 
$100 of selling expense per stock 
tnmover* rapidly increase with an 
increase in the size of the inventory 
in terms of sales. This is true not 
only for all stores, but also for stores 
of a given size. 

From Tables 232 to 246, inclusive, 
it may be concluded as follows: 
First, advertising expenditures per 

*The method by which this unit is com- 
puted is explained on page 4, item 21. 



$100 of total net sales increase as 
stores increase in size. Second, ad- 
vertising expenditures per $100 of 
total net sales for stores irrespective 
of size decrease as the amounts of 
inventory i)er $100 of total net sales 
increase. Third, for stores of a given 
size, but with different amounts of 
inventory in relation to sales, the 
direction of advertising expenditures 
per $100 of total net sales, while 
tending on the whole to increase with 
the size of the inventories, is uncer- 



TABLE 245 

TOTAL NET SALES, ADVERTISING, AND AMOUNT OF ADVERTISING PER $100 OF TOTAL 

NET SALES PER STOCK TURNOVER, FOR STOBES CLASSIFIED BY SIZE AND BY 

AMOUNT OF INVENTORY PER $100 OF TOTAL NET SALES, 1919 
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TABLE 246 

AMOUKT OF ADVERTISING PER $100 OF SELLING EXPENSE PER STOCK TURNOVER, FOR 
STORES CLASSIFIED BY SIZE AND BY AMOUNT OF INVENTORY PER 

$100 OF TOTAL NET SALES, 1919 




tain for some of the groups in the 
different years. Fourth, when the 
amounts of advertising expendi- 
ture are expressed per $100 of 
total net sales for the amounts sold 
per $1 of inventory, they decreased 
between 1914 and 1918, and 1918 and 
1919, for stores classified by size. 
Fifth, expenditures for advertising 
per $100 of total net sales for the 
amount sold per $1 of inventory 
increase as the amounts of inventory 
per $100 of total net sales increase. 
This condition holds for stores treated 



as a whole and when classified by size. 
Sixth, the amounts of inventory per 
$100 of total net sales for stores con- 
sidered irrespective of size decrease 
as the amounts of advertising per 
$100 of total net sales increase. When 
the stores are classified by size, the 
amounts of inventory per $100 of 
total net sales neither increase nor 
decrease regularly as the amounts of 
advertising expended per $100 of 
total net sales increase. Seventh, 
advertising expenditures per $100 of 
selling expense increase as stores in- 
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crease in size. Eighth, the amounts 
of advertising per $100 of selling 
expense, for stores considered irre- 
spective of size, remain essentially 
constant for one group— 149 — and 
decrease for another group— 282— K>f 
stores, as inventories in relation to 
sales increase. When stores are claa- 
sified by size, the direction of change 
in the amounts is uncertain. The 
tendency for some of the groups is for 
the amounts to increase and for 
others to decrease as inventories in 
relation to sales increase. 

C. — TeaHy Amounts of Expenditure 
for Advertising per $100 of Total 
Net Sales, far Stores Classified by 
Bates of Stock Turnover and hy 
Size, 1919. 

For 1919 the records of 282 stores 
are available for a study of the 
amounts of advertising expenditures 
per $100 of total net sales for stores 
classified by rates of stock turnover 
and by size. In Table 247 the stores 
are classified by size and by rates of 
stock turnover. In Table 248 they 
are classified by the size of city in 
which they are located, and by rates 
of stock turnover, store-size being 
ignored. 

For the 282 stores, as shown in 
Table 247, the average expenditure 
for advertising per $100 of total net 
sales is $2.25. For the stores which 
turned their stock less than once, it 
is $1.72. From this amount as a 
minimum, the expenditures increase 
to $2.59 for stores which turned their 
stock four times and over. For the 
stores with a given rate of turnover, 



advertising expenditures per $100 of 
total net sales increase as the stor^ 
increase in size. That is, the amounts 
of advertising per $100 of total net 
sales vary directly vdth the size of 
the store, this condition obtaining not 
only for the group treated as a total, 
but also when it is classified by the 
rates at which stock is turned. In 
the detail in which the data are 
shown, there are too few instances in 
a number of places to secure a satis- 
factory average. The data, however, 
are shown in this form because it is 
thought desirable to give standard 
expenditures in this particular for 
stores classified according to the con- 
ditions which seem to determine the 
amounts. It is not contended, of 
course, that a causal eonnecticm is 
shown between the amounts of adver- 
tising expenditure and stock turn- 
over. The association between these 
facts, however, is so unmistakable as 
to suggest, if not a causal, at least 
a related connection. 

In Table 248, the same 282 stores 
are classified by location and by rates 
of stock turnover. For the stores 
arranged in this form, two methods 
of expressing the amounts of adver- 
tising are used : First, they are given 
in terms of sales; and, second, in 
terms of sales per stock turnover. 

For the 204 stores in the small 
cities, the average amount of expendi- 
ture per $100 of total net sales is 
$1.59. For the group of stores, when 
classified by the rates of stock turn- 
over, the amounts decrease generally 
as the stock turnover rates increase. 
For the 78 stores located in the large 
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TABLE 247 

TOTAL MET SALES, ADVEBTISINO, AND AMOUNT OF ADVSBTISING FEB $100 OF TOTAL 
NET SALES, FOB 8TOBBS CLASSIFIED BY RATES OF STOCK TUBN- 

OVEB AND BY SIZE OF STOBB, 1919 
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cities, the average expenditure for 
advertising in relation to sales is 
$2.85. When this group is classified 
further by rates of stock turnover, 
the amounts increase as stock turn- 
over rates increase. 

When advertising expenditures in 
relation to sales are expressed on a 
per turn basis, the average amount 
for the 204 stores in the small cities 
is $0.84 and for the 78 stores in the 
large cities, $1.10. For both groups 
as located, the amounts, of course 
decrease as the rates of stock turnover 
increase. For the stores in the small 
cities which turned their stock less 



than once, the average amount is 
$2.11, and from this as a maxiTnum, 
the expenditures decrease to $0.19 for 
those which turned their stock four 
times and over. For the stores in the 
large cities, if the single store which 
turned its stock less than once is 
excepted, the expenditures for adver- 
tising decrease from $1.75 for those 
that turned their stock one to two 
times, to $0.66 for those that turned 
their stock four times and over. 
There is an advantage in expressing 
the amounts of advertising in relation 
to sales per single turn, inasmuch as 
by this method the data are made 



TABLE 248 

AMOUNT OF ADVEBTISINO PER $100 OF TOTAL NET SAUS8 PER STOCK TUENOVEB, FOR 
STORES CLASSIFIED BY SIZE OF CITY AND BY RATES OF STOCK TURNOVER, 1919 
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TABLE 249 



COST OF MERCHANDISE SOLD, AVERAGE INVENTORY, 1918 AND 1919, AND AVERAGE 

ANNUAL STOCK TURNOVER, FOR STORES CLASSIFIED BY SIZE OF CITY AND BY 

AMOUNT OF ADVERTISING PER $100 OF TOTAL NET SALES, 1919 
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which obtain between stores of dif- 
ferent location, but with uniform 
rates of stock turnover, are' shown by 
amounts in Table 248, and it is un- 
necessary to review them in detail. 

In Table 249, the actual annual 
rates of stock turnover are shown for 
stores as classified in Table 248. This 
table is inserted primarily for the 
purpose of supplying the details used 
to calculate, in Table 248, the adver- 
tising expenditures per $100 of total 
net sales per turn. 



(1). The amounts of advertising 
expenditure per $100 of total 
net sales generally decrease as 
the inventories per $100 of 
total net sales increase. This 
holds only when stores are 
classified without regard to 
size. For stores of a given 
size, the direction of change 
is uncertain. 

(2). The amounts of advertising 
expenditure per $100 of total 
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net sales for the amotmt sold 
per $1 of mventory increase 
as the size of the inventory in 
terms of sales increases. This 
18 true for all stores and for 
stores of a given size. 

(3). For stores with a given 
amount of inventory per $100 
of total net sales, the amounts 
of advertising per $100 of 
total net sales decreased be- 
tween 1914 and 1918, and 
1918 and 1919. 

(4) . For stores considered without 
regard to size, inventories in 
terms of sales decrease as the 
amounts of advertising i>er 
$100 of total net sales in- 
crease. For stores of a given 
size, they remain essentially 
constant as advertising ex- 
penditures increase. 

(5). The proportion of selling 
expense attributable to ad- 
vertising tends neither to in- 
crease nor to decrease as the 
inventories in terms of sales 
increase. 

(6). The amounts of advertising 
expenditure per $100 of total 
net sales per stock turnover 
increase as the inventories in 
terms of sales increase. 

(7). The amounts of advertising 
expenditure per $100 of 
selling expense per stock 
turnover increase as the in- 
ventories in terms of sales 
increase. 

<8). For stores with a given rate 
of stock turnover, advertising 



expenditures in terms of sales 
increase as the stores increase 
in size. 

(9). For stores with a given rate 
of stock turnover, the amounts 
of advertising, measured in 
terms of sales alone and of 
both sales and turnover, are 
higher in large than in small 
cities. 

3. — ^TBAELT AMOUNTS OP KXPBNDrrUBE 
FOB ADVEBTISINO IN RELATION TO 
THE AMOUNTS OF GOODS BOLD FEB 
FULL-TIME SALBS-PEB80N. 

The present discussion, which has 
to do with the amounts expended for 
advertising, corresponds to the simi- 
lar sections relating to selling exx)enae 
and to wages and salaries, with the 
exception that tables reflecting the 
amounts of expenditure under dif- 
ferent conditions of wage payment, 
are omitted. 

For the analysis of the amounts of 
expenditure for advertising in rela- 
tion to sales per full-time sales-person, 
the records of 146 stores in each of 
the years 1914, 1918, and 1919 are 
available for study. 

A* — Yearly Amounts of Expenditure 
for Advertising per $100 of Total 
Net Sales and per $100 of Selling 
Expense, 1919, 1918, and 1914. 
The stores are classified in Tables 
250 and 251, first, by years, and sec- 
ond, by the amounts sold per full- 
time sales-person. Two methods of 
expressing the advertising exi>endi- 
tures are used. The amounts are 
shown, first, for each $100 of total net 
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sales or selling expense, as the case 
may be, and second, per $100 total 
net sales or selling expense i)er $1,000 
sold for each fnll-time sales-person.* 
For the combined years^ represent- 
ing the experience of 438 store-years, 
the average expenditure for advertis- 
ing per $100 of total net sales is 
$2.28. For 1914 the amount was 



* The methods hy whieh these units are 
computed are explained on page 4, items 
22 and 24. 



$2.57; for 1918, $2.22; and for 1919, 
$2.20. When the expenditures are 
expressed in a unit of sales for each 
$1,000 sold per full-time sales-person, 
the average amount for the com- 
bined years is $0.14. For 1914 it was 
$0.23; for 1918, $0.14; and for 1919, 
$0.11. It will be observed that the 
expenditures for advertising meas- 
ured in terms of sales alone decreased 
between 1914 and 1918, and 1918 and 
1919, respectively, by 14 and 1 per 



TABLE 250 

AMOUNT OF ADVBRTI8IK0 PEB $100 OF TOTAL NET SALES FEB $1,000 OF SALES FSB 
FULL-TIME SALES-PERSON, FOR 146 n>ENTICAL STORES CLASSIFIED BY AMOUNT 
OF SALES PEB FULL-TIME SALBS-PEB80N, 1919, 1918, AND 1914 
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the stores with sales under $40,000, 
and the maximum $2.81 for those 
with sales of $180,000 and over. 
When the amounts are expressed per 
$100 of total net sales per stock turn- 
over, the average for the entire group 
is $1.02. As the stores increase in 
size, the expenditures for advertising 
in terms of both sales and stock turn- 
over increase from a minimum of 
$0.75, for the group of stores with 
sales under $40,000, to $1.06 for 
those with sales of $80,000 to $180,- 
000. 

When the stores are further classi- 
fied by the amounts sold per full- 
time sales-person, the expenditures 
for advertising, expressed in terms of 
sales, do not show a tendency to in- 
crease or to decrease regularly as the 
amounts sold per full-time sales- 
person increase. In some of the 
store-groups the number of instances 
are too few to serve as a basis for 
generalization. The averages, how- 
ever, are inserted as representing the 
standards determined for the stores 
as classified. 

When the expenditures are shown 
for each $100 of total net sales i>er 
stock turnover, the amounts for each 
store-group generally decrease as the 
amounts sold per full-time sales- 
person increase. To this general rule, 
however, there are numerous excep- 
tions, although, as a general principle, 
the turnover rates, which accompany 
large sales per full-time sales-person, 
are of sufficient size in most instances 
to reduce the expenditures expressed 
in this form. The actual amounts, 
together with the increases or de- 



creases, are shown in tabular and 
graphic form in Table 252. 

For the 269 stores, advertising 
expenditures per $100 of total net 
sales, reduced to a basis of $1,000 
sold per full-time sales-person, are 
shown in Table 253. Expressed in 
this manner, the average amount for 
the entire group is $0.11. For the 
stores that had sales of less than 
$40,000, the average is $0.07, and 
from this as a minimum the amounts 
increase to $0.12 as a maximum for 
the stores with sales of $180,000 and 
over. For the stores considered as a 
whole, and when classified by size, the 
expenditures decrease as the amounts 
sold per full-time sales-person in- 
crease. It is unnecessary to name 
these amounts inasmuch as they are 
contained in the table, the graphic 
summary of which makes a compari- 
son of them eagy. 

In Table 254 a somewhat different 
form of analysis is presented. The 
table shows the amounts of sales (in 
dollars) secured per $100 of adver- 
tising expenditure.* For the 269 
stores, the average is $4^435. For 
those with sales under $40,000, it is 
$8,880, and from this as a maximum 
•the amounts decrease to $3,557 for 
stores with sales of $180,000 and over. 
That is, the sales secured for each 
$100 expended for advertising de- 
crease as the stores increase in size. 
When the stores are classified by size 
and by the amounts sold per full- 
time sales-person, the sales secured 
for each $100 of advertising tend, on 

* The method bj which this unit is com- 
puted is explained on page 4, item 11. 



352 



TABLE 252 

AJCOUMT OF ADVERnSINa FEB $100 OF TOTAL NET SALES FEB STOCK TURNOVER, FOB 

STORES CLASSIFIED BY SIZE AND BT AMOUNT OF SALES PER 

FULL-TIHB BALES-PEB80N, 1919 




the whole, to increase as the amounts 
sold per full-time sales-person in- 
crease. This is not true for the stores 
treated irrespective of size, nor for 
all of the groups as classified in this 
form. Generally speaking, however, 
there is a direct relation between the 



sales secured per $100 of advertising 
and the amount of goods sold per 
full-time sales-person. The actual 
amounts and the changes from group 
to group are shown in Table 254. 

The foregoing discussion relates to 
the records of 269 stores for the year 
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TABLE 253 



AMOUNT OF ADVERTI8INO PER $100 OF TOTAL NET SALES FEB $1,000 OF SALES 
FULL-TIME 8ALES-PEB80N, FOR STOKES CLASSIFIED BY SIZE AND BY 
AMOUNT OF SALES FEB FULL-TIME SALES-PEBSON, 1919 
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1919. Because of the fact that 1919, 
in many respects, was an exceptional 
year, it has been thought of interest 
to classify a somewhat smaller group 
of identical stores by size and by the 



amounts sold per fuU-time sales- 
person for the combined and the indi- 
vidual years 1919, 1918, and 1914. 
This is done in Tables 255 to 258, 
inclusive. 
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TABLE 254 

TOTAIi ADVEBTISINO, TOTAL NET SAIjES, AND AMOUNT OF TOTAL NET SALES FEB $100 

OF ADVEBTISINOy FOB STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF BALES FEB FULL-TIME SALE8-PEBS0N, 1919 
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In Table 255 the records of the 146 
stores for the three years are com- 
bined. The average expenditure for 
advertising per $100 of total net sales 
for these stores is $2.28. The smallest 
expenditure — $1.67 — is for stores with 
sales of $40,000 to $80,000. From 
this amount as a minimum there is an 
increase to $2.73 for stores with sales 
of $180,000 and over. That is, gener- 
ally speaking, the amounts expended 
for advertising per $100 of total net 
sales increase with the size of stores. 
Table 255 shows also the amounts 
expended for advertising per $100 of 
total net sales for the stores further 
classified by the amounts sold i>er 
full-time sales-person. By consulting 
the table it will be observed that, for 
stores of a given size-group, the ad- 
vertising expenditures per $100 of 
total net sales, on the whole, tend 
generally to decrease as the sales per 
full-time sales-person increase. To 
this general rule the group with sales 
under $40,000 constitutes a notable 
exception. 

When the expenditures for adver- 
tising are expressed per $100 of total 
net sales for each $1,000 sold per full- 
time sales-person, as in the right-hand 
columns of the table, the average 
amount for the entire group is $0.14. 
The largest amount applies to stores 
which had sales under $40,000 per 
year. For the remaining groups of 
stores, the expenditures are approxi- 
mately equal. Within each group of 
stores, however, the amounts decrease 
as the sales per full-time sales-person 
increase. For the entire group, ir- 
respective of size, the advertising 



expenditure expressed in this form 
was $0.25 for those stores in which 
the sales per full-time sales-person 
were less than $12,000, and $0.06 for 
those in which the sales per full-time 
sales-person were $32,000 and over. 
Similar decreases hold for each of the 
different groups. By expressing the 
amounts in this form, both advertis- 
ing expenditures and sales are re- 
duced to a unit basis and are directly 
comparable. 

In Tables 256 to 258, advertising 
expenditures are shown per $100 of 
total net sales and per $100 of total 
net sales for each $1,000 sold per full- 
time sales-person for the 146 stores 
for the years 1919, 1918, and 1914, 
respectively. It is unnecessary to 
review in detail the contents of these 
tables. It will suffice to point out 
that, while the actual amounts differ 
from store-group to store-group and 
from year to year, the direction of 
change in the amounts was substan- 
tially the same in each of the years 
as in the combined years. 

The amounts of advertising expen- 
diture for the two groups of stores 
considered immediately above may 
also be expressed in terms of selling 
expense. This is done for the 269 
stores in Tables 259 and 260, the units 
of measurement in Table 259 being 
per $100 of selling expense and per 
$100 of selling expense per stock 
turnover, and in Table 260, being per 
$100 of selling expense and per $100 
of selling expense for each $1,000 sold 
per full-time sales-person. 

In 1919 for 269 stores, the expen- 
ditures for advertising for each $100 
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TABLE 255 

AMOUNT OF ADVERTISING PER $100 OF TOTAL NET SALES PER $1,000 OF SALES PER 
FULL-TIME SALES-PERSON, FOR 146 IDENTICAL STORES CLASSIFIED BY 
SIZE AND BY AMOUNT OF SALES PER FULL-TIME SALES- 
PERSON, 1919, 1918 AND 1914, COMBINED 
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TABLE 256 



AMOUNT OF ADVEBnSIKO PER $100 OF TOTAL NET SALES FEB $1,000 OF SALES FEB 

FULL-TIME SALES-FERSON, FOB 146 STOBBS CLASSIFIED BY SIZE AND BY 

AMOUNT OF SALES FEB FULL-TIME SALES-PEBSON, 1919 
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of selling expense constituted $22.13. 
In other words, advertising consti- 
tuted 22.13 per cent, of selling ex- 
pense. When the stores are further 
classified by size, the expenditures 



for advertising per $100 of selling 
expense range from $18.28, for the 
stores with sales of $40,000 to $80,000, 
to $24.37 for stores with sales of 
$180,000 and over. That is, generally 
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speaking, the amounts increase as the 
stores increase in size, or, in other 
words, advertising expenditures for 
stores of increasing size increase more 
rapidly than do the total selling ex- 
penses. When the advertising expen- 
ditures per $100 of selling expense 



are reduced to a per stock turnover 
basis, the average for the entire 
group is $10.06. For those stores 
with sales under $40,000 it is $12.77. 
From this as a maximum, the amounts 
decrease to $9.03 for the stores which 
had sales during this year of $180,000 



TABLE 257 

AMOUNT OF ADVERTISING PER $100 OF TOTAL NET SALES PER $1,000 OF SALES PER 

FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF SALES PER FULLrTIME SALES-PERSON, 1918 
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TABLE 258 

AMOUNT OF ADVSBTISING PKB $100 OF TOTAL NET SALES FEB $1,000 OF SALES PER 

FULL-TIME SALES-PERSON, FOB 146 STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF SALES PEB FULL-TIME SALES-PERSON, 1914 




and over. That is, the amounts, on 
the whole, decrease as the stores 
increase in size. 

For the entire group of stores, the 
expenditures for advertising per $100 
of total selling expense increase as 
the sales per fxdl-time sales-person 
increase. For the stores classified 



by size, the direction of the change 
is uncertain. Moreover, when the 
amounts are expressed per $100 of 
selling expense per stock turnover, 
they seem neither to increase nor 
decrease regularly with the amount 
sold per full-time sales-person. 
In Table 260 the stores are classi- 
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fied by size and by the amounts sold 
per full-time sales-person. Advertis- 
ing expenditures are shown as pro- 
portionate parts of selling expense, 
reduced to a unit basis — $1,000 of 
sales per full-time sales-person. Stated 
in this f orm, the average amount for 



the 269 stores is $1.09. For those 
with sales under $40,000, it is $1.13, 
and from this as a maximum, the 
amounts decrease to $1.04 for the 92 
stores with sales of $80,000 to $180,- 
000. Within each group of stores, 
the average expenditures for adver- 



TABLB 259 

AMOX7NT OF ADVERTISING FEB $100 OF SEUilNG EXPENSE PER STOCK TUBNOVEB, FOB 
STORES CLASSIFIED BY SIZE AND BY AMOUNT OF SALES PEE FULL- 
TIME SALES-PERSON, 1919 
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TABLE 260 



AMOUNT OF ADVEmnSINO FEB $100 OF SELUNO EXPENSE FEB $1,000 OF SALES FEB 

FULL-TIME 8ALBS-PEBS0N, FOB 8T0ICE8 CLASSIFIED BT SIZE AND BY 

AMOUNT OF SALES FEB FULL-TIME SALES-PEBSON, 1919 
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tising, measured in this unit, decrease 
as the amounts sold per full-time 
sales-person increase. For those stores 
in which the full-time sales-person 
sold less than $12,000, the average 
amount is $2.12. It is $0.71 for those 
in which the average sales per full- 



time sales-person were $32,000 and 
over. Similar decreases hold for each 
of the groups of stores when classified 
by size. 

In Tables 261 to 264, inclusive, the 
advertising expenditures per $100 of 
selling expense for 146 stores for the 
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eombined and individual years 1919, 
1918, and 1914, are set out in detail. 
The basis for classification is the same 
as that used in Tables 255 to 258, 
inclusive, but the amounts are dif- 
ferently expressed. 



For the combined years, as shown 
in Table 261, the average expenditure 
for advertising per $100 of selling 
expense is $21.18. For those stores 
which had sales of $40,000 to $80,000 
it is $18.19, and for those which had 



TABLE 261 

AMOUNT OF ADVERTISING PEB $100 OF SELLING EXPENSE PER $1,000 OF SALES PEB 

FULL-TIME SALES-PERSON, FOR 146 IDENTICAL STORES CLASSIFIED BT SIZE 

AND BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 

1919, 1918, AND 1914, COMBINED 
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TABLE 262 



AM0X7NT OF ADVERTISING PEB $100 OF SELUNG EXPENSE PEE $1,000 OF SALES FEB 
FULL-TIME SALES-PERSON, FOR 146 STORES CLASSIFIED BT SIZE AND ^ 
BY AMOUNT OF SALES PEB FULL-TIME SALES-PERSON, 1919 
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sales of $180,000 and over it is $22.55. 
Over the entire range of sizes, the 
amounts increase as the stores in- 
crease in size. When the stores are 
farther classified by the amounts sold 
per full-time sales-person, the expen- 
ditures for advertising for the entire 



group, irrespective of size, increase 
as the amounts sold per full-time 
sales-person increase. For stores of 
a given size-group, however, this ten- 
dency is not 80 evident. For the 
small stores — ^those with sales of less 
than $80,000 — ^the amounts seem gen- 
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erally to increase as the sales per full- 
time sales-person increase. For the 
other two groups, the direction of 
change is uncertain. 

When the expenditures for adver- 
tising are shown per $100 of selling 
expense for each $1,000 sold per full- 



time sales-person, the average for the 
entire group is $1.31. The largest 
amount — $1.90 — applies to the stores 
with smallest sales, and the smallest 
amount — $1.11 — ^to those having larg- 
est sales. That is, over the entire 
range of sizes, the expenditures ex- 



TABLE 263 

AMOUNT OF ADVBBTISIKO FEB $100 OF SELLING EXPENSE PEB $1,000 OF SALES PER 

FULL-TIME SALES-PEBSON, FOB 146 STORES CLASSIFIED BY SIZE AND 

BY AMOUNT OF SALES PEB FULL-TIME SALES-PEBSON, 1918 
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TABLE 264 



AMOUNT OF ADVERTISING FEB $100 OF SELLINO EXPENSE FEB $1,000 OF SALES 
FULL-TIME SALES-PEBSON, FOB 146 STORES CLASSIFIED BY SIZE AND 
BY AMOUNT OF SALES PEB FULL-TIME SALES-PEBSON, 1914 
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pressed in this form decrease. Within 
each group of stores, moreover, when 
they are further classified by the 
amounts sold per full-time sales- 



person, the advertising expenditures 
decrease. For the entire group in 
which the sales per full-time sales- 
person are less than $12,000, the ex- 
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penditnre for advertising, expressed 
in this form, is $2.21, while for those 
in which the amount sold per full- 
time sales-person is $32,000 and over, 
the amount is $0.72. Similar de- 
creases hold for each of the groups.* 
The basis of classification normally 
requires this. 

In Tables 262 to 264, the expendi- 
tures for advertising, for stores classi- 
fied as in Table 261, are shown for 
the years 1919, 1918, and 1914, re- 
spectively. The amounts for the dif- 
ferent groups of stores from year to 
year, as well as the tendencies which 
they may have to increase or to de- 
crease when differently classified, are 
fully set out in the tables, and it is 
unnecessary to review them in detail 
at this point. 

In considering these tables, the 
reader should remember that care has 
been taken to eliminate, so far as 
possible, all elements of error in the 
data and to classify the stores in the 
detail necessary to make comparisons 
of significance. To have printed the 
frequencies with which the different 
items occur, or even the highs and 
lows in the detail provided for in the 
tables^ would have unduly compli- 
cated the tabulations and probably 
been of little value in the interpreta- 
tion of the norms or standards shown. 
One of the many reasons for showing 
the expenditures in the form of com- 
plex units has been to obviate the 
necessity for elaborating the tabula- 
tions. 

* There is a slight exception to this rule 
for the stores having annual sales less than 
$40,000. 



C. — Yearly Amounts of Expenditure 
for Advertising per $100 of Total 
Net Sales a/nd per $100 of Selling 
Expense, for Stores Classified hy 
Size and hy Size of City in 
Which Located,^ 1919, 1918, aohd 
1914. 

Analysis has shown that the size 
of the city in which stores are located 
helps to determine the amounts of 
expenditure for store operations. In 
order to take note of this factor in 
the discussion of advertising expen- 
ditures, a group of 103 stores with 
annual sales of $40,000 to $80,000 in 
1919 has been classified in Tables 265 
to 268, inclusive, by location and 
further by the amounts of sales per 
full-time sales-person. 

Table 265 shows that the average 
expenditure for advertising per $100 
of total net sales for the 89 stores 
located in cities with population 
under 40,000 was $1.32. It also 
shows that the corresponding amount 
for the 14 stores located in cities with 
population of 40,000 and over was 
$1.64. When the amounts expended 
for advertising are expressed per 
$100 of total net sales per stock turn- 
over, they constitute, on the average, 
$0.78 for the stores in the two city- 
groups. When they are expressed in 
terms of $100 of sales for each $1,000 
sold per full-time sales-person, as in 
Table 266, the average amount for the 
stores in the large cities is $0.09, 
and for those in the small, $0.08. 

For the stores in each of the city- 
groups, when further classified by the 

* Population figures are for 1920. 



367 



TABLE 265 



AMOUNT OF ADVERTISING PER $100 OF TOTAL NET SALES PER STOCK TURNOVER, FOR 

STORES WITH SALES OF $40,000 TO $80,000, CLASSIFIED BY SIZE OF CITY 

AND BY AMOUNT OF SALES PER FULL-TIME SALES-PERSON, 1919 
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amounts sold per full-time sales- 
person, there is no unmistakable ten- 
dency for advertising expenditures to 
increase or to decrease as the sales 
per full-time sales-person increase. 
This generalization applies to the 
amounts expressed in terms of sales 
and in terms of sales per stock turn- 
over. When they are expressed in 
terms of sales for the amount sold 
per full-time sales-person, however, 
they decrease for the stores in the 
two city-groups, as shown in the 
right-hand column of Table 266. The 
actual amounts of expenditure, as 
shown in Tables 265 and 266, consti- 



tute the standards or norms which are 
discovered for this group of stores for 
a single year. 

In Tables 267 and 268, the amounts 
of advertising expenditure are shown 
for a group of 103 stores classified by 
location and sales per full-time sales- 
person. The method of expressing 
them is, first, in terms of selling ex- 
pense alone ; second, in terms of sell- 
ing expense per stock turnover; and, 
third, in terms of selling expense per 
$1,000 sold for a full-time sales- 
person. As shown in Table 267, ad- 
vertising constitutes $18.05 out of 
every $100 of selling expense for the 
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stores located in the small cities. For 
those located in the large cities, the 
corresponding amount is $19.42. 
When these expenses are reduced to 
a per stock turnover basis, the aver- 
age amount for the stores in the small 
is $10.62 and for those in the large 
cities, $9.25. That is, in terms of 
selling expense alone, the average 
amount is higher in the large cities, 
and in terms of selling expense per 
stock turnover, lower in the large 
than in the small cities. A more 
satisfactory basis for comparing these 



amounts would be to select stores 
with the same sales per full-time 
sales-person, but with different loca- 
tion. The data, however, for stores 
in the large cities are insufScient to 
admit of such a comparison. 

"When the advertising expenditures 
are shown per $100 of selling expense 
per $1,000 sold per full-time sales^ 
person, as in Table 268, the average 
amount for the stores in the small 
cities is the same as that for those in 
the large cities. For stores of differ- 
ent location, but with the same 



TABLE 266 

AMOUNT OF ADVEBTISIN6 FEB $100 OF TOTAL NET SALES FEB $1,000 OF SALES PER 

FULL-TIME 8ALBS-PEBS0N, FOR STORES WITH SALES OF $40,000 TO 

$80,000, CLASSIFIED BY SIZE OF CITY AND BY AMOUNT OF 

SALES PER FULL-TIME SALES-PERSON, 1919 
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TABLE 267 

AMOUNT OF ADVERTISING FEB $100 OF SEUiING EXPENSE FEB STOCK TURNOVEB^ FOB 

STOBES WITH SALES OF $40,000 TO $80,000, CLASSIFIED BY SIZE OF dTY 

AND BY AMOUNT OF SALES PEE FULL-TIME. SALES-FEBSON, 1919 
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amounts sold per full-time sales- 
person, the average expenditures are 
different. In most cases the number 
of stores is inadequate to serve as a 
basis for comparison. For stores 
within both city-groups, however, the 
advertising expenditures, measured 
in this form, decrease as the sales per 
full-time sales-person increase. 

J>. — Summary. 

(1). The amounts of advertising 
expenditure per $100 of total 
net sales per $1,000 of sales 
for a full-time sales-person 
decreased between 1914 and 
1918, and 1918 and 1919. 



This holds for all stores and 
for stores of a given size. 

(2). The amounts of advertising 
per $100 of selling expense 
per $1,000 sold for a full- 
time sales-person decreased 
between 1914 and 1918, and 
1918 and 1919, for all stores 
and for stores of a given size. 

(3). For stores of a given size, the 
expenditures for advertising, 
measured in terms of sales 
alone, tend to increase as the 
sales per full-time sales-per- 
son increase. When measured 
in terms of sales per stock 
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TABLE 268 



AMOUNT OF ADVEHTISINO PER $100 OP SELLING EXPENSE PER $1,000 OF SALES FEB 

FULL-TIME SALES-PERSON, FOR STORES WITH SALES OF $40,000 TO 

$80,000, CLASSIFIED BY SIZE OF CITY AND BY AMOUNT 

OF SALES PER FULL-TIME SALES-PERSON, 1919 
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turnover, and in terms of 
sales for the amount sold per 
fnll-time sales-person, they 
decrease as the sales per full- 
time sales-person increase. 

(4). The proportions of selling 
expense attributable to adver- 
tising increase as the amounts 
sold per full-time sales-person 
increase for all stores and for 
stores with sales under $80,- 
000. The direction of change 
is not uniform for stores with 
sales of $80,000 and over. 



(5). The amounts of advertising 
expenditures, expressed in 
terms of selling expense and 
stock turnover, are irregular 
for stores with different 
amounts sold per full-time 
sales-person. In terms of sell- 
ing expense and the amount 
sold per full-time sales-person, 
however, they decrease as the 
sales per full-time sales-per- 
son increase. 

(6). For stores of a given size, the 
average amount of advertis- 
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ing expenditures per $100 of 
total net Bales for a $1,000 
sold for a full-time sales-per- 
son is higher in the large than 
in the small eities. 

(7). For stores of a given size, the 
average amount of advertis- 
ing expenditure per $100 of 
selling expense for a $1,000 
sold per full-time sales-person 
is the same in both small and 
large cities. 

4. — ^TBABLY AMOUNTS OF EXPENDrrUBB 
FOB ADVSBTI8IN0 IN RELATION TO 
EXFBNDITUBES FOB BENT AND IN- 
VESTMENTS IN FIXTUBES, FOB 
STOBES CLASSIFIED BY TEABSy BY 
SIZE, AND BY LOCATION. 

The discussion of the amounts ex- 
pended for advertising, considered in 
this section, is based upon stores clas- 
sified according to the amount of rent 
paid per 100 square feet of floor space 
and to the amounts invested in fix- 
tures per $100 of total net sales. In 
outline, it follows closely a similar 
discussion of the amounts of wages 
and salaries paid, although in some 
respects it is less inclusive. 

(1) — ^YBABLY AMOUNTS OF EXPENDI- 
TUBE FOB ADVBBTISING IN BELA- 
TION TO EXPENDITUBES FOB BENT 
FEB 100 SQUABE FEET OF FLOOB 
SPACE, FOB STOBES CLASSIFIED BY 
SIZE OF CITY IN WHICH LOCATED.* 

For the purpose of analyzing the 
expenditures for advertising per $100 
of total net sales and per $100 of 

* Population figures are for 1920. 



selling expense for stores paying dif- 
ferent amounts of rent per 100 square 
feet of floor space, a group of stores 
having annual sales between $40,000 
and $80,000 in 1919 is selected. The 
stores are classified in Table 269 by 
the size of the city in which located 
and, further, by their rent expendi- 
tures, measured in units of floor space. 
A brief consideration of this table is 
of interest. 

For the 87 stores located in the 
small cities, as shown in Table 269, 
the average expenditure for adver- 
tising per $100 of total net sales is 
$1.34 ; per $100 of total net sales per 
stock turnover it is $0.79; per $100 
of total net sales per $1,000 sold per 
full-time sales-person, $0.08 ; and per 
$100 of total net sales for the amount 
sold per square foot of floor space, 
$0.08. These are the same units 
which are used in the discussion of 
the amounts of wages and salaries 
paid for stores classified in the same 
manner. For this group of stores, the 
advertising expenditures per $100 of 
total net sales increase as the amounts 
paid in rent per 100 square feet of 
fioor space increase, the Tninimum 
amount being $0.88 and the maximuTn 
$1.67. When the expenditures are 
measured in terms of net sales per 
stock turnover, they likewise increase 
with the increase in rent paid per 
unit of fioor space. A similar condi- 
tion obtains when the amounts are 
expressed per $1,000 sold per full- 
time sales-person. On the other hand, 
when they are expressed per $100 of 
total net sales for the amount sold per 
square foot of floor space, they de- 
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crease with increasing rent payments 
per 100 square feet of floor space. 
This follows because of the dimin- 
ished floor space which is used under 
conditions of high rental.* 

The amounts of advertising expen- 
diture per $100 of selling expense are 
also shown in Table 269, the same 
units which were used when relating 
them to sales being employed. The 
table shows the amounts for stores 
having diflferent rent expenditures 
per 100 square feet of floor space, and 
it is unnecessary to review them in 
detail. The general directions of 
change agree with those found when 
the amounts are expressed in terms 
of sales. 

One feature of Table 269, however, 
requires brief consideration. The 

*See Table 75 and the accompanTing 
diBenssion. 



lower part of the table shows the 
average amounts of expenditure for 
advertising in terms of sales and of 
selling expense, for 10 stores having 
sales of $^,000 to $80,000, but located 
in cities with population of 40,000 
and over. By consulting the table, 
comparisons may be made of adver- 
tising expenditures for stores with 
similar rentals and sales, but with 
different location. Without reviewing 
them in detail, it is of interest to 
observe that the average amounts per 
$100 of total net sales and per $100 
of selling expense are greater for the 
stores in the large, than for those in 
the small cities. This table should be 
studied in conjunction with the cor- 
responding tables which relate to the 
amounts spent for wages and salaries 
and total selling expense for stores 
similarly classified. 



TABLE 269 

RELATION OF ADVERTISING TO TOTAL* NET SALES AND SELLING EXPENSE, FOR STORES 

HAVING SALES BETWEEN $40,000 AND $80,000, CLASSIFIED BY SIZE OF CITY 

AND BY AMOUNT OF RENT PER 100 SQUARE FEET OF FLOOR SPACE, 1919 
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A' — Summary. 

(1). For stores of a given size, the 
amounts of advertising ex- 
penditure per $100 of total 
net sales increase as the 
amounts of rent paid per 100 
square feet of floor space in- 
crease. 

(2). For stores of a given size, the 
proportions of selling expense 
attributable to advertising in- 
crease as the rental payments 
per 100 square feet of floor 
space increase. 

(2) — ^TEABLT AMOUNTS OF EZPENDI- 
TUBE FOB ADVEBTISINO IN BELA- 
TION TO INVESTMENTS IN FIX- 
TUBES FEB $100 OF TOTAL NET 
SAIiES. 

For the analysis of advertising ex- 
penditures per $100 of total net sales 
and per $100 of selling expense for 
stores classified by the amounts in- 
vested in fixtures per $100 of total net 
sales, the records of 135 stores are 
available. The purpose of this analy- 
sis is to determine the relation, if any, 
which exists between the amounts 
expended for advertising in relation 
to sales and the amounts of the fixture 
investments, similarly expressed. 

A. — Yearly Amounts of Expenditure 
for Advertising per $100 of Total 
Net Sales and per $100 of SeOAng 
Expense, 1919, 1918, and 1914. 

Table 270 shows the average 
amounts of expenditure for adver- 
tising per $100 of total net sales for 
135 stores, classified by the amounts 
invested in fixtures per $100 of total 



net sales. Without reviewing the 
average expenditures for each of the 
years for the 135 stores, as a whole, 
attention is directed primarily to the 
amounts in each year for stores hav- 
ing different fixture investments per 
$100 of total net sales. For the com- 
bined years, the average advertising 
expenditure per $100 of total net 
sales, for the stores which had fixture 
investments of less than $2 per $100 
of sales, is $1.84. From this average 
as a minimum, the amounts increase 
to $2.71 for the stores which had $6 
or more invested in fixtures for each 
$100 of sales. For each year, witii 
two unimportant exceptions, the ex- 
penses for this purpose increase, as 
the amounts invested in fixtures per 
$100 of total net sales increase. That 
is, a direct relationship between ad- 
vertising expenditures and invest- 
ment in fixtures is found. This is to 
be expected in view of the fact that 
an important service rendered by 
fixtures is the display of goods. In 
the nature of the case, such a display 
involves some expenditure for adver- 
tising. 

In Table 271 the average fixture 
investments per $100 of total net sales 
are shown for stores classified by 
years and further by the amounts of 
advertising expenditure per $100 of 
total net sales. The purpose of this 
table is to show the direct relationship 
which obtains between fixture invest- 
ments and the amounts expended for 
advertising. With a single exception, 
amounts of fixture account vary di- 
rectly with the amounts expended for 
advertising in relation to salesL 
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TABLE 270 



TOTAL NET SALES, ADVEBTISING, AND AMOUNT OF ADVEBTISIKG FEB $100 OF TOTAL 

NET SALES, FOB 135 IDENTICAL STOBES CLASSIFIED BY AMOUNT OF FIXTUBE 

ACCOUNT FEB $100 OF TOTAL NET SALES, 1919, 1918, AND 1914 




In Table 272, the amounts of ex- 
penditure for advertising are shown 
as proportionate parts of selling ex- 
pense. The bases of classification of 
the stores are years and amounts in- 
vested in fixtures in relation to sales. 
For the combined years, the stores 
which had less than $2 invested in 



fixtures for each $100 of sales, spent 
$17.69 in advertising for each $100 
of selling expense, while those which 
had $6 and over invested in fixtures, 
similarly measured, expended $21.38. 
Over the entire range of stores, when 
classified by fixture investments, ad- 
vertising expenditures become a pro- 
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portionately lai^r part of selling 
expense. This holds not onlj for the 
combined, but also for the individual 
years. There are certain exceptions 
to this rule and these the reader may 
observe for himself by consulting the 
table. 

It is unnecessary to review for each 
of the years the amounts of advertis- 
ing expenditure per $100 of selling 



expense for stores treated without 
relation to fixture investment. This 
has been done in various places in the 
preceding discussion. While the 
amounts in this case slightly differ 
from those for other groups of stores, 
the variations on the whole are of the 
same general nature and the amounts 
not widely different. 



TABLE 271 



TOTAL NET SALES, FIXTURE ACCOUNT, AND AMOUNT OF FIXTURE ACCOUNT FEB $100 

OF TOTAL NET SALES, FOB 135 IDENTICAL STORES CLASSIFIED BT 

AMOUNT OF ADVEBTISING FEB $100 OF TOTAL 

NET SALES, 1919, 1918, AND 1914 
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TABLE 272 



TOTAIi SELLING EXPENSE, TOTAL ADYEBTISINO, AND AMOUNT OF ADVERTISING PEB 
$100 OF SELLING EXPENSE, FOB 135 IDENTICAL STORES CLASSIFIED BY 
AMOUNT OF FIXTUBE ACCOUNT PEB $100 OF TOTAL NET 
SALES, 1919, 1918, AND 1914 
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B. — Yearly Amounts of Expendi- 
ture for Advertising per $100 of 
Total Net Sales and per $100 of 
Selling Expense, for Stores Clas- 
sified by Size, 1919, 1918, and 
1914. 

In Tables 273 to 276, inclusive, the 



average amounts of advertising ex- 
penditure per $100 of total net sales 
are computed for stores classified by 
years, by size, and by the amounts in- 
vested in fixtures per $100 of total 
net sales. The amounts may be 
studied from two points of view: 
First, from year to year for stores 
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TABLE 273 

TOTAL NET SALES, ADVEBTI8IKG, AND AMOUNT OF ADVERTISING FEB $100 OF TOTAL 

NET SALES, FOR 135 IDENTICAL STORES CLASSIFIED BY SIZE AND BY 

AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL NET 

SALES, 1919, 1918, AND 1914, COMBINED 
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TABLE 274 

TOTAL NET SALES, ADVEBTISINO, AND AMOUNT OF ADVEBTISINtf PER $100 OF TOTAL 

NET SALES, FOB 135 STORES CLASSIFIED BT SIZE AND BY AMOUNT OF 

FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1919 
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of a given size, and second, from 
store-group to store-group in each of 
the jears for stores classified by size, 
with variable amounts invested in 
fixtures. The latter comparison is of 
chief interest. Without reviewing in 
detail the averages under the condi- 
tions established in the tables, it is of 
interest to observe that the expendi- 
tures increase with the amounts in- 
vested in fixtures per $100 of total 
net sales. This condition obtains for 
the stores treated as a whole and, with 
minor exceptions, when they are clas- 
sified by size. A single group of 
stores — ^those with sales of $40,000 to 
$80,000 — ^for the combined years, may 
be used to illustrate this tendency. 
The average for this group of stores 
is $1.68. For those which had invest- 
ments in fixtures of less than $2 for 
each $100 of sales, the average 
amount is $0.95. For those with fix- 
ture investments of $2 to $4, similarly 
measured, the average is $1.64; for 
those with fixture investments of $4 
to $6 it is $1.89 ; and for those with 
fixture investments of $6 and over, it 
is $1.95. Similar increases hold for 
each of the other groups of stores, 
although the actual amounts, tending 
as they do to increase with the size of 
the stores, are different. 

In Table 274, the expenditures for 
advertising per $100 of total net sales 
are shown for the 135 stores classified 
by the amount of their fixture invest- 
ment in 1919. For the entire group 
of stores the average for this year is 
$2.18, as compared to $2.28 for the 
combined years. For the group of 
stores with sales of $40,000 to $80,000, 



it is $1.34, as contrasted with $1.68 
for the combined years. In this 
group, however, there is the same 
tendency for the expenditures to in- 
crease with an increase in fixture in- 
vestments per $100 of total net sales. 

It is unnecessary to review the ac- 
tual amounts of advertising expendi- 
ture for stores in 1918 and 1914. They 
are contained in Tables 275 and 276, 
respectively. It is, however, advisable 
again to call to the reader's atten- 
tion the fact that, while 135 identical 
stores are studied from year to year, 
both the sales and the investments in 
fixtures in the stores varied from year 
to year, with the result that the same 
stores are not encountered in a given 
sales or fixture investment group. In 
spite of this f act^ however, there is an 
advantage in using a group of iden- 
tical stores over one in which not only 
sales and fixtures, but also the num- 
ber, vary. 

Because of the direct relationship 
which obtains between fixture invest- 
ments per $100 of total net sales and 
advertising expenditures, similarly 
measured, it has been thought of in- 
terest to include Tables 277 to 280, 
inclusive, which show for the 135 
stores, the average amounts invested 
in fixtures per $100 of total net sales 
for stores having different classified 
amounts of expenditure for advertis- 
ing in relation to sales. The stores are 
classified according to size. 

For the combined years for all the 
stores, the average fixture investment 
per $100 of total net sales is $4.70. 
For the stores with sales of less than 
1,000 it is $5.26, and from this 
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TABLE 275 

TOTAIj NIST sales, advertising, and amount of ADYEBTISINe PEB $100 OF TOTAL 

NET SALES, FOB 135 STOBES CLASSIFIED BY SIZE AND BY AMOUNT OF 

FIXTURE ACCOUNT PEB $100 OF TOTAL NET SALES, 1918 
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TABLE 276 

TOTAL NET SALES, ADVEBTISINO, AND AMOUNT OF ADVEBTISINQ PER $100 OF TOTAL 

NET SALES, FOB 135 STORES CLASSIFIED BY SIZE AND BY AMOUNT OF 

FIXTUBE ACCOUNT PEE $100 OF TOTAL NET SALES, 1914 
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TABLE 277 

TOTAL NBT SALES, PIXTUB B ACCOUNT, AND AMOUNT OF FIXTURB ACCOUNT PER $100 

OF TOTAL NET SALES, FOB 135 IDENTICAL STORES CLASSIFIED BY SIZE, 

AND BY AMOUNT OF ADVERTISING PER $100 OF TOTAL NBT 

SALES, 1919, 1918, AND 1914, COMBINED 
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TABLE 278 



TOTAL NET SALES, FIXTUBE ACCOUNT, AND AMOUNT OF FIXTURE ACCOUNT FEB $100 

OF TOTAL NET SALES, FOB 135 STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF ADVEBTISINO FEB $100 OF TOTAL NET SALES, 1919 



CtaOQO'a) 



IMal 



pw 9100 of total W9t 



Ofp *p flp 6piqpm>140M6I^ »aO 



IStAl 



^u^tiM^n* 



U««N«>) 



U to •■ 
•I to 19 
•9ft 



U««ra«>) 



•«0 



•9ft««« 



«»td 



•«o tolao 



•tQ ft»tl80 



tiao ft 



•itoti 
•i to«9 
•Sft 



«Bta 

UVMTM*) 



•1 toli 
••«««9 
•tft 



H 

Utotl 
•■tot* 

•aft 



8»0W»tM 
9»fOS,79S 

9,6a«,UT 



899.TU 

xn«aei 



9r4»8M 



l«»fl«T 



9 
4 
X 
9 



n 

9 



It 
M 
XT 

9 



& 

4 

19 

9 



T9»OV0 



••MS 

9»aa9 

9^410 



SfMVfTCa 



10T.I 



n«au 



••899 



ZI9»999 



»,91V 



t,109»lt9 



41,999 
49»i99 



9*rr9» 



994,810 
1«999,794 
9»809,969 
t»9«4»e80 



9,999 

49, M9 



141,090 



•9.90 



9.04 
9.99 

4.10 
4.61 



4.44 



9.89 
4.« 

7.99 
4.6T 



9.99 



9.89 
9.89 



9.19 



9«Ty 

9.19 



4.40 



1.91 
9.79 
4.41^ 
4.99 




loo.o 



7B.9 
64;4 



114.4 



90.9 



119.T 



99.0 

99.9 
I09.4 
199.9 



T9.9 
T1.0 
81.0 
.9 



119.0 



41.9 

99.9 

119.9 

199.0 



amount the averages diminish to 
$3.78, for the stores with sales of 
$80,000 to $180,000, and increase to 
$5.38 for those with sales of $180,000 
and over. Within each group of 
stores, classified by size, and for the 
total, the average fixture investment 



in terms of sales increases as expendi- 
tures for advertising, similarl j meas- 
ured, increase. The group of stores 
which had sales between $40,000 and 
$80,000 may be used to illustrate 
these increases. The average for the 
entire group is $4.36. For those 
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which expended the smallest amount 
for advertising in relation to sales, 
the average is $3.74, and for those 
which expended most, it is $6.18. 
That is, over the entire range, the 
average amounts increase. Within 
the range, an inverse condition ob- 
tains. 

Similar, but somewhat different 
amounts are found for the various 
groups of stores in each of the other 
years considered. These are shown 
in actual amounts and in graphic 
form in the tables. 

In Tables 281 to 284, inclusive, the 
average amounts expended for ad- 
vertising in stores classified by size 
and by fixture investment per $100 
of total net sales are expressed as 
proportionate parts of $100 of sell- 
ing expense. Table 281 refers to the 
combined years and Tables 282 to 
284, inclusive, to 1919, 1918, and 
1914, respectively. 

For the combined years, the aver- 
age expenditure for advertising per 
$100 of selling expense is $20.85. 
Over the entire range of stores, the 
amounts increase as the stores in- 
crease in size, the average amount for 
those with sales of $40,000 to $80,000 
being the lowest for any of the 
groups. When the stores are classi- 
fied by size and further by the 
amounts invested in fixtures, the 
amounts expended for advertising 
per $100 of selling expense increase 
with the fixture investment per $100 



of total net sales. To this general 
rule, for some of the groups, there 
are clear exceptions and too much 
significance ought not to be assigned 
to the tendency indicated. Indeed, 
probably the most important func- 
tion which this and the corresponding 
tables for the individual years have, 
is to develop norms for the different 
groups of stores and not the tenden- 
cies for the amounts to increase or de- 
crease under different conditions of 
operation. The facts are given as 
they were determined largely be- 
cause, so far as is known, they rep- 
resent the only available data upon 
this topic, for stores in the retail 
field. 

C. — Stimmairy. 

(1). The amounts of advertising 
expenditure per $100 of total 
net sales increase as the 
amounts invested in fixtures 
in relation to sales increase. 
This holds for all stores and 
for stores of a given size. It 
is true also for each of the 
years. 

(2). The proportions of selling 
expense attributable to ad- 
vertising increase as the 
amounts invested in fixtures 
per $100 of total net sales in- 
crease. This holds for all 
stores and for stores of a 
given size. 
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TABLE 279 

TOTAL NET BALES, FIXTURE ACCOUNT, AND AMOUNT OF FIXTURE ACCOUNT PER $100 

OF TOTAL NET SALES, FOR 135 STORES CLASSIFIED BT SIZE AND BY AMOUNT 

OF ADVERTISING PER $100 OF TOTAL NET SALES, 1918 
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TABLE 280 

TOTAL NET SALES, PIXTURB ACCOUNT, AND AMOUNT OF FIXTURE ACCOUNT PER $100 

OF TOTAL NET SALES, FOR 135 STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF ADVERTISING PER $100 OF TOTAL NET SALES, 1914 
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TABLE 281 

TOTAL SELLING EXPENSE, ADVERTISING, AND AMOUNT OF ADVEBTISINO PER $100 OF 

SELLING EXPENSE, FOB 135 IDENTICAL STORES CLASSIFIED BY SIZE AND 

BY AMOUNT OF FIXTURE ACCOUNT FEB $100 OF TOTAL NET 

SALES, 1919, 1918, AND 1914, COMBINED 
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TABLE 282 



TOTAL SELLING EXPENSE^ ADVERTISINO, AND AMOUNT OF ADVERTISING PER $100 OF 

SELLING EXPENSE, FOR 135 STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1919 
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TABLE 283 

TOTAL SEUjINO EXPENSE, ADVERTISING, AND AMOUNT OP ADVERTISING PER $100 OP 

SELLING EXPENSE, FOR 135 STORES CLASSIFIED BY SIZE AND BY AMOUNT 

OP FIXTURE ACCOUNT PER $100 OP TOTAL NET SALES, 1918 
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TABLE 284 

TOTAL. SELLING EXPENSE, ABVEBTISINO, AND AMOUNT OF ADVERTISING FEB $100 OF 
SELLINO EXPENSE, FOR 135 STORES CLASSIFIED BY SIZE AND BY AMOUNT 
OF FIXTURE ACCOUNT PER $100 OF TOTAL NET SALES, 1914 
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VI. OTHER SELLING EXPENSE 



1. — ^YBABLT AMOUNTS OP OTHEB SELL- 
ING EXPENSE POB STOEES CLA8SI- 
PIED BY YEABS, BY SIZE, AND BY 
LOCATION. 

The foregoing discussion, pages 187 
to 291, has to do with the expenditures 
for wages and salaries and advertis- 
ing which are properly chargeable to 
selling expense, as defined in this 
study. The present section has to do 
with a group of miscellaneous ex- 
penses, which include expenditures 
for wrappings and containers, bushel- 
ling, and delivery. In view of the 
discussion in Volume III of the 
Bureau's study of Costs, Merchandis- 
ing Practices, Advertising and Sales 
in the Retail Distribution of Clothing, 
it is thought to be unnecessary to 



discuss the expenses for these differ- 
ent items separately. Accordingly, 
they have been grouped under one 
general heading, which for conveni- 
ence is called ** other" selling ex- 
pense. Moreover, the analysis is con- 
densed, the tables showing in Section 
1 only the total amounts for stores 
classified by years, by size, and by 
location. Under Sections 2, 3, and 4, 
respectively, the stores are further 
classified according to amounts of in- 
ventory, amounts of sales per full- 
time sales-person, and amounts of 
fixture investment per $100 of total 
net sales. For the stores so classified, 
the expenses are expressed in terms 
of total net sales and total selling ex- 
pense. 



TABLE 285 

AMOUNT OP OTHEB SELLING EXPENSE PEB $100 OF TOTAL NET SALES AND 

OF TOTAL SELIiINO EXPENSE, FOB 154 mENTICAL STOBES CLASSIFIED 

BY SIZE, 1919, 1918, AND 1914 



$100 




AY«i«gft |1*90 



ATOiicft |ia«oa 



392 



A. — Yearly Amounig of Other Sell- 
ing Expense per $100 of Total 
Net Sales and per $100 of Total 
Selling Expense, 1919, 1918, and 
1914. 

In Table 285^ the miscellaneous or 
other expense of 154 identical stores 
is expressed in terms of $100 of total 
net sales and $100 of selling expense 
for the years 1919, 1918, and 1914, 
individually and combined. For the 
combined years, $1.30 per $100 of 
total net sales was exi)ended under 
this heading; the corresponding 
amount per $100 of selling expense 
was $12.06. For 1914 and 1918, the 
average expenses per $100 of total 
net sales for these miscellaneous pur* 
poses were identical; between 1918 
and 1919, the average amounts de- 
creased. In terms of total selling ex- 
pense, the average amount increased 
between 1914 and 1918, and decreased 
between 1918 and 1919. The graphic 
part of this table shows the relations 
of the amounts for the stores in the 
different years. It should be remem- 
bered that they represent the balance 
which is left after wages and salaries 
and advertising, as constituent parts 
of selling expense, have been paid. 
The stores which are used in this 
comparison are the same as those 
found in the analysis of wages and 
salaries and advertising. 

B. — Yearly Amounts of Other Sell- 
ing Expense per $100 of Total 
Net Sales and per $100 of Total 
Selling Expense, for Stores in 
1919, 1918, and 1914, Classified 
hy Size. 



In Table 286, the 154 stores are 
classified by size and further by 
years. For each group of stores for 
each of the years the other selling 
expenses are expressed in terms of 
sales and of selling expense. As thus 
expressed, the amounts increase as 
stores increase in size. For each 
group of stores classified by size, the 
amounts in terms of sales tend, on the 
whole, to decrease between 1914 and 
1918, and 1918 and 1919. The same 
observation applies to the amounts 
for one group of stores when they are 
expressed in terms of selling expense. 
For the remaining groups, the 
changes in the amounts are generally 
in an inverse direction. There are 
certain exceptions to this rule, and 
thes^ are brought out in the actual 
amounts and graphic summary in 
Table 286. 

C. — Yearly Amounts of Other Selling 
Expense per $100 of Total Net 
Sales and per $100 of Total Sell- 
ing Expense, for Stores in 1919, 
1918, and 1914, Classified by 
Size of City in Which Located.^ 

In Table 287 the miscellaneous sell- 
ing expenses are shown for the 154 
stores classified by the size of the city 
in which located and also by years. 
The method of expressing them is 
first, in terms of sales, and second, in 
terms of selling expense. For the 
345 store-years for stores in the small 
cities these expenses constitute, on the 
average, $0.93 per $100 of total net 
sales, while for the 117 store-years 
for the stores in the large cities, the 

* Population figures are for 1920. 
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TABLE 286 ' 

AMOUNT OF OTHEB SELLING EXPENSE PER $100 OP TOTAL NET SALES AND PER $100 
OF TOTAL SELUNQ EXPENSE, FOR 154 IDENTICAL STORES CLASSIFIED 

BY SIZE, 1919, 1918, AND 1914 
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corresponding expense is $1.65. In 
terms of selling expense the average 
amount for the stores in the small 
cities is $9.99, and for those in the 
large cities, $13.60. From year to 
year, for the stores in both city- 
groups, the amounts per $100 of total 
net sales generally decrease. In terms 
of selling exi)ense, for the stores in 
the small cities, the amounts increased 
from year to year; but for those in 
the large cities they increased be- 



tween 1914 and 1918, and decreased 
between 1918 and 1919. 

2>. — Yearly Amounts of Other Selling 
Expense per $100 of Total Net 
Sales and per $100 of Total Sell- 
ing Expense, for Stores Classi- 
fied by Size and by Size of City* 
1919, 1918, and 1914, Combined. 

In Table 288 the records of 154 
identical stores are combined for the 
* Population figures are for 1920. 
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TABLE 287 



AMOUNT OF OTHER SELLIXQ EXPENSE FEB $100 OF TOTAL NET SALES AND PER $100 
OF TOTAL SELLING EXPENSE, FOR 154 IDENTICAL STORES CLASSIFIED 

BY SIZE OP CITY, 1919, 1918, AND 1914 
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years 1919, 1918, and 1914. In this 
table the basis of classification is the 
location of the stores and their size. 

For the 462 store-years^ for the 
stores irrespective of location, the 
average amount of luiscellaneoiis ex- 
pense per $100 of total net sales 
is $1.30. As the stores increase in 
size, the expenditures increase, the 
smallest average amount being $0.88, 
for the stores with sales under 
$40,000, and the largest, $1.50 for 
those with sales of $180,000 and over. 
Similar increases hold also for stores 
of increasing size when classified by 
location. Just how rapid these in- 
creases are, may be observed by con- 
sulting the table. 

Table 288 also shows the amounts 



which other selling expense consti- 
tutes of each $100 of total selling ex- 
pense. For the combined stores irre- 
spective of size, the average is $12.06. 
The smallest amount characterizes 
the stores with smallest sales and the 
largest amount, those with largest 
sales. Over the entire range of sizes, 
the average amounts vary from $10.45 
to $12.41. For the stores in the small 
and in the large cities, the average 
amounts on the whole seem to de- 
crease as the size of the stores in- 
creases, if the eight stores in the large 
cities having the smallest sales are 
omitted from consideration. The aver- 
age for this group is clearly an ex- 
ception to the rule and suggests that 
the data are probably incomplete. 
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TABLE 288 



AMOUNT OF OTHER SELUNO EXPENSE FEB $100 OF TOTAL NET SALES AND FEB $100 

OF TOTAL SELLING EXFENSE, FOR 154 IDENTICAL STORES CLASSIFIED BY 

SIZE OF CTTY AND STORE, 1919, 1918, AND 1914, COMBINED 




E. — Summary. 

(1). The amounts of other selling 
expense per $100 of total net 
sales, for stores irrespective 
of size, remained constant be- 
tween 1914 and 1918, and 
decreased between 1918 and 
1919. For stores of a given 
size, the amounts decreased 
from year to year. 

2). The proportion of total sell- 
ing expense attributable to 
other selling expense, for 
stores irrespective of size, in- 
creased between 1914 and 
1918, and decreased between 
1918 and 1919. For stores of 



a given size, the direction of 
change was not uniform. 

(3). The amounts of other selling 
expense per $100 of total net 
sales increase with the size of 
the store. This holds for each 
of the years and for stores 
located either in small or in 
large cities. 

(4). The proportion of selling ex- 
pense attributable to other 
selling expense, for stores 
irrespective of location, in- 
creases as stores increase in 
size. When the stores are 
classified by the size of the 
city in which located, the 
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amounts tend to decrease as 
the size of the store increases. 

(5). For stores of a given size, the 
amounts of other expense per 
$100 of total net sales are 
higher in the large cities than 
in the small cities. 

(6). For stores of a given size, the 
proportions of total selling 
expense, classified as other 
selling expense, are higher in 
large, than in small cities. 

2. — ^TEABLY AMOUNTS OF OTHER SELL- 
ING EXPENSE PER $100 OF TOTAL 
NET SALES AND PER $100 OF TOTAL 
SELLING EXPENSE^ FOR STORES 
CLASSIFIED BY AMOUNTS OF INVEN- 
TORY PER $100 OF TOTAL NET SALES, 
1919, 1918, AND 1914. 

In Table 289 the records of 149 
stores are studied in order to deter- 
mine for the combined years and for 
each of the years 1919, 1918, and 
1914, the average amount of the mis- 
cellaneous selling expense per $100 
of total net sales and per $100 of sell- 
ing expense when the stores are clas- 
sified by the amount of their inven- 
tory in relation to sales. This section 
of the discussion corresponds to sim- 
ilar analyses in the parts of the vol- 
ume relating to total selling expense, 
to wages and salaries, and to adver- 
tising. 

For this group of stores the aver- 
age amount of miscellaneous selling 
expense per $100 of total net sales is 
$1.28. For 1914 the amount was 
$1.33; for 1918, $1.33, and for 1919, 
$1.24. That is, the amounts are es- 



sentially identical with those for 154 
stores shown in Table 285. Within 
each year and for the combined years, 
these expenses, when expressed in 
terms of sales, decrease as inventories 
in relation to sales increase. The 
average amounts in the combined 
years may be used to illustrate this 
tendency. For the stores having the 
smallest inventory — ^less than $20 per 
$100 of total net sales — the average 
amount is $1.38. A similar amount 
characterizes those stores which had 
inventories between $20 and $40 in 
terms of sales. The smallest amount, 
applying to those which had the 
largest inventories, is $0.98. De- 
creases similar to these hold for each 
of the different years. There are 
some exceptions in the direction of 
change, but these are relatively few 
and unimportant. 

Table 289 also shows the amounts 
of other selling expense per $100 of 
total selling expense. The average for 
the stores in the combined years is 
$11.85. In 1914, it was $11.55; in 
1918, $12.16; and in 1919, $11.76. 
When the stores are classified by the 
amounts of inventory per $100 of 
total net sales, the expenditures for 
miscellaneous selling purposes tend, 
on the whole, to decrease as the in- 
ventories in relation to sales increase. 
For the combined years, the decreases 
extend from $16.38 to $10.47. Sim- 
ilar decreases, with certain excep- 
tions, are found for the stores in each 
of the different years. It is unneces- 
sary to review these in detail, inas- 
much as the table is self-explanatory 
and the graphic part of it makes it 
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easy to observe these relationships 
from group to group. 

3. — YEABLY AMOUNTS OF OTHER SELL- 
ING EXPENSE PER $100 OF TOTAL 
NET SALES AND PER $100 OF TOTAL 
SELLING EXPENSE, FOB STORES CLAS- 
SIFIED BY AMOUNTS OF SAIiES PER 
FULL-TIME SALES-PERSONy 1919, 
1918, AND 1914. 

In Table 290 the records of 146 
stores are presented in order to de- 
termine the amount of other selling 



expense expressed in terms of sales 
and total selling expense for stores 
classified by the amount sold per full- 
time sales-.person for the years 1919, 
1918, and 1914, individuaUy and 
combined. The averages for the entire 
group for the combined and individ- 
ual years closely correspond to those 
shown in Table 289, and require no 
particular explanation. Within each 
year and the combined years there 
seems to be no unmistakable tendency 
for the amounts to increase or to de- 



TABLE 289 

AMOUNT OF OTHER SELLING EXPENSE PER $100 OF TOTAL NET SALES AND PER $100 

OF TOTAL SELLING EXPENSE, FOR 149 IDENTICAL STORES CLASSIFIED 

BY AMOUNT OF INVENTORY PER $100 OF TOTAL 

NET SALES, 1919, 1918, AND 1914 
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crease with the sales per full-time 
sales-person. A relationship between 
the amounts of such expenses and the 
activity of the salesmen can hardly 
be expected. The data are presented 
in this form largely to complete the 
analysis and in the hope that they 
will be of service to merchants in 
comparing their expenses with the 



amounts for the different groups of 
stores. 

Table 290 also shows the amounts 
of other selling expense as proportion- 
ate parts of selling expense. For the 
combined years, there seems to be a 
general tendency for this expense to 
increase as the amounts sold per full- 
time sales-person increase. In the 



TABLE 290 

▲MOUNT OF OTHEB SELUKO EXPENSE PER $100 OF TOTAL NET SAIiBS AND PES $100 

OF TOTAL SELLING EXPENSE, FOB 146 mENTIGAL 8T0BES CLASSIFIED 

BT AMOUNTS OF SALES PEB FULL-TIME SALES- 
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individual years, however, the aver- 
ages become erratic in several in- 
stances, suggesting that a group of 
miscellaneous expenses is being 
studied, and that there are elements 
which control them other than vary- 
ing sales of salesmen. 

4. — ^YEAELY AMOUNTS OP OTHER SELL- 
ING EXPENSE PER $100 OF TOTAL 
NET SALES AND PER $100 OF TOTAL 
SELLINQ EXPENSE, FOR STORES 



CLASSIFIED BT AMOUNTS INVESTED 
IN FIXTURES PER $100 OF TOTAL 
NET SALES, 1919, 1918, AND 1914. 

In Table 291 the records of 135 
stores are presented for the years 
1919, 1918, and 1914, individually 
and combined. The stores are classi- 
fied according to the amounts in- 
vested in fixtures per $100 of total 
net sales. For each group of stores 
classified in this form, the amounts 



TABLE 291 

AMOUNT OF OTHER SELLING EXPENSE PER $100 OF TOTAL NET SALES AND PER 
OF TOTAL SELLING EXPENSE, FOR 135 IDENTICAL STORES CLASSIFIED 
BY AMOUNT OF FIXTURE ACCOUNT PER $100 OF TOTAL 
NET SALES, 1919, 1918, AND 1914 
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of other selling expense, measured in 
terms of sales and total selling ex- 
pense, have been computed. For the 
combined years^ the average amount 
in terms of sales is $1.29. The 
amounts for the individual years 
closely correspond to those shown in 
Tables 289 and 290. 

In the combined years, there seems 
to be a general tendency for the 
amounts to increase as the fixture in- 
vestments per $100 of total net sales 
increase. Moreover, this condition 
tends to obtain, but with less cer- 
tainty, in each of the years. For the 
stores which had the least investment 
in fixtures per $100 of total net sales, 
the average miscellaneous expendi- 
ture is $1.11, while, for those which 
had the largest investment in fixtures 
per $100 of total net sales, the aver- 
age is $1.33. From year to year it 



appears that these amounts are essen- 
tially uniform. 

Table 291 also shows the amounts 
of other selling expense expressed as 
proportionate parts of total selling 
expense. For the combined years, 
$11.87 was expended for this purpose 
out of each $100 of selling expense. 
As the amounts invested in fixtures 
per $100 of total net sales increase, 
there seems to be no definite tendency 
for these amounts to increase or to 
decrease. In some of the groups, the 
average expenditures for this purpose 
are unduly low. In others, they are 
abnormally high, again suggesting 
the fact that the expenses which are 
combined are of a miscellaneous type. 
By expressing them in terms of sell- 
ing expense there seems to be no ten- 
dency for them to be reduced to a 
uniform or standard amount 
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VII. RATIOS OP OPERATION FOR STORES CLASSIFIED BY RELA- 
TIVE RATES OP NET PROFIT PER $100 OP 

TOTAL NET SALES, 1919 



In view of the fact that the differ- 
ent elements of expense attributable 
to selling have been determined for 
stores classified by years, by size, and 
by location, and that these expenses 
have been expressed in terms of sales 
and of total operating expense with 
simple and complex units, it was 
thought to be of interest to merchants 
and to others to continue the classi- 
fication one step further. Accord- 
ii^Siy* for 1919, 251 stores are clas- 
sified by their rates of profit per $100 
of total net sales. The single store 
which had the highest rate of profit in 
relation to sales is taken as 100 per 
cent., and from this amount the re- 
spective rates of profits for the other 
stores are calculated in the form of 
percentages. In Tables 292 and 293 
and in Chart VII, the different ratios 
of store operation are shown for stores 
having classified rates of profit ex- 
pressed in this form. 

Table 292 shows, for the 251 stores 
classified by size and by relative rates 
of profit per $100 of total net sales, 
the cost of merchandise sold, the gross 
trading profit, the total operating ex- 
pense, and the selling expense, all in 
terms of sales and expressed on an 
index or relative basis. The amounts 
for the stores in each classified group 
which had rates of profit of 60 per 
cent, or more of the rate for the store 
having the highest profit in terms of 
sales, are taken as 100 per cent. The 
table shows that as the relative rates 



of profit increase, the costs of mer- 
chandise sold per $100 of total net 
sales decrease ; the gross margins per 
$100 of total net sales increase; the 
total expenses per $100 of total net 
sales decrease; and the selling ex- 
penses per $100 of total net sales de- 
crease. This condition holds for each 
group of stores when classified by 
size. If the entire number of stores 
is taken to illustrate these facts, it is 
found that the cost of merchandise 
sold, for the stores which had rates 
of profit less than 20 per cent, of the 
one which had the highest rate of 
profit, is 39.3 per cent higher than 
the cost of merchandise sold for those 
which had the highest profit in rela- 
tion to sales. The gross margin per 
$100 of total net sales is 41.1 per cent, 
lower; the total expense per $100 of 
total net sales is 51.7 per cent, higher ; 
and the selling expense per $100 of 
total net sales, 30.8 per cent, higher 
than the corresponding amounts for 
the store with the highest profit. 
Similar relationships hold also for 
the stores of different size. 

In Table 292 the ratios of operation 
for stores of a given size-group are 
reduced to a common or index basis 
with the best group condition repre- 
senting 100 per cent. In Table 293, 
on the other hand, the ratios of opera- 
tion are reduced to an index basis, 
each profit condition, when based 
upon the best, being taken as 100 per 
cent. To illustrate these differences 
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for stores of different size, the group 
having net profits per $100 of sales of 
less than 20 per cent, of the beat con- 
dition may be selected. The cost of 
merchandise sold for the stores with 
sales of under $40,000 is 100.7 per 
cent, of the average. The correspond- 
ing percentages for the other gronps, 
in order of size, arc 105.4, 105.1, and 
96.4, respectively. The gross mar- 
gins for the same stores bear the fol- 
lowing relations to the total in order 
of size: 98.2 per cent., 86.7 per cent., 
87.5 per cent., and 109.0 per cent. 
The corresponding percentages for 
total expense per $100 of total net 



sales are, respectively, 91.1, 84.1, 82.4, 
and 112.4, and for selling expense per 
$100 of total net sales, 48.6, 74.0, 
97.8, and 108.3. That is, as the stores 
increase in size, the costs of merchan- 
dise sold first rise and then fall; 
gross margins fall and then rise ; total 
expenses fall and then rise ; and sell- 
ing expenses consistently rise. Sim- 
ilar tendencies hold for the stores 
having profits higher than those of 
the gronp selected for illustration. 

Chart VII is drawn for the pur- 
pose of showing relative ratios of 
operation for the 251 stores classified 
on an index number basis accordii^ 
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to rat«s of net profit per $100 of total 
net salea. The rate for the store 
having highest net profit i» taken as 
100 per cent. In computing the rela- 
tive rates for the operatii^ ratios, 
the amounts for the stores having 
profits of 60 per cent, or more of the 



best eondition is taken as 100 per 
cent 

The chart serves to illnstrate more 
readily than Tahle 292 the direction 
of change in the ratios of operation 
for stores having different relative 
positions in respect to profits. 



CHART VII 

INDEX NUMBERS OF BATI08 OF OPERATION, 1919, FOR STORES CLASSIFIED BY RELATIVE 
RATES OF NET PROFIT PER $100 OF TOTAL NET SALES, 1919 
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VIIL CONCLUSION 



It is difficult to itemize the yarious 
conclnsions to which the discussion 
of selling expense in clothing stores 
has led. Certain of the more im- 
portant of these conclusions, together 
with the amounts of expenditure for 
the different items of expense, are 
given in the Summary, and there is 
no necessity of repeating them here. 
It may be worth-while, however, to 
sketch in bold outline the relation be- 
tween the expenses, and to indicate 
briefly the methods by which the 
analysis shows that merchants may 
reduce their expenses of operation. 

The total selling expense, as de- 
fined, constitutes approximately 50 
per cent, of the total operating ex- 
pense and 10 per cent, of sales. When 
the amounts of selling expense are 
measured in terms of sales, they in- 
crease with the size of the store, as 
do also the components of the total — 
wages and salaries, advertising, and 
miscellaneous expense. The amounts 
of wages and salaries per $100 of 
selling expense decrease, while the 
amounts of advertising and of other 
expense increase with the size of the 
store. Prom year to year, selling ex- 
pense in terms of sales decreased, 
while in terms of total expense it in- 
creased. 

As inventories per $100 of total 
net sales increase, the amounts of sell- 
ing expense per $100 of total expense 
decrease and per $100 of total net 
sales increase. 

As the amounts sold per full-time 
sales-person increase, selling expense, 



measured in terms of total expense 
and in terms of sales decreases. 

As the fixture investments in rela- 
tion to sales increase, the amounts of 
selling expense per $100 of total ex- 
pense and per $100 of total net sales 
increase. When the amounts of sell- 
ing expense are measured in terms of 
sales, for stores classified according 
to the amounts invested in fixtures 
per 100 square feet of floor space, 
they increase as these investments in- 
crease. 

As the amounts of advertising ex- 
penditure per $100 of total net sales 
increase, the amounts of selling ex- 
pense per $100 of total expense and 
per $100 of total net sales likewise 
increase. 

As the amounts of profits per $100 
of total net sales increase, the amounts 
of selling expense and of total ex- 
pense is relation to sales decrease. 

At various places throughout the 
volume, attention is called to the con- 
ditions under which the amounts of 
selling expense may be reduced. In 
brief, they are as foUows: By in- 
creasing advertising in relation to 
sales, by decreasing the inventories in 
relation to sales, by increasing the 
rapidity of stock turnover, by in- 
creasing the amounts sold per full- 
time sales-person and per square foot 
of floor space, by paying salesmen on 
a commission basis, and by reducing 
the amounts invested in fixtures in re- 
lation to sales. The amounts of the 
reductions possible through these dif- 
ferent means are shown in tabular 
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and graphic form at various places 
throughout the volume. 

In conclusion, the Bureau wishes 
to explain its attitude in undertaking 
the study. Every care has been used 
to reduce to a comparable basis the 
various conditions of store operation 
and to express the amounts of ex- 
penses in terms which take account of 
them. It is not maintained that the 
study establishes the ideal conditions 
under which stores should operate. 
It does, however, measure those pre- 
vailing at the time the study was 
undertaken and sets up in concrete 
and measurable form, expenses and 
their tendencies to change under dif- 
ferent conditions of store operation. 
That is, standards of expense dis- 
tribution and expense tendencies have 
been determined. 



It is hoped that this study will 
have a value beyond that associated 
solely with the distribution of cloth- 
ing. The principles established, as 
well as the amounts of the different 
expenses would seem to have an in- 
terest to manufacturers of clothing, 
to bankers, to advertising agencies, 
and to others who co-operate in the 
field of distribution. The funda- 
mental principles governing sales and 
selling expense are not restricted to 
one line of business, nor are they 
solely related to one phase of retail 
distribution. It is believed that the 
study IS sufficiently broad in its scope 
and comprehensive in its method to 
develop basic facts and relationships 
which will have general and per- 
manent value. 
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IX. INDEX. 
(The citations are first, to table or chart numbers, and second, to pages.) 

Aooonnts, 

fixture, see Fixture account. 
Advertising, as used, defined, p. 306. 
expense for, see Expense, Advertising, 
reduction of selling expense by, pp. 179, 165, 304. 
stores classified by amounts of, 
selling expense, amounts of, see Expense, Selling, 
wages and salaries, amounts of, see Expense, Wages and salaries, 
summary for, see Summary. 
Average inventory, see Inventory. 
Average stock, defined, p. 66. 
relation of, to selling expense, 27, p. 65. 

Bonus paid to regular salesmen, for stores classified by use or non-use of, 
amounts of 
selling expense, see Expense, Selling, 
wages and salaries, see Expense, Wages and salaries, 
conclusions regarding use of in relation to selling expense, pp. 126, 127; 

in relation to wages and salaries, pp. 261, 262. 

Capital turnover, defined, p. 66. 

Commission to regular salesmen, for stores classified by use or non-use of, 
amounts of 
selling expense, see Expense, Selling, 
wages and salaries, see Expense, Wages and salaries, 
conclusions regarding use of in relation to selling expense, pp. 120, 122; 

in relation to wages and salaries, pp. 260, 262. 
Compensation of regular salesmen, methods of, see Bonus, and Commission. 
Control of expenses, see Summary. 
Cost of merchandise sold, defined, pp. 4, 75. 
index numbers of, for stores classified by relative rates of net profit, 292, 

and Chart VII, pp. 403-405. 
Ezptnse, 
Advertising, 
amounts of, 
per $100 of sales, in relation to 
fixture investments, L, p. 27; 270, p. 375; 273-276, pp. 378-382. 
inventories, P, p. 17; 229, p. 323; 232-236, pp. 327-331. 
location, B, p. 7; 217, 219, pp. 311, 313; 221-224, pp. 315-318. 
rent, 269, p. 373. 
sales per full-time sales-person, H, p. 20; 250, p. 349; 252, 253, 

pp. 353, 354; 255-258, pp. 357-360; 265, 266, pp. 368, 369. 
selling expense, 108, p. 173; 117, p. 183. 

size of store. A, B, C, pp. 5, 7, 8; 215, p. 309; 221-224, pp. 315-318. 
stock, carried, see Inventories, 
turnover, stock, 247, 248, pp. 345, 346. 

years. A, p. 5; 212, 213, pp. 306, 307; 215, 217, 219, pp. 309, 311, 
313. 
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Expense, 
Advertising, 
amounts of, 
per $100 of selling expense, in relation to 
fixture investments, L, p. 27; 272, p. 377; 281-284, pp. 386-391. 
inventories, G, p. 19; 231, p. 325; 241-244, pp. 337-341; 246, p. 343. 
location of store, Chart VI, p. 15; 218, 220, pp. 312, 314; 225-228, 

pp. 319-322. 
rent, 269, p. 373. 
sales per full-time sales-person, J, p. 23; 251, p. <?5i/ 259-264, pp. 

361-366; 267, 268, pp. 370, 371. 
size of store. Charts V, VI, pp. 14, 15; B, p. i5/ 216, p. SiO; 225-228, 

pp. 319-322. 
years. Chart IV, p. 13; 214, 216, pp. 508, 310; 218, 220, pp. 5J^, 314. 
per store, 213, 214, pp. 307, 308; 217, 218, pp. 311, 312. 
defined, p. 306. 

reduction of expenses, through iocreased advertising, pp. 179, 185, 304. 
relation of, to 
fixture investments, see Fixture account, 
inventories, see Inventory, 
selling expense, see Expense, Selling, 
stock turnover, see Turnover, stock, 
wages and salaries, see Expense, Wages and salaries, 
summary for, see Summary. 
Miscellaneous or other selling, 
amounts of, 
per $100 of sales, in relation to 
fixture investments, 291, p. 400. 
inventories, 289, p. 398. 

location of store, B, p. 7; 287, 288, pp. 395, 396. 
sales per full-time sales-person, 290, p. 399. 
size of store, A, B, C, pp. 5, 7, 8; 286, 288, pp. 394, 396. 
years. A, p. 5; 285-287 pp. 392-395. 
per $100 of total selling expense, in relation to 
fixture investments, 291, p. 400. 
inventories, 289, p. 398. 

location of store, Chart VI, p. 15; 287, 288, pp. 395, 396. 
sales per full-time sales-person, 290, p. 399. 
size of store. Charts V and VI, pp. 14, 15; E, p. 16; 286, 288, pp. 394, 

396. 
years. Chart IV, p. 13; 285-287, pp. 392-395. 
defined, p. 392. 
Btunmary for, see Summary. 
Salaries, see Wages and salaries. 
Selling, total, 
, amounts of, 

per $100 of advertising, in relation to 

advertising, 107, p. 171. 
per $100 of sales, in relation to 
advertising, N, p. 31; 107, p. 171; 109-114, pp. 174-180; 116, p. 182. 
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Expense, 
Selling, total, 
amounts of, 
per $100 of sales, in relation to 
average stock carried, 27, p. 65. 
bonus, use or non-use of, 71, 72, pp. 123, 124, 
commissions, use or non-use of, 67, 68, pp. 119, 120. 
fixture investments, L, M, pp. 27, 29; 84, 87, pp. 142, 146; 89-92, pp. 

148-151; 101, 102, pp. 160, 162; 104, 105, pp. 167, 168. 
inventories, P, p. 17; 19, p. 55; 22-26, pp. 59-64; 39, 42, pp. 81, 84; 

101, p. 160. 
location of store, B, p. 7; 6, 8, pp. 39, 41; 10-14, pp. 43-47. 
net profit, 292, 293, pp. 403, 404; Chart VII, p. 405. 
rent, K, p. 25; 77, p. J5J/ 80, p. 135; 82, 83, pp. J58, 140. 
sales per full-time salesperson, H, p. ^0; 43 p. 87; 46, 47, jjp, PJ, 93; 

49-52, pp. P^-IOO; 63, 64, pp. 113, 115. 
size of store. A, B, C, pp. 5, 7, 8; 4, p. 37; 10-14, jjp. 45-47. 
stock carried, see Inventory, also Stock turnover, 
turnover, stock, 36, 37, pp. 77, 78; 102, p. 162. 
years, A, p. 5; 1, 2, p. 55; 4, 6, 8, pp. 57, 39, 41. 
per 100 sq. ft. of floor space in relation to 

fixture investments, 103, p. 165. 
per store, 2, 3, pp, 35, 36; 6, 7, pp. 5P, 40; 103, p. J^5. 
per $100 of total expense, in relation to 
advertising, N, p. 31; 115, 118, pp. 181, 184. 
bonus, use or non-use of, 73, 74, pp. 125, 126. 
commissions, use or non-use of, 69, 70, pp, 121, 122. 
fixture investments, L, p. 27; 86, p. 144; 97-100, pp. 156-159. 
inventories, G, p. 19; 21, p. 57; 32-35, pp. 7i-7^. 
I>er $100 of total expense, in relation to 
location of store. Chart III, p, 11; 7, 9, pp. 40, 42; 15-18, pp. 

48-51. 
sales per full-time sales-person, I, p. 22; 45, p. PO; 57-62, pp. 106- 

112; 65, 66, pp. 116, 117. 
size of store. Charts II, III, pp. 10, 11; D, p. i^; 5, p. 58; 15-18, pp. 

48.5i. 
stock turnover, 38, p. 80. 

years. Chart I, p. P; 3, 5, pp. 36, 38; 7, 9, pp. 40, 42. 
defined, p. 34. 

reduction of, methods of, see Reduction of expenses, and Summary, 
relation of, to 

advertising, see Expense, Advertising, 
fixture investments, see Fixture account, 
inventories, see Inventory. 

other selling expense, see Expense, Other selling, 
sales per full-time sales-person, see Sales, 
wages and salaries, see Expense, Wages and salaries, 
summary for, see Summary. 
Total operating, 
amounts per $100 of sales, in relation to rent, 83, p. 140. 
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Expense, 
Total operating, 
index numbers of, in relation to net profit, 292, 293, pp. 403, 404; Chart 

VII, p. 405. 
relation of, to selling expense, see Expense, Selling. 
Wages and salaries, 
amounts of, 
per $100 of sales, in relation to 
advertising, N, p. 31; 206, 208, 210, pp. 297, 299, 302. 
bonus, use or non-use of, 180, 181, pp. 261, 262. 
commissions, use or non-use of, 176, 177, pp. 257, 256. 
fixture investments, L, M, pp. 27, 29; 189, 191, pp. 273, 276; 193-196, 

pp. 278-281; 202, 203, pp. 290, 292. 
inventories, F, p. 17; 136, p. 206; 139-144, pp. 209-215; 202, p. 290. 
location of store, B, p. 7; 124, 126, pp. 192, 194; 128-131, pp. 196-199. 
rent, K, p. 25; 184, 186. 188, pp. 266, 268, 270. 
sales per full-time sales-person, H, p. 20; 154, p. 228; 158, 159, pp. 

234, 236; 162-165, pp. 240-243; 172, 173, pp. 252, 253. 
size of store. A, B, C, pp. 5, 7, 8; 122, p. 190; 128-131, pp. 196-199. 
stock carried, see Inventories, 
turnover, stock, 210, p. 302. 

years. A, p. 5; 119, 120, pp;. l&T, 188; 122, 124, 126, pp. 190, 192, 194, 
per $100 of selling expense, in relation to 
advertising, N, p. 31; 207, 209, pp. 298, 300; 211, p. 303. 
bonus, use or non-use of, 182, 183, pp. 263, 264. 
commissions, use or non-use of, 178, 179, pp. 259, 260. 
fixture investments, L, M, pp. 27, 29; 190, p. 274; 197-201, pp. 283- 

289; 205, p. 294. 
inventories, G, p. 19; 138, p. 208; 149-153, pp. 220-225. 
location of store, Chart VI, p. 15; 125, 127, pp. 193, 195; 132-135, 

pp. 200-203. 
rent, K, p. 25; 185, 187, 188, pp. 267, 269, 270. 
sales per full-time sales-person, J, p. 23; 157, p. 232; 166-171, pp. 

245-251; 174, 175, pp. 254, 255. 
size of store. Charts V, VI, pp. 14, 15; E, p. 16; 123, p. 191; 132-135, 

pp. 200-203. 
turnover, stock, 211, p. 303. 

years, Chart IV, p. 13; 121, 123, pp. 188, 191; 125, 127, pp. 193, 195. 
per store, 120, 121, p. 188; 124, 125, pp. 192, 193. 
defined, p. 1&7. 

reduction of, methods of, see Reduction of expenses, and Summary, 
relation of, to 
inventories, see Inventory, 
sales per full-time sales-person, see Sales. 
Expenses, tendencies of, for different conditions of store operation, see Sum- 
mary, 

Fixture aooount^ amounts of, 
per $100 of sales, in relation to 
advertising, 271, p. 376; 277-280, pp. 383-387. 
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Fixture acconnt, amounts of, 
per $100 of sales, in relation to 

selling expense, 85, 88, pp. 143, 147; 93-96, pp. 152-155. 
I>er 100 sq. ft. of floor space, in relation to 

selling expense, 106, p. 169. 
relation of, to 

advertising, see Expense, Advertising. 

other selling expense, see Expense, Other selling. 

total selling expense, see Expense, Selling. 

wages and salaries, see Expense, Wages and salaries, 
reduction of expenses through reducing fixtures per $100 of total net sales, 

pp. 161, 163, 170, 290, 295. 
Floor space, amounts of, 
per $100 of sales, in relation to 

rent, 76, 79, pp. 130, 134; 81, 83, pp. 137, 140. 
per store, in relation to 

fixture investments, 103, p. 165. 

rent, 75, 78, 83, pp. 128, 132, 140. 
reduction of expenses through saving in floor space, pp. 133, 139, 166, 

170, 271, 291, 295. 

Oroft margiii, 
defined, p. 4. 
index of, in relation to 

net profit, 292, 293, pp. 403, 404; Chart VII, p. 405. 

rent, 83, p. 140. 

Inventory, 

Average, defined, p. 4. 
Yearly, 
amounts of, per $100 of sales, in relation to 
advertising, 230, p. 324; 237-240, pp. 332-335. 
selling expense, 20, p. 56; 28-31, pp. 67-70. 
wages and salaries, 137, p. 207; 145-148, pp. 216-219. 
reduction of expenses through control of, pp. 58, 66, 70, 83, 85, 221, 226. 
relation of, to 
advertising, see Expense, Advertising, 
other selling expense, see Expense, Other selling, 
total selling expense, see Expense, Selling, 
turnover, stock, see Turnover, 
wages and salaries, see Expense, Wages and salaries. 

Marohandise sold, cost of, see Cost of merchandise sold. 

Methods of compensating regular salesmen, pp. 118-127; pp. 258-263. See 

also Bonus, Commission. 
Methods of reducing expenses, see Reduction of expenses. 

Net profit, 
defined, p. 4. 

index numbers of, in relation to rent, 83, p. 140. 
relation of, to 
cost of merchandise sold, see Cost of merchandise sold. 

413 



Net profit, 
relation of , to 
gross margin, see Oross margin, 
selling expense, see Expense, Selling, 
total operating expense, see Expense, Total operating. 

Profit, net^ see Net profit 
gross, see Oross margin. 
Purpose of undertaking the study, p. i. 

Seduction of expenses through control of 

advertising, pp. 179, 185, 304. 

fixture account, pp. 161, 163, 170, 290, 295. 

fioor space, pp. 133, 139, 166, 170, 271, 291, 295. 

inventories, pp. 58, 66, 70, 83, 85, 221, 226. 

methods of paying salesmen, pp. 120, 122, 126, 127, 260-262. 

sales per full-time sales-person, pp. 90, 92, 104, 107, 118, 230, 241, 256. 

turnover, stock, pp. 77, 85, 226. 
Bent, relation of, to 

advertising, see Expense, Advertising. 

fioor space, see Floor space. 

selling expense, see Expense, Selling. 

wages and salaries, see Expense, Wages and salaries. 

Salaries, see Expense, Wages and salaries. 
Sales, total net, amounts of, 
per full-time salea-person, 
in relation to 
selling expense, 44, 48, pp. 88, 95; 53-56, pp. 101-104. 
rent, 83, p. 140. 

wages and salaries, 155, 160. pp. 229, 237. 
reduction of expenses by increasing the, pp. 90, 92, 104, 107, 118, 230. 
241, 256. 
per $100 of advertising, 

in relation to amount of siiles per full-time sales-person, 254, p. 355. 
per 100 square feet of fioor space in relation to 

rent, 83, p. 140. 
per $100 of wages and salaries in relation to 
fixtures, 192, 204, pp. 277, 293. 

sales per full-time sales-person, 156, 161, pp. 231, 239. 
per store, 2, 6, pp. 35, 39; 83, p. 140; 120, 124, pp. 188, 192. 
relation of, to 
advertising, see Expense, Advertising, 
other selling expense, see Expense, Other selling, 
total selling expense, see Expense, Selling, 
wages and salaries, see Expense, Wages and salaries. 
Salesmen, 
amounts sold by, see Sales. 

methods of compensating, see Bonus, Commissions. 
Selling expense, see Expense, Selling. 
Stock, average, see Average stock, 
turnover, see Turnover, stock. 
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Snxninary 

Advertising expense, amounts of , 

per $100 of sales, in relation to fixture investments, L, p. J37, and p. 
385; inventories, P, p. 17, and pp. 326, 342, 347; store loca- 
tion, B, p. 7, and p. 320; rent, p. 374; sales per full-time sales- 
person, H, p. ^, and p. ^0; selling expense, p. 183; size of 
store. A, B, C, pp, 5, 7, 8, and 320; turnover, stock, p. 348; 
years, A, p. 5, and pp. 507, 5i8. 

per $100 of selling expense, in relation to fixture investments, L, p. 27, 
and p. 385; inventories, O, p. iP, and pp. 326, 342, 348; store 
location, Chart VI, p. 15, and p. 5<^/ rent, p. 574; sales per 
full-time sales-person, J, p. ^5, and p. 57i/ size of store, E, 
Charts V, VI, pp. 14-16, and p. 520/ years, Chart IV, p. i5, 
and pp. 307, 319. 
Floor space, amounts of, 

per store, in relation to rent, p. 140. 

per $100 of sales, in relation to rent, p. 140. 
Inventory, yearly, total, amounts of, 

per $100 total net sales in relation to advertising, pp. 342, 348; total 
selling expense, p. 69; years, p. 85. 
Other selling expense, amounts of, 

per $100 of sides, in relation to store location, B, p. 7, and p. 397; size of 
store, A, B, C, pp. 5, 7, 8, and p. 396; years, A, p. 5 and p. 55^. 

I>er $100 of selling expense, in relation to store location. Chart VI, p. 
15, and p. 5P7; size of store, E, Charts V, VI, pp. 14-16, and 
p. 396; years. Chart IV, p. i5, and p. 5P^. 
Sales, total net, amounts of, 

per full-time sales-person, in relation to amount of wages per $100 of sales, 
p. 257; size of store, p. 257; years, pp. 232, 256. 

per $100 of wages and salaries, in relation to sales per full-time sales- 
person, p. 257; size of store, p. 257; years, p. 233. 
Selling exx>ense, total, amounts of, 

per $100 of sales, in relation to advertising, N, p. 31, and p. 185; bonus, 
pp. 126, 127; commissions, pp. 120, 122; fixture investments, 
L, M, pp. 27, 29, and pp. 163, 170; inventories, P, p. 17, and 
pp. 57, 69, 85; store location, B, p. 7, and p. 52; rent, K, p. 
25, and pp. i5P, 140; sales per full-time sales-person, H, p. 20, 
and pp. 89, 102, 118; size of store, A, B, C, pp. 5, 7, 8, and 
p. 52; turnover stock pp. 79, 85, 164; years. A, p, 5, and p. 52. 

per 100 square feet of floor space, in relation to fixture investments, p. 170. 

per $100 of total expense, in relation to advertising, N, p. 31, and p. i^5/ 
bonus, 2)p. 126, 127; commissions, pp. 120, 122; fixture in- 
vestments, L, p. 27, and p. itf4; inventories, G, p. 19, and pp. 
60, 85; store location, Chart III, p. ii, and p. 52; sales 
per full-time sales-person, I, p. 22, and pp. 89, 118; size 
of store, D, Charts II and III, pp. 10-12, and p. 52; turnover, 
stock, pp. 79, 85; years, Chart I, p. 9, and p. 52. 
Wages and salaries, amounts of, 

per $100 of sales, in relation to advertising, N, p. 31, and p. 504; bonus, 
pp. 261, 262; commissions, pp. 260, 262; fixture investments, 

415 



L, M, pp. 27, 29, and pp. 290, 295; inventories, F, p. 17, and pp. 
226, 290; store location, B, p. 7, and p. 204; rent, K, p, 25, and 
p. 271; sales per full-time sales-person, H, p. 20, and pp. 233, 
250, 256; size of store, A, B, C, pp. 5, 7, 6, and p, 204; turn- 
over, stock, p. 305; years. A, p. 5, and p 204. 
Summary 
Wages and salaries, amounts of, 
per $100 of selling expense, in relation to advertising, N, p. 31, and p. 304; 
bonus, pp. 261, 262; commissions, pp. 260, 262; fixture invest- 
ments, L, M, pp. 27, 29, and pp. 290, 295; inventories, G, p. 19, 
and p. 226; store location. Chart VI, p. 15, and p. 204; rent, El, 
p. 25, and p. 271; sales per full-time sales-person, J, p. 23, 
and pp. 250, 256; size of store, E, Charts V and VI, pp. 14-16, 
and p. 204; turnover, stock, p. 305; years, Chart IV, p. 13, 
and p. 204. 

Total expense, see Expense, Total operating. 
Turnover, stock, 
rates of, in relation to 
advertising, 249, p. 347. 
inventories, 40, 41, pp. 62, 83, 
rent, 83, p. 140. 
reduction of expenses by means of, pp. 77, 85, 226. 
relation of, to 
advertising, see Expense, Advertising, 
total selling expense, see Expense, Selling, 
wages and salaries, see Expense, Wages and salaries. 

Units nsed explained, p. 4; use of, for measuring expenses, p. 3. 

Wages, see Expense, Wages and salaries. 
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